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State of the Nation’s Economy: 
Up 
Wuo.esaLers’ Sates—Totaled $9.5 
lion in July, compared with $9.4 
lion in June, according to Com- 
erce Department. Automotive 
les were $467 million, as against 
38 million in June and $521 mil- 
m in July, 1953. 
CommerciaL Paper—Totaled $2,- 
| 88,000,000 on Aug. 31, up 1 per- 
pnt from July and 20 percent 
rom a year earlier, according to 
) tederal Reserve Bank. 
| Busrvess Famures — Rose to 195, 
» mpared with 168 the week before 
» d 145 a year ago, according to 
- an & Bradstreet. 
| WHoLesaLe Prices—Increased 0.1 
| recent to 110 of the 1947-49 index, 
cording to Bureau of Labor Sta- 
itics. pmo 


Down 


U. S. Inventores — Total manu- 
cturing and trade inventories at 
e end of July were $77.5 billion, 
decline of $600 million from June, 
wording to Commerce Depart- 
ent. 

’ Retaw, Trape—Total sales of re- 
zil stores in August were esti- 
rated at $13.9 billion, or 1 per- 
ent below July, according to 
lommerce Department. Automo- 
we sales were $2,640,000,000 in 
uly, as against $2,826,000,000 in 
une. Department-store sales in 
ttest week reported were 5 per- 
ent below last year. 

MoNEY IN CiRcULATION — De- 
eased $117.0 million, according to 
tderal Reserve Board, while 
ember bank reserves increased 
68 million. 


ar Output Dips 
‘o Lowest Point 
ince °52 Strike 


By Tom Hewitt 
Staff Writer 
“AR production last week de- 
4 clined to the lowest point since 
id-1952 when a prolonged steel 
/ Tike virtually halted output. 
' The total will move up this 
/ vyeek, however, with the return 
production of all Chrysler 
ear divisions, which have 
down for model changeover 
| ince mid-August. 
U. S. makers last week turned 
it 49,840 cars and 17,110 trucks, 
tcording to Automotive News es- 
tates, compared with 57,710 cars 
id 13,634 trucks in the preceding 
eek. 
* ” * 
} os many shutdowns will keep 
this month’s output down to 
ime 266,400 cars and 65,300 trucks, 
wth of which will be the lowest 
. Rce August, 1952. 
' Next week’s output will climb 
Chevrolet and Pontiac begin 
el production after shut- 
- three and four weeks, 
‘ord seetehiin, which will begin 
” changeover on the day Chevro- 
and Pontiac reopen (Oct. 4), 
be back in swing on Oct. 25. 
coln-Mercury, Buick, Oldsmo- 
and Cadillac will close down 
t the same time. 


' Hudson and Nash, the last two to 
P * (Continued on Page 54, Col. 1) 
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New-Car Sales 
In Nine Months 
Pass All of °52 


Only 4 Full Years 
Exceed ’54’s Total 
For Three Quarters 


By Bob Lienert 
Staff Writer 

HEN the third quarter ends 

Thursday (Sept. 30), dealers 
will have disposed of more new 
cars in the first nine months of 
this year than they did in the 
éntire year of 1952. 

The strong sales performance 
of 1954 perhaps won’t be too ap- 
parent to some dealers as they 
survey still-large stocks, but to 
most the nine-month achieve- 
ment will be obvious in concrete 
fashion — low stocks and good 
sales-volume figures. 

Actually, 1954 sales at the end 
of the third quarter—placed at 4,- 
175,000 by preliminary estimates— 
also will surpass all other full 
years except 1949, 1950, 1951 and 
1953. 

* * 7 

IN matched against the 
nine-month figures of those 
years, however, 1954 stacks up sat- 
isfactorily. On the three-quarter 
basis, 1954 is ahead of 1949 and 
1951, but it is running behind 1953 

and 1950. 

In 1949, only 3,548,296 cars had 
been sold at the end of nine 
months. In 1951, the total was a 
bit greater at 4,045,558. 

In the big years, the nine-month 
total was 4,370,044 in 1953 and 4,- 
749,613 in 1950. 

= * + 

HIS all boils down to the fact 

that 1954 is going to wind up as 
one of the industry’s greatest 
years, saleswise. The achievement 
is pointed up by the comparison 

(Continued on Page 53, Col. 1) 
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Laxity on Bootleg Peril 
Charged to Car Makers 


ARANAC, N. Y.—M 
toleration of new- 


ing to a resolution add nted by 
3ist annual conventionjof the Néy 
York State Automoffile Dealers 
Assn. last week. 

The resolution urged the board 
of directors to “speak up in open 
criticism of the manufacturers 
for disregarding their responsi- 
bilities to their dealers and the 
American motorist.” 

Auto makers, the resolution sug- 

gested, have failed to “protect the 


-|dominated the 


7—179,750 
8— 92,134 
9— 65,213 
10— 64,051 
1l— 57,295 
12— 52,195 
13— 47,191 
14— 25,735 
15— 23,142 
16— 21,970 
17— 11,580 
18— 5,624 
19— 803 
15,470 
Total All Makes 
3,474,636 
For further details, see Page 44. 


Model Changeover ... from the Ground Up— 


This scene of a Chrysler Corp. factory changeover typifies the atmosphere prevalent throughout the industry as 1955-model 
season approaches. Scope of alterations in replacing and revamping equipment extends from floor to the roof of the plant. 


Foes 


resplution, the con- 


small minority of dealers of rais- 
ing prices of new cars above their 
legitimate markup or discount in 
order to overallow on the used car 
traded in by the customer, thereh 
deceiving the customer.” 
speaker at the four 

meeting was Charles C. Efeed, 
NADA president, who whirned 
dealers that “we are in aglepres- 
sion in the midst of plefity,” but 
pledged that NADA’sfresources 
would be used to pregerve estab- 
lished dealers, and fthat NADA 
would even reso 0 legislative 
action if necess 

Fast - dwindlin é " dealer profits 
fiscussions at the 
business meetiygs. They resulted in 
resolutions wifich declared: 

* ~ 


o industry will never 

he retail stability of 
istries until the manufac- 
aAopt a uniform dealer con- 


tract which assures Mat the dealer 
cannot be cancelef without cause, 
that his heirs gfe fully protected 
and that he not be coerced into 
accepting brdered merchandise 
and promgfional material. 

2. Caf makers should share in 
the “gSsorption of year-end mod- 
el [@sses by providing equitable 
o tounts and rebates.” 

. The association indorses 

(Continued on Page 10, Col. 1) 


Studebaker Cuts 
Prices $37 -$287 
For °55 Models 


OUSTON.—Studebaker will re- 

duce its prices $37 to $287 when 
1955 models are introduced, C. K. 
Whittaker, Studebaker executive 
vice-president, told dealers here 
last week. 

Whittaker termed the reductions 
“the first dividend that will agerue 
to the public as a result of tHe for- 
mation of the Studebaker-Packard 
Corp.” 

“In anticipation of the substantial 

(Continued on Page 54, Col. 3) 


Rebirth of Plymouth 


Output Due to Start Today for All-New Car 
In a Rebuilt Factory 


By John T. Benedict 
Engineering Editor 

LYMOUTH was scheduled to 

start production today (Sept. 
27) of its new car in a plant that 
was virtually rebuilt in five 
weeks’ time. 

The Lynch Road (Detroit) fac- 


tory had to be drastically remod- 
eled before production of the 
completely restyled 1955 models 
could begin. New-model change- 
over, never a push-button affair, 
was particularly difficult this year 
at Plymouth. 

Outside of the usual new-model 
installation of new machines and 
equipment, new conveyor lines were 
installed, existing lines were ex- 


Inside Story 

Epiror’s Note: Here is the in- 
side production story of one of 
the most momentous new-model 
changeovers of all time—that of 
Plymouth as it gears up for its 
bid to regain the place it held 
for many years as one of the 
Big Three sellers. 


tended, the roof structure altered, 
walls moved, offices relocated, floors 
rebuilt, docks revamped and entire 
departments changed around. 
* * * 
w= 1955 models rolling smooth- 
ly off the line, a visitor would 
scarcely be aware of the throes of 
metamorphosis which have shaken 
(Continued on Page 21, Col. 4) 


Production 


Automotive News Estimates. 
U. 8. Cars, Trucks 


132,466 


Last Prev. 1963 

Week Week Week 
For complete production totals 

by makes, see table, Page 54. 
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Cites Dangers of Forcing eee 
Quinn Sees an End 


To Profitless Selling 


By Bob Finlay 
Managing Editor 
—— that the period of 
profitiess auto retailing was 
just about over, Ed C. Quinn, presi- 
dent of Chrysler division, said last 
week that he believed Chrysler 
dealers would sell more than 140,- 
000 cars in 1955. 

“However, what 
we do in a pro- 
duction way,” 
Quinn said, “must 
be done on @ 
basis profitable to 
dealers. We have 
no intention of 
forcing cars on 
dealers. We will 
continue to build 

' to their order.” 

Meantime 

E. C. Quinn Quinn announced 
a major expansion of the factory 
sales force, which has been organ- 
ized into four new national sales 
divisions. 


* . 
—< object, Quinn gaid, is to give 
Chrysler dealers “more sales 









Ee 


W. E. Foraker 


and merchandising help at the re- 
tail level than hag ever been offer- 





M. J. Harris 


Ford Income Up 


Third in Year, 
Report Hints 


_ DETROIT. — A rise of one-third 
in the 1953 income of Ford Motor 
Co. above the previous year was 
indicated in an announcement last 
week by the Ford Foundation that 
its 1953 income totaled $46,361,853 
on its 3,089,908 shares. 

The foundation, a philanthropic 
organization, is the largest share- 
holder of Ford. The announcement 
indicates a dividend of $15 a share, 
compared with $10 in 1951 and 
1952. 

The foundation started publish- 
ing its dividend figures on Ford 
stock only three years ago. 

Brokers believe that the Ford in- 
come will rise again this year, 
since the firm has turned out 19 
percent more cars and trucks in 
the first eight months than in the 
like 1953 period. 

The Ford family holds nearly all 
of the other stock outstanding, 
some 3,452,900 shares—all voting 
stock, while the foundation’s is 
nonvoting stock. There have been 
rumors recently that Ford is con- 
sidering issuance of stock to the 
public. 


Goodwin Sells 
Dodge Outlet 


CHICAGO. — James F. Goodwin, 
owner for 21 years of the Dodge- 
Plymouth dealership bearing his 
name at 5725 Broadway, last week 
announced sale of the business to 
Peter Epsteen, former vice-presi- 
dent and sales manager of Esser- 








man Motor Sales, Inc., another 7 


Chicago Dodge-Plymouth dealer. 

Goodwin, a past president of the 
Chicago Automobile Trade Assn., 
started selling Dodges in 1920 for 
Dashiell Motor Co. He took over 
the Dashiell dealership on the 
north side in 1933. Although retired 
from the auto business, Goodwin 
will maintain an office at the Ep- 
steen firm to handle his personal 
business affairs. 

Epsteen said he plans to go after 
fleet business and a volume of 1,000 
new cars and trucks in 1955. Good- 
win predicted that 1955 would be 
a big year for Dodge-Plymouth, 
with zooming sales trends. 





ed by any automobile manufac- 
turer to its dealer body.” 

The new divisional sales man- 
agers, appointed by E. M. Braden, 
general sales manager, are: 

Maurice J. Harris, Eastern, head- 
quarters in New York City; Wal- 
ter E. Foraker, Central, Detroit; 
Cc. R. Curtan, Midwestern, Kansas 
City, and Charles B. Neely, Far 
Western, San Francisco. 

Quinn said that some misunder- 
standing had arisen over a recent 
session with dealers via closed-cir- 
cuit TV network. | 


* 
aie worked with dealers too 
long to take an ‘or else’ atti- 
tude toward them. What we seek 





C. B. Neely 


to do is to get dealers to want to 
do more business.” 

Quinn pointed out that the his- 
tory of the industry shows that 
any factory which pushes profit- 
less retailing on its dealers is 
setting them up for other makers. 

A competitive factory with a 
more enlightened policy finds it 
possible to sign up some of the 
best dealers in a line that has been 
pressured too much, Quinn said. 

Quinn said that the 1954-model 
cleanup is proceeding well. The 
3,200 Chrysler- Plymouth dealers 
have 13,000 Chryslers and 11,000 
Plymouths on hand, with about 
eight weeks to go before the 1955 
introductions. 

+ 


Cc. R. Curtan 


* * 
Aimeavr some dealers are 

short of Plymouths, and the 
factory organization is seeking to 
serve as a clearing house to get 
dealers who have too many cars 
and those who have too few to- 
gether, he said. 


Some very profitable deals are 
(Continued on Page 51, Col. 1) 
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Putting ‘55 Chryslers on Film— 


E. C. Quinn (center), president of the Chrysler division, confers on the Hollywood 
set of Jerry Fairbanks Productions with Fairbanks (left) and Jim Bingham,: Chrysler 
program coordinator for dealer meetings, prior to shooting of a film on Chrysler's 
1955 models. Bingham will exhibit the film to dealers starting Oct. 18. 


Nash and Hudson to Share 
Same Body Shell in ’55 


DETROIT. — George W. Mason, 
chairman and president of Ameri- 
can Motors Corp., announced last 
week that 1955 Nash and Hudson 
cars would be built with the same 
basic body shell and produced on 
the same assembly lines. 


This step will enable American 
Motors to take advantage of a Big 
Three manufacturing formula that 
cuts millions of dollars from tool- 
ing and fabrication costs, Mason 
said. 

He cited Buick and Oldsmobile 
as a typical example of how effec- 
tively the industry has been able to 
develop distinctly different cars on 
a@ common body shell. 


Mason stated in a letter to 
stockholders that the 1955 Nash 
and Hudson would be distinctly 
different in design and appear- 
ance and that each would have 
exclusive engine and mechanical 
features. Neither will lose its 
present unique mechanical or 
safety features, he said. 

Both lines will offer stepped-up 
engine power. 

Their introduction is scheduled 
around the first of the year, accord- 
ing to Mason. It is to be backed by 
a strong sales and advertising pro- 
gram to capitalize upon product 





Ford Five-Nation Show 


Rotunda Exhibit Gives Synopsis of Vehicles 
Built by Firm in U. S., Abroad 


DEARBORN. — A one-company 
international auto show, featuring 
cars, trucks and tractors produced 
in five nations, opened last week 
in Ford Motor Co.’s Rotunda here. 

The “Ford Around the World” 
show will hold the feature posi- 
tion in Ford’s industrial exhibi- 
tion building until mid-Novem- 
ber. 


that there are dealers “in prac- 
tically every country of the world 
this side of the iron curtain,” A. 
J. Wieland, general manager of the 
Ford International division, said: 

“The show demonstrates how an 
American company can contribute 
not only to progress along the 
American road, but also to pro- 
gress along the roads and on the 


Commenting on the fact that|f@rms of the world.” 


Ford operations overseas include 
manufacturing and assembly activ- 
ities in more than 20 countries and 
. 





English Ford— 


A four-door Zephyr-Zodiac, 


in 
Britain and one of the cars exhibited in 


made 


the “Ford Around the World" show at 
the Dearborn Rotunda, is inspected by 
A. J. Wieland (left), general manager of 
Ford Motor Co's international division, 
and J. R. Davis, group executive. The 
show will run through mid-November. 


Vehicles have come from the 
Ford companies in England, 
France, Germany and Canada. 
United States production also 
will be represented. 

Also on display are an animated 
cutaway chassis from England, an 


exhibit showing the “twin-unit o 


pack” method of exporting Ameri- 
can trucks, an English tractor, 
| photographic displays showing 


Ford subsidiaries overseas. A mo-|@ 


tion picture program includes “Run 
for the River,” a documentary 
based on the 1953 Pan-American 
Road Race. 

Visitors may take rides in the 
English cars on the Rotunda 
grounds over a half-mile of road- 
way made of reproductions of 
17 of the world’s most famous 
highways. 

Body types of the foreign-built 
vehicles on exhibit, all with design 
features not common in U.S. vehi- 
cles, include a variety of convert- 
ibles, two- and four-door sedans, 
a sedan with a sliding roof, and 
large and small trucks and buses. 

The Rotunda is open from 8:30 
a.m. to 9 p.m. Monday through 
Friday and from 1 to 9 p.m. Sat- 
urday, Sunday and holidays. 


and production advantages which 
none of the independents had been 
able to enjoy individually, he said. 

The savings from consolidation of 
Hudson and Nash production and 
assembly operations should assume 
substantial proportions shortly after 
the start of new-model production, 
Mason said. They will be greater a 
year later, he predicted, after AMC 
has had time to go further in the 
utilization of interchangeable parts. 


Mason also said he started seven 
years ago to develop plans for co- 
operation among the independent 
auto companies in designing their 
cars so they could get the same fi- 
nancial benefits as the Big Three 
from mass production of inter- 
changeable parts. This can be ac- 
complished either with or without 
further actual mergers, he said. 


Conversations were held with 
other manufacturers on at least 
four different occasions to dis- 
cuss such cooperation, but it was 
not until the Hudson agreement 
was signed last January that 
these savings became possible, 
Mason said. He told AMC stock- 
holders that the need for lower 
costs was the main reason for 
the Nash-Hudson merger. 


For 1955, AMC will produce four 
different series of Nash and Hud- 
son cars from a single body shell, 
Mason said. This should cut body 
tooling costs approximately in half, 
he explained, as previously both 
Nash and Hudson produced only 
two series of cars each from their 
basic body shells. 

Mason added that AMC currently 
was in a strong financial position, 
with its bank loans—largely to fi- 
nance defense production — being 


reduced substantially and rapidly. 
© 





Wis. Dealers Urge 
Contract Changes 


Ask State to Enforce 
Anti-Coercion Clause 


By John E. Hubel 
Staff Correspondent 

MILWAUKEE. — The Wisconsin 
Automotive Trades Assn. last week 
adopted a resolution urging NADA 
to do everything in its power to 
correct present inequities in fae. 
tory-dealer contracts and relations, 

The resolution, adopted at the 
association’s annual convention 
here, also urged the Wisconsin 
Motor Vehicle Department to ef- 
fectuate the anti-coercion fea- 
tures of the factory - dealer li- 
censing law. 

Another resolution urged NADA 
to work with the Automobile Man. 
ufacturers Assn. to establish a pro- 
gram to remove “junkers” from 
the streets. 

WATA, labeling present excise 
taxes of 10 percent on cars and 8 
percent on commercial vehicles as 
discriminatory, said these so-called 
“temporary emergency measures” 
should be removed by congressional 
action. 

About 800 members and guests 
attended the two-day convention. 

Paul H. Schmidt, of Prairie du 
Chien, was elected president. 
Others elected are: First vice- 
president, Clifford Erickson, 
Frederic; second vice - president, 
Ed Wehe, Milwaukee; secretary- 
treasurer, William Bryden, Beloit; 
executive vice-president, Louis 
Milan, Madison. 

Retiring President Otto A. Sher- 
ry, Appleton, becomes director at 
large. New directors are Frederick 


L. Berndt, Milwaukee; Percy S& 
(Continued on Page 53, Col. 2) 


General Tubeless 
Held Candidate 
For Lifetime Tire 


AKRON.—A tubeless tire, made 
of Nygen and of a softer, more pli- 
able construction than used before 
in tire treads, “may be the tire 
that will last as long as the car,” 
according to L. A. McQueen, sales 
vice-president of General Tire & 
Rubber Co., which introduced the 
tire last week. 

The tire, which is said not to 
puncture and to avoid 90 percent 
of blowouts, will be known as Gen- 
eral Silent Safety. 

According to McQueen, it has the 
ability to outwear anything yet 
produced. It is now in production 
and dealers will have full supplies 
by the time the 1955 cars are re- 
leased. 

In addition to the Nygen cord, 
the construction features a pres- 
sure-lock air seal, an adaption of 
the “O” ring principle to seal air 


or gas. 
+ * 





‘Perfect’ Tubeless Tire on Market— 

L. A. McQueen (right), sales vice-president of General Tire & Rubber Co., demon- 
strates to William O'Neil, president, the firm's new General Silent Safety as the 
“perfect” tubeless tire, made of Nygen and featuring patented pressure-lock air seal 
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By John 0. Munn 


7. does an association bring 


to a dealer? What does the 
dealer bring to an association? 
What does the public think about 
trade associations? 

Such questions have been dis- 
cussed since the start of our indus- 
try. They have always been and 
always will be subjects or discus- 
sion in any trade organization 
meeting. Perhaps our trade needs 
to reappraise the subject in terms 
of current needs. A lot of people 
think that many automobile deal- 
ers were off base during the short- 
age of new cars. As a result of 
this year’s pressure sales activi- 
ties, a large share of the public, I 
am sure, feel that new cars will 
never again be sold at list price. 

It was this kind of a discussion 
I had with John Lehman, man- 
ager of the Akron dealers associ- 
ation, who has now been hon- 
ored by being elected vice-presi- 
dent of the Automotive Trade. 
Assn. Managers. He felt some- 
thing should be done to lend 
more meaning, from the public 
standpoint, to dealer association 
emblems. 

As they stand, most of them sim- 
ply contain the name of the as- 
sociation and a few words such as 
“integrity,” “quality,” etc. They 
aren’t very convincing, in view of 
events that have transpired in re- 
cent years. Some think such em- 
blems put a dealer on a pedestal 
so people will throw stones at him. 
It would seem that defining the as- 
sociation’s purpose would have a 
much better public effect than set- 
ting forth its goals. 

* ? + 


Promotional Force 
FO far too long, people in gen- 
eral have felt that any trade 
association was merely a business 
group that had joined together to 
protect their own interests. In an 
attempt to describe the purpose of 
an association, we would not only 
cause a better understanding on 
the part of the public as to what 
an association is, but we would also 
establish some standards of values 
that not only we, ourselves, but our 
employes would strive to reach up 
to. 


We felt further that if such a 
code of ethics or an explanation 
of the purposes of associations 
was publicly displayed, it would 
have a strong sales impact. In 
other words, it would prove a pro- 
motional force that would help a 
dealer to make sales at a profit. 

We both promised ourselves to 
go home and try to develop such a 
thought with the expectation of 
asking you, the dealer, and trade 
association executives for advice as 
to how they could be improved. Of 
course, it would be the intention to 
use such texts as a wall hanger at 
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the bottom of which would appear 
the emblems of national, state or 
local associatioins or, in fact, all or 
any combination of them. 

The first text that follows is by 
this column conductor and is in- 
tended for a wall display and as a 
companion piece to “The Automo- 
bile” which hangs in many thou- 
sands of automobile dealers’ sales- 
rooms, offices and homes. The sec- 
ond ‘text is Mr. Lehman’s version, 
which gives the story more in de- 
tail and which perhaps is a better 
version for private display, if its 
principal use is to obtain and re- 
tain members. Here is my contri- 
bution: 


= x + 
THE ASSOCIATION 
Your Automobile Dealer Associ- 
ation—the agency through which 
men of goodwill make their busi- 
ness ideals articulate. 
A power house generating the 
vital force of sincerity in service. 
The strong base supporting 
highest standards in the dealings 
of a trade with the public. 


A composite guarantee of re- 
sponsibility for the satisfaction 
of the customer in all dealings 
with component individuals. 

The medium through which 
new things, better methods and 
greater skills are made available 
to the whole public. 

A mighty force for the protec- 
tion of the motorist from condi- 
tions and legislations that men- 
ace the industry. 

A shield for the motorist 
against incompetence, indiffer- 
ence and bad trade practices. 

A symbol of the universal avail- 
ability capable of fair and re- 
sponsible dealings in all motor 
car requirements. 


A visible, vital expression of 
enduring good faith and goodwill 
in the automobile sales and serv- 
ice trade. 

x * 
ERE is Mr. Lehman’s offer- 
ing: 
THE ASSOCIATION 

Is an opportunity to distinguish 
right from wrong in business 
methods and to translate good 
business practices into service 
for the general public. 

A mirror reflecting the com- 
posite image of the individual 
gleaning the best from the in- 
dustry for the benefit of the con- 
sumer. 


An opportunity to extend the 
principles of boy scouts, your 
fraternity, the lodge, the service 
clubs, your church, into the realm 
of business. 


An opportunity to work with 
men of good intent, where ma- 
jority rules and democracy is at 
work with freedom of expres- 
sion, trial and error. 

Where dignity and purpose 
stimulates the best in men to 
employ the virtues of the individ- 
ual for the common good of all. 


Where you have the feeling of 
being chosen, the pride of be- 
longing, the distinction of recog- 
nition and the joy of acceptance. 

With an atmosphere of for- 
giveness for error, sharing the 
responsibilities with others to 
raise the standards, instilling 
confidence, enlarging personal 
character. 

You are both student and 
teacher, transmitter as well as 
receiver, the medium, the voice 
of the whole. 

Recognizing the frailty in man, 
daring to strive for perfection, 
clay or steel, your wish a com- 
mand, the association is YOU. 

om * * 


Please write me and give me 
your advice and counsel on this 
important subject that needs care- 
ful consideration to meet present- 
day needs. 





Hoffman Addresses Minnesota Dealers 





By Donald M. Lyons 
Staff Correspondent 

MINNEAPOLIS. — A code of 
ethics subscribed to by all auto 
dealers to maintain advertising 
standards, as well as a requirement 
that dealers place full and specific 
price tags on all cars, was advo- 
cated by Paul G. Hoffman, chair- 
man of Studebaker, at the conven- 
tion of the Minnesota Automobile 
Dealers Assn. last week. 

At the same time, Hoffman 
called for a halt to overproduc- 
tion and the resulting factory 
pressure on dealers. 

The price tag, Hoffman _ said, 
should show the factory-delivered 


price, transportation and prepara- 
tion charges, and accessories. He 
added that advertising of both new 
and used cars should meet the 
standards prescribed by the Better 
Business Bureau. 

Padded new-car prices, phony 
finance charges, and “the whole 
bag of tricks and devices that some 
people call modern merchandis- 
ing,” Hoffman said, should be 
“dropped in the round file where 
they belong.” 

The next year, Hoffman pre- 
dicted, can be a good year for 
dealers if factories will schedule 
production to the volume of cars 
that can be sold profitably, and if 
“dealers will sell hard and intelli- 
| gently.” 

Declaring that the cessation of 
undue factory pressure was only 
the first step on the road back 
to sanity in auto retailing, Hoff- 
man told the dealers that “con- 
ditions are not going to be 
healthy until we stop dealing and 
start selling.” 

“That means reeducating our 
sales forces, holding sales meetings, 
_|insisting that salesmen develop the 

best possible methods of digging 
out good prospects, and simply fol- 
lowing through on the other fund- 
amentals of sound merchandising.” 

Hoffman declared that salesmen 
must acclimate themselves to new 
conditions and attitudes. They 
,;/must be better trained and have 
better sales aids, he said. 

Once the dealers in a local as- 
sociation agree to ethical adver- 
tising, they should meet with 
representatives of radio and tele- 
vision stations and obtain agree- 
ment that no advertising will be 
accepted that does not meet Better 
Business Bureau standards, Hoff- 
man said. 

Discussing the problem of boot- 
legging, Hoffman said that the cure 
for it is to stop overproducing. 
However, he said, bootlegging is 
only one of the “sorry effects of 
this folly of the past 18 months.” 
Another, he deciared, is the “in- 
credibly silly merchandising of 


NADA Contact Man— 


Horace E. Henderson is a new staff 
member of NADA. According to Frederick 


J. Bell, executive vice-president, Hender- 
son will be liaison man with state and 
local dealer groups and also will spear- 
head NADA's program in the interest of 
younger auto dealers. Henderson is a 
former president of the U. S. Junior Cham- 
ber of Commerce. 


Selling on Merit Urged 
At North Dakota Parley 


FARGO, N. D.—North Dakota’s| dealer agreements outlawing boot- 
auto dealers were told by both their} legging. 
president and a representative of| “The factories know,” he added, 
NADA that for the good of all|“that NADA has great political 
dealers it’s time cars were sold} power. 
again on merit, and not by any “However, we know that many 
type of gimmick. of the malpractices have been 









brought about by our own mem- 
The Automotive Dealers Assn. bers and it is up to us to clean 


up our own mess. Those who are 

selling price and selling discounts 

are selling themselves out of bus- 
ess.” 


of North Dakota, which held its 
two-day convention here last 
week, was aware of the need for 
such selling, for its convention 
slogan was, “Let’s Quit Selling 
Giveaways and Discounts — Let’s 
Sell Motor Vehicles.” 


John H. Ward, of Bismarck, re- 
tiring president, told the more than 
300 dealers in attendance that 
greater unity was needed among 
dealers in the state to drive out 
unethical practices. 


William Hamilton, of Washing- 


ton, director of publications for 


NADA, said that while the nation- 
al inventory picture right now is 
good, 


and January.” 
He predicted that the dealers will 


have new sales problems with the 


1955 models and that the new cars 
will not solve all the ills of the 
industry. 

Hamilton told of how bootleg- 
ging of automobiles is a “cancer 
which is creeping across the 
country” and how NADA had at- 
tempted to get national legisla- 
tion passed to combat the prac- 
tice, although unsuccessfully. 


“The trouble with the people in 
Washington and Detroit,” he said, 
“is that they don’t know the prob- 
lems you are facing. The franchise 
system is the very heartbeat of our 
industry, but it is slowly being 
destroyed.” 

NADA directors, he said, had 
adopted as their goal a clause in 


1954 models that has reached some- 
thing of a climax in the last 60 
days.” 

In a more optimistic vein, 
Hoffman said that dealer inven- 
tories of ’54 models are generally 
at fairly reasonable levels and 
that no factory is facing a 
cleanup problem as serious as 
last year. 

W. R. Stephens jr., Minneapolis, 
was elected president of the associ- 
ation, succeeding Clare L. Fischer, 
Rochester. 

Other officers are C. Herbert An- 
derson, Virginia, and R. C. _— 
St. Paul, vice-presidents; H. R. 
Conner, Bemidji, secretary, and 
Mal Nichols, Minneapolis, treasurer. 

Leo B. Faricy, Minneapolis, con- 
tinues as general manager. 

Directors elected were W. Harold 
Queenan, St. Paul; Charles J. Lar- 
son, Ada; L. W. Forstrom, Fair- 
mont; Elmer G. Larson, Montevi- 
deo; Leo Welle, Albany; G. G. 
Westlund, Pelican Rapids, and 
Henry M. O’Hotto, Alexandria. 

Among the speakers were 
Vince Baker, Pontiac dealer of 
Pueblo, Colo., and State Rep. D. 
D. Wozniak, of St. Paul. 

Talking on “Controlled Selling,” 
Baker told the convention that a 
“definite system is the answer to 
successful used-car sales.” 

As selling aids he suggested that 
salesmen study the stock and 
build their sales story around a 
specific car. 

To sell a car, he declared, you 
have to have a prospect and work 

(Continued on Page 51, Col. 3) 


Wyo. Dealers Act 
To Put Buyer 
In Driver’s Seat 


CASPER, Wyo. — The Wyoming 
Automobile Dealers Assn., at its 
18th annual convention here, ap- 
proved a resolution requesting that 
the Legislature pass a 20-day tem- 
porary permit law for auto buyers. 


Passage of such legislation 
would permit purchasers to put 
newly bought cars to immediate 
use without having to wait for 
permanent permits. 

Efforts will be made by the as- 
sociation to interest the 1955 Legis- 
lature in such a law. 

Elected as the new president was 
Harry Evans, of Casper. 

Other officers are Frank Shulte, 
Casper, and R. R. Manners, 
Cheyenne, vice-presidents, and 
William F. DeVere, Cheyenne, 
secretary-treasurer. 

The board of directors includes 
William Riley, Sheridan; Clint 
Gore, Greybull; Carl Halladay, 
Cheyenne; Rex Wirthlin, Afton, 








“that picture will change 
drastically in November, December 


and W. M. Shepherd, Casper. 


More than 60 dealers attended 


Clifford H. Hunstad, of Carring- 
the two-day sessions. 


(See NORTH DAKOTA, Page 51, Col. 5) 


On the House... 


Does this sound familiar? . . . “We wish to 
announce that we have discontinued the agency 
and sale of cars (since) ... they have 
established a policy under which we can no longer 
continue ... On the 15th of December they shipped 
us eight cars, without notifying us; besides in- 
cluded in this carload were models we did not 
order ... We refused the shipment and were 
informed we must accept cars by Feb. 1, which, 
of course, is out of all reason .. .” These are 
excerpts from a customer letter, written Jan. 3, 
1916, by the Hartman Brothers, Montrose, Calif. 
The Hartmans then took on the Dodge line and 
have just issued a booklet commemorating their 
50th anniversary as a dealer. . 

Cleveland new-car dealers, in cooperating with used-car opera- 
tors, are seeking an earlier closing for Tuesday, Thursday and 
Saturday each week . . . Illinois association reports big success 
with regional meetings ... Seth H. Blair (Chrysler-Plymouth) 
succeeds Grant ~aper as treasurer of Utah group; Hayes is retir- 
ing as dealer . 

Dean Chaffin sepeste that 349 Montana dealers, nearly 90 percent 
of the state total, now hold association membership . . . Minnesota 
association, which has added 36 new members, threw open its con- 
vention business sessions this year to the ladies, with the thought 
that “most wives want to know about the problems confronting their 
husbands today.” 
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AUTOMOTIVE NEWS PLATFORM 


oF { |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

asoline and oil taxes, collected by state and federal 
fede the building and maintenance of highways; 
B { 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 


Capsule Comment 


NADA will continue its battle against new-car “bootleg- 
ging” and expects to go before the next Congress shortly 
after it assembles in January, President Charles Freed re- 
ports. Details of the approach will depend largely on results 
of the Senate’s Purtell committee probe this fall. 


No letup in the pressure. 


The supply of new cars in the field, according to AUTOMO- 
TIVE News’ findings, has dropped to around 400,000—the 


lowest mark in 20 months. 


The factories still seem bent on an orderly cleanup this 


year. 
* 


While Federal Reserve statistics indicate that the fran- 
chised dealer’s primary service market has shrunk by 2 per- 
centage points since 1939, the potential market has nearly 
doubled in that time, with 12,899,000 cars now less than 
three years old (compared with 7,580,000 in 1939). 


Everyone agrees the way to dealer profits is through 


high service absorption. 


Increased expenses and lower gross profit combined to 
drop new-car dealers’ operating net to 1.9 percent in the first 
half of 1954, compared with 4.4 percent in 1953. 


While profits improved somewhat in the second quarter, 
they were “still very disappointing,” reported NADA. 


Foreign-car sales in the U. S. strengthened in June, being 
only 18.5 percent below year ago, whereas May sales dropped 


32.3 percent from 1953. 


First-half sales in 1954 totaled 30 percent less than year 


ago. 


Wire wheels, which enjoyed high popularity in 1952-53, 
are fast fading from the auto scene, say the people who 


make ’em. 


A lot of people wanted that sports-car look, but didn’t 


want to pay for it. 





Coming 
Events 


Dealer Conventions 


— 28-29—New Hampshire Automobile 

alers Association, Wentworth-by-the- 
ea" Hotel aveeen New Hampshire. 
ct. 3-4— Oklahoma Automobile Dealers 
ees Convention, Skirvin Hotel, 
Oklahoma City. 

Oct. 3-5—Automobile Dealers Association 
= ee Convention, Biloxi, Missis- 


Oct. "e:9—Penns ‘lvania Automotive Associ- 
ation Convention, Haddon Hall, Atlan- 


tic City, New Jersey 
Oct. 10-12—Mississippi “Automobile Dealers 
—_. Convention, Buena Vista Hotel, 


Oct. °{0-12—Texas Automotive Dealers As- 
=— Convention, Gunter Hotel, San 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associ- 
= Convention, Peabody Hotel, Mem- 


of 93-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

Oct, 24-26— Florida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 

Oct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford. 

Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 
Nov. 7-9—Automotive Trade Assn. of Vir- 
ginia, John Marshall Hotel, Richmond, 


Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 1819— Idaho Automobile Dealers 
Association Convention, Boise Hotel, 


Boise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt a City. 

Dec — Montana Automobile Dealers 
Asn, "Sncmanalion Florence Hotel, Mis- 
soula. 

Dec. 7— Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

Jan. 29-Feb. 2—NADA annual convention, 

Hotel Conrad Hilton, Chicago. 

e © * 


Dealer Auto Shows 


Oct. 9-24—Southwestern Automobile Show, 
Texas State Fair, Dallas. 

Jan. 8-13— Houston Automobile Show, 
Sam Houston Coliseum, Houston. 


Jan. 8-16 — Chicago Auto Show, Interna- 
ane ee. Chicago. 
8-16—Washington, D.C. Auto Show, 
jeWeshie ton. 
Jan. 15-22—Rochester Auto Show, Roch- 
ester, N. Y. 
Jan. 21-30—Los Angeles Automobile i 


— Pacific Auditorium, Los Ange 
Jan. 21-30 — Seattle Automobile, _® 
Seattle fonary Seatt! 

Jan. 22-30 — St. aae'y Aitomobile Show, 
Kiel fatietem, St. 

Jan, 29-31 — Tri-State a ‘he, Evans- 
ville ——) Dealers Assn. Evans- 
ville Ar Evansville, Indiana. 

Jan. roit w, Mich- 


Grounds it. 
29 - Feb. 2 Quad-City Autorama 
“{bave nport, lowa, Rock island, Moline, 
ast Moline, = ) Rock Island Armory, 

Rock Island, Ill. 

Feb. 5-12— Milwavkee Auto Show, Mil- 

a Auditorium, Milwaukee. 
Feb. 5-12—Des Moines Automobile Show, 
Soo Memorial Aaditorium, Des 


Moines 

Feb. 12-19—San Francisco Auto Show, San 
Francisco Civic Auditorium. 
b. ioux City Automobile Show, 
oan — Municipal Auditorium, Sioux 


Feb. Mba March 5—Kansas City Motor Car 
Show, Exhibition Hall, pitusicipe! Audi- 
torium, Kansas City, Missouri. 

March 4-6—3rd Annual Kansas Automobile 

Show, Hutchinson Sports Arena, Hutch- 

inson, Kansas. 


General 


Oct. 6-8—Automotive Advertisers Council, 
Fall Meeting, Moraine Hotel, Highland 
ea’ Ilinois, 

ct. 7—Automobile Old Timers Fifteenth 
eo Meeting and Dinner, Hotel 
Astor, New York City. 
*. 9-17 — Pacific International Motor 
tts Show, Oakland Exposition Build- 
ina, "Oatlon Calif. 
qo ional Safety Council, Chi- 


0 Mini Association of Inde- 
so Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29 — American Truckin 
tions, Inc., Waldorf-Astoria 
York Ci 

Oct. 28-30— Western Parts and Service 
Managers Association Convention, New 
Washington Hotel, Seattle. 


(See CALENDAR, Page 46, Col. 5) 


20 Years Ago... 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 

if you so request. Address Editor, Automotive News, Detroit 26, Mich: 





Time Saver 


I have been a reader of your 
publication for years—enjoy it— 
and read it from “kiver to kiver.” 
But since my time is limited, I try 
to conserve it. So here’s a practical 
suggestion: 

Do you have to start every ar- 
ticle on Page 1, 2 and 3, and then 
direct us in each instance to pages 
59, 60 or 61 to finish it? Half of 
my reading time is spent thumbing 
back to conclude an article. 

This probably poses mechanical 
difficulties (Editor’s Note: The real 
culprit) but some magazines have 
gotten away from it. 

We are all instinctively lazy, I 
suppose, but give this some thought 
—and don’t worry about having to 
put headlines for every article on 
Page 1—we’ll find it—read it and 
enjoy it. And like it better if we 
can finish it somewhere within the 


The Big Stories 


More than 10,000 miles of highway are under construction at this 
time under the supervision of the Bureau of Public Roads, employing 


a total of 240,968 workers. The estimated cost is $231,554,000 . 


. The 


dollar volume of retail financing of new cars shows an increase of 
21 percent for August, compared with August, 1933, but a decrease 


of 16 percent from July . 


. Pistons of increased hardness are now a 


feature of Chrysler Airflow and Chrysler Six cars. An electro-coating 
process made available for mass production by equipment developed 
in the Chrysler plant is responsible for this engineering advance- 


ment . 


A six-cylinder Hupmobile broke all records in Class C 


stock car ‘racing on the Indianapolis Speedway by driving 250 miles 
at an average speed of 79 miles per hour. 


—From the files of Automotive News. 





approximate area where we began 
it. 

This is a short letter—so not nec- 
essary to continue it to page 62. 
Good luck. Otherwise you’re doing 
a fine job—Tep Lauck, Ted Lauck 
Chevrolet Co., West Bend, Wis. 


7 a * 
English Periodical 

Would you please suggest one or 
more of the best motor car publi- 
cations printed in English in Eu- 
rope that deal with what is news 
in motor car mechanism. I am 
most interested in the cars made 
in Germany and in Italy. 

I used to subscribe to the Auto- 
mobile Engineer that was publish- 
ed in England, but I doubt very 
much if they are still in publica- 
tion today.—L. C. Hanna, Hanna 
Road, Lutz, Fla. 

Eprror’s Note: Address of the 
Automobile Engineer is Iliffe & 
Sons, Ltd., Dorset House, Stam- 
ford St., London, 8. E. 1. 


Likes Letters 


Please send your booklet of John 
O. Munn’s first 26 Letters to Sales- 
men which appeared in AuTOMOTIVE 
News. 

We are going to use them in 
training new salesmen and as & 
review for our older salesmen. 

Keep the letters coming as there 
is a lot of good food for thought.— 
Met JoHNson, sales manager, Che- 
shire Pontiac, Yakima, Wash. 


* * 2 

Thought for Today 
Please give space to the follow- 
ing: “Be kind to those you pass on 
your way up, as they are the same 
ones you will meet on your way 
back down.”—Roy Brooks, Atlanta. 
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... better accommodations 
in good or tough times” 


says MR. OTTO A. LAWTON, President of Lawton-Wing Co., 
Inc., veteran DeSoto-Plymouth dealer of Boston, Massachusetts. 


C@ FONG experience and close contact 
i both the local and national level 
are two reasons COMMERCIAL CREDIT 
does a good job for the car dealer. You 
realize that you get better accommoda- 
tions from COMMERCIAL CREDIT as things 
get tighter. We have always found them 
able and willing to meet any legitimate 
requirement. They seem best to meet 
conditions in both extremes of supply 
and demand.” 


COMMERCIAL CREDIT DEALERS 
ARE Successful DEALERS 


Let us show you how COMMERCIAL 
Crepit’s broad experience, large re- 
sources and complete financing facilities 
can contribute to your success. Write, 
wire or phone your nearest COMMERCIAL 
Crepit office. You’ll get prompt action. 





COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of Commercial : 
Credit Company, Baltimore . . . Capital and Surplus 

over $150,000,000 . . . offices in principal cities of 

the United States and Canada. 
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New-Used Issue Aired... 


Revise License Law, 


N. M. Dealers Ask 


ALBUQUERQUE, N. M.— Mem- 
bers of the New Mexico Automo- 
tive Dealers Assn., in their Silver 
Anniversary convention here last 
week, voted against sponsoring a 
bill at the next Legislature to re- 
place the present licensing law. 

Instead, they voted to amend 
the motor vehicle code to differ- 
entiate between new-car and 

used-car dealers. The present 
code makes no distinction be- 
tween the dealers, calling all 
“auto dealers.” 

The members also voted to pre- 
sent a bill requiring any used car 
displayed for sale on a lot to be 
registered and to have current 
plates, either from New Mexico or 
the state of origin. 

National auto, business and po- 
litical leaders spoke on various 
phases of auto retailing. 

The following oilticers were 
elected: W. W. Doran, president; 
Ray Darwin, vice-president, and 
Horace Ellis, treasurer. New di- 
rectors are Ernest Bruce, W. A. 
Snipes, Ellis, Max Meadors, Darwin 
and Ned Wood. 

At a luncheon honoring mem- 
bers of the association wuo have 
been active in the auto business 


Piymouth from 1931 to lvysv, ré- 
tired as director of Chrysler 
Corp.’s scp vag of Business 


Management in 1949. Since then 
he has acted as a consuitant to 


Chrysler. 

Mook told of the troubles en- 
countered in founding the Rocky 
Mountain Automotive Trade Assn., 
of which he was the first secretary- 
manager. That association covered 
Wyoming, Colorado and New Mex- 
ico and was the predecessor of the 
present state dealer groups. 

“Mook told of the founding of 
NADA during World War I to save 
a floundering industry from ruin- 
ous tax legisiation. 

Mook, who was first managing 
director of NADA, recalled how at 
that time dealers had to exert every 
combined effort to fight stigma 
taxes, promote stolen-car laws and 
attack the problems of used cars, 
overproduction, factory relations 
and slim profits—even as today. 

Frederick J. Bell, executive vice- 
president of NADA, explained the 
status of national-level problems 
being handled by NADA. Beil 
touched on bootlegging, freight 


DeSoto Fieldmen 
To Preview 755 
At Va. Session 


VIRGINIA SPRINGS, Va.— De- 
Soto fieldmen will be introduced to 
the 1955 DeSoto and Plymouth in 
a three-day session with factory 
officials starting today (Sept. 27) 
at the Cavalier. 

Morning business sessions are 
scheduled for each of the three 
days, with factory sales, engineer- 
ing, and merchandising and adver- 
tising personnel describing the new 
products and ae for the com- 
ing model y 

A party oS Sete 40 DeSoto and 
Plymouth executives and members 
of the DeSoto staff of Batten, Bar- 
ton, Durstine and Osborn, Inc., ad- 
vertising agency, left Detroit by 
special plane Saturday. 

The DeSoto party will include L. 
I. Woolson, president; J. B. Wag- 
staff, sales vice-president; A. B. 
Nielsen, eastern sales manager; 
—— Herpolsheimer jr., western 

sales manager; James L. Wichert, 

director of advertising and sales 

; William Hughes, sales 

” manager; R. M. Row- 

. merchandising manager; A. 

E. Kimberly, chief engineer; George 

Gale, assistant chief engineer; 

Clyde Mix, used-car manager; Ed- 

Hancock, director of regions; 

A. CG Licata, advertising; John 

Griggs, sales n; Roy Utley, 

service manager, and E. W. Brown, 
distribution manager. 


ager, and Robert 
engineer. 


charges, management clinics, adver- 
tising, franchises and direct assist- 
ance to young dealers. 

Frederick M. Sutter, chairman 
of NADA’s industry relations 
committee, spoke on improving 
factory-dealer relations by work- 
ing at the district or zone level. 

Other speakers included Thomas 
E. Walkey, retiring president; O. 
C. McCallister, retiring vice-presi- 
dent; Roland Hughes, NADA di- 
rector, and Congressman John J. 
Dempsey. 

W. W. Doran, of the NMADA 
public affairs committee, and Ned 
Wood, of the highways committee, 
spoke on the status of licensing and 
tax-diversion legislation. 

Walkey received the AUTOMoTIvE 
News “Dealer of the Month” plaque. 
Those receiving “Hall of Fame” 
certificates for spending 25 or more 
years in the auto business were: 

Arthur L. Farnsworth, Carl 
McNally, John W. Hall sr., Dwight 
MeNally, H. D. Burdette, Ralph 
Jones, Chester Kiser, J. Allan Wy- 
coff, Tom Closson sr. Roy E. 
Shafer, Harvey Saulsberry, War- 
ren Snyder and C. C. Cagle. 


4,500,000th Car 
Is Turned Out 
By Oldsmobile 


LANSING.—Oldsmobile has pro- 
duced its 4,500,000th car. The latest 
half-million were turned out in 16 
months, fastest production pace in 
the company’s 57-year history, ac- 
cording to J. F. Wolfram, general 

er. . 

So far in 1954 Oldsmobile has 
assembled 325,216 cars. This marks 
the third year in the firm’s history 
that output has topped the 300,000 
mark. 

Last year Oldsmobile turned out 
319,414 units. Record year was 1950 
when it produced 396,757. Thus 
1954 is assured of being at least 
the second-best year in Oldsmo- 
bile’s history. 

In reaching the 4,500,000 mark, 
Oldsmobile is one of seven manu- 
facturers which has gained that 
volume in the industry’s history, 
according to Wolfram. Of the 4,- 
500,000 total, 2,298,315 have been 
produced since World War II. 

Oldsmobile also continues to lead 
the industry in the number of auto- 
matic transmission installations, 
Wolfram said. Since Hydra-Matic 
was introduced in 1939, there have 
been 2,388,659 Oldsmobiles equipped 
with the fully automatic transmis- 
sion. This is 53 percent of all the 
Oldsmobiles produced, Wolfram 
stated. 

Of the 4,500,000 Oldsmobiles man- 
ufactured, 1,716,659 have been pow- 
ered by the Rocket engine. The 
Rocket was introduced in 1949, and 
since late 1950 all Oldsmobiles have 





Used-Car Bulletin from Detroit... 


Latest Auction Prices 
(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Sept. 22 
(Sale very good. Sold 95 cars out 
of 143 entered.) 
BUICK—’53 RM Riviera coupe, $1,680* 
(ps); Super Riviera coupe, $1,405*; 
-» $1,400. °52 Super 4-dr., §$1,- 
. '61 Super Riviera coupe, $930*; 
RM 4-dr., $775*. ‘50 Special 2-dr., 
$425*. °'49 Special 2-dr., $150. '48 
Special 2-dr., $295. 
CADILLAC — 53 (62) — $2,980° 
(ps). '51 (62) 4-dr., $1,54 
CHEVROLET—’ 54 (210) 2-dr., $1,315; 
%-ton pickup, $960. '53 Bel Air 2- 
"52 SL Deluxe 4-dr., 
-,» $600. '51 SL 
conv., 


Or. 

DeSOTO—’52 Fire Dome (8) 4-dr., $1,- 
040* (ps). °51 Deluxe club coupe, 
$700. '49 Custom 4-dr., $380*. 

DODGE—’53 Coronet (8) 4-dr., $1,- 
175*; Coronet (6) 4-dr., $815*. ‘52 
Coronet 2-dr., $600. ’51 Coronet 4- 
dr., $580*, $540. ‘50 Coronet 4-dr., 


$480. 
FORD—’54 Crest (8) conv., $1,785. '53 
Main (8) Ranch Wagon, $1,415; 


$690*, $535; 


Orest (8) Victoria, $1,370*; 
$1,125; Main (6) 2-dr., $970. ‘52 
Main (6) 2-dr., $715; 4-dr., $480. '51 
Custom (8) Victoria, $690; 4-dr., 
» $650*; Deluxe (6) 4-dr. $555; 

50 Custom (8) station 

5; 


4-dr., 


'49 Custom 
. 46 Custom (8) 


HUDSON—’51 Pacemaker 4- dr., $365. 
$230. 


, $1,000. '51 4-dr., 

; club coupe, $600. ‘50 club 
coupe, $490. °49 club coupe, $340. 

NASH — '53 Statesman 4-dr., $995, 
$980*; Rambler 4-dr., $790. '51 Ram- 
bler station _— $480. ’50 States- 
man 2-dr., $27 

OLDSM opie "Si (98) Holiday, $3,- 
015* (ps). ’'52 (88) 4-dr., $1,125*. ’51 
(88) 4-dr., $645*. 

PLYMOUTH—’ 53 Cranbrook 4- dr., $1,- 
130; Cambridge club coupe, $975; 4- 
dr., $915. '51 Cambridge 4-dr., $580, 
$500. °50 Deluxe 4-dr., $420, $390, 
$300. '49 Special Deluxe station wag- 
on, $355; 4-dr., $310. 

PONTIAC—’54 Chieftain (8) Catalina, 
$2,000*. '53 Chieftain (8) 2-dr., $1,- 

. °52 Chieftain (6) 2-dr., $775. 
‘51 Silver Streak (8) Catalina, $935*, 
$850*; conv. $890*; 2-dr., $775*, 
$630°. ’50 Silver Streak (6) 2-dr., 
$500. °'49 Silver Streak (6) 2-dr., 
$330. 


- CADILLAC— 52 


ee Champion coupe, 


WILLYS—'49 Jeepster, $260. 
MISCELLANEOUS—'53 Morgan road- 
ster, $800. ’°52 Henry J (6) 2-dr., 
$350; (4) 2-dr., ‘51 Henry J 
(6) 2-dr., $300. 
* e 2 
Sept. 15 
(Rained most of the day. Had a 


good turnout of buyers. Sold 87 cars 
out of 120 entered.) 


BUICK—’53 Super 4-dr., $1,575*; 
$1,560°; Special 4- -dr. » $1, 375, $1,- 


$295. 


conv., 


370. 51 Special Riviera coupe, $900*; 
Super Riviera coupe, 
$770*. 
aa 4-dr., 


$830"; 4-dr., 
"50 Special 4-dr., $515*. °49 
$355*. '47 Super 2-dr., 


(62) 4-dr., §$2,135°. 
"Bu (62) 4-dr., $1,500". 

CHEVRULET—’54 (150) 2-dr., $1, 300, 

; Bel Air 4-dr., $1,300°, 
"652 SL Deiuxe 4-dr., 51 SL 
Deluxe club coupe, $670; 4- ar., $755, 
2-dr., $7uu*. ‘Su Bel Air, $620; SL 
Deluxe 4-dr., $470*. 

CHKIYSLERK—’ 52 Windsor club coupe, 
3675. 

Desut0O—’52 Custom 4-dr., $825*. °51 
Custom 4-dr., 3650. '46 "2-ar., $12v. 

DUuvuk—’53 Coronet (6) club’ coupe, 
gvuu; 4-dr., $1,U6u". ‘51 Coronet (6) 
business coupe, $495. °49 4-dr., $1¥uU. 
47 4-dr., FivU. 

FOKD—'d2 (35) 2-dr., $1,070, 2 at $920, 
$37"; (6) 2-dr., $6oU; (8) 4-dr., 2 
at $1,15u, $¥9uU. ‘Sl (8) Victoria, 
aaa conv., $575; 2-dr., 

oa. $630; 4-dr., 


$500. 
$375. 
KAISER—’51 4-dr., $260. 
LINCULN—’50 4- dr., $460°. 
MEKCURY — '53 4- ~dr., $1, 375; ons 
coupe, $1,615*. °51 4-dr., $765. °50 
club coupe, $455. 
NASH—’5u Statesman 4-dr., $280*. 
UOLDSMOBILE—’ 54 (98) 4- dr., $2,755° 
(ps). °53 (98) 4-dr., $1,85u*. '51 (88) 
4-dr., $3870". °50 (98) 4-dr., $355°. 
"49 (38) 2-dr., $305*, 
PACKAKRD—'49 4-dr., $360. 
PLYMUUTH — '53 Belvedere, 
(ps). "52 Cambridge 4-dr., 
Cambridge 4-dr., $550, $495. 
coupe, $425, ne ‘47 2-dr., $175. 
STUDEBAKER — '53 ion sport 
coupe, $960. 52 Champion 4-dr., 
$675. ‘51 Commander 4-dr., $410*. 
’50 Champion 4-dr., $245. 


"50 (6) 4- dr., $280; club coupe, 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 38, 52, 53 


Dodge Lists 30 Key Cities 
For ’55 Sales Meetings 


DETROIT.—A nationwide series 
of meetings in 30 key cities is being 
launched by the sales division of 

Dodge to ac- 

quaint dealers 

with merchandis- 

ing plans for 1955 
_ models. 

The meeting 
will be headed by 
R. C. Somerville, 
sales vice-presi- 
dent, and other 
executives of the 
sales department. 

“We anticipate 


B.C. Somerville 4 strong public 


been powered by it. Thirty-eight| demand for the all-new Dodge 


percent of the 4,500,000 have been 
equipped with the Rocket. 





styling,” Somerville said. “We have 
a competitive product loaded with 


100,000th Jeep for South America— 


Assembly-line workers in Toledo cheer as the keys to the 100,000th Jeep built for 
be William Bird, general sales man- latin America since 1946 are presented to John Otto Knorr (in driver's seat), of San 


Anderson, chief | Jose, Costa Rica, by Charles A. Watson, Willys export vice-president. Knorr is general 


manager of the Willys distributor in Costa Rica. 





sales appeal, and we believe that 
public demand, plus the aggressive 
merchandising program unfolded 
at these meetings, will give Dodge 
its rightful place in the industry.” 


Somerville said Dodge will 
back up its retail sales organiza- 
tion with a hard-hitting adver- 
tising and sales promotion pro- 
gram. 

“We will do everything it takes 
to get the job done,” he declared. 
Arrangements have been made 
to render special assistance to 
dealers through the diwision’s field 
force and regional personnel, he 
said. 

“We will do this in partnersip,” 
Somerville declared. 

In cities where Somerville will 
not appear in person, he will 
speak to the dealers through a 
15-minute sound film. 

Meetings are scheduled for 
Seattle; Philadelphia; Cleveland; 
Omaha; St. Louis; Richmond, Va.; 
Portland, Ore.; Memphis; Char- 
lotte, N. C.; Boston; Chicago; Salt 
Lake City; Pittsburgh; Kansas 
City; Atlanta; San Francisco; New 
York; St. Paul; Denver; Cincin- 
nati; Oklahoma City; Fort Worth; 
Jacksonville, Fla.; Los Angeles; 
Houston; Syracuse; Great Falls, 
oe Milwaukee, and Moorhead, 


Sunday Closing Upheld 


In St. Louis Test 


ST. LOUIS.—Sunday closing of 
dealerships was upheld here when 
a suit seeking an injunction to bar 
enforcement of the law was dis- 
missed 


The suit had been filed by Joseph 





Delaware Is Told 
Of Brighter 55 


Dealers Elect Fader, 
Bider, Fleetwood 


REHOBETH BEACH, Del. — If 
current economic trends continue, 
business conditions in 1955 will be 
improved, Dr. Charles N. Lanier jr., 
chairman of the Economic and 
Business Administration Depart- 
ment of the University of Dela- 
ware, told 150 delegates to the 
convention of the Delaware Auto- 
mobile Dealers Assn. 

Dr. Lanier outlined current eco- 
nomic trends and their effects on 
consumer durables, listing a num- 
ber of signs which indicated im- 
proved business next year. 

Also speaking at the one-day 
session, Dr. Rowland F. Kirks, 
NADA legislative counsel, reviewed 
the legislative picture as it affected 
the auto dealer, highlighting 
NADA’s anti-bootlegging campaign. 
He said the campaign would be 
renewed next session. 

Eustice Wolfington, of Wolfing- 
ton Motors, explained that NADA’s 
“fighting fund” was designed to 
increase the prestige of the new- 
car dealer through advertising. 

The association’s new officers are 
John R. Fader, president; Edward 
D. Bider, first vice-president; J. 
Kenneth Fleetwood, second vice- 
president; J. Harry Gallagher, 
third vice-president; Isadore Keil, 
treasurer, and Paul J. Roney, exe- 
cutive secretary. 


Wilson and Moore 
Named by Dodge 


DETROIT. — Two regional ap- 
pointments for Dodge were an- 
nounced last week by L. F. Des- 
mond, genera] 
sales manager. 

George E. 
Moore has been 
appointed re- 
gional manager 
in Syracuse. W. 
Heartsill Wilson 
has been named 
assistant regional 
manager in Dal- 
las 


Moore, who 
Geo. E. Moore formerly was as- 
sistant regional manager in Chi- 
cago, joined Dodge in 1947 in the 
Minneapolis district. Wilson, prior 
to his latest assignment, had been 
district manager in Dallas. 


Lincoln Sales Set 
Hot 10-Day Pace 


DETROIT. — Lincoln new-car 
sales for the first 10 days of Sep- 
tember were better than for any 
comparable period since the first 10 
days of June, 1953, according to 
Joseph E. Bayne, Lincoln-Mercury 
general sales manager. 

Retail deliveries totaled 1,410 
units, he said. The previous high 
first 10 days this year was in July, 
with 1,352 cars delivered to retail 
customers. 

“It is significant that sales for 
this period in September were uni- 
formly good in all sections of the 
U. S.,” Bayne said. 





Calif. Crusaders— 


Bud Ridings (center), Cadillac dealer of 


Nesser Motors, Inc., a used-car} Long Beach, Calif., who is president of 
dealership. The Greater St. Louis] the 1955 Long Beach United Fund Drive 
Automotive Assn., Inc,, had inter-| confers with movie star Pat O'Brien (left 
vened in the case as a friend of] and Gen. Omar N. Bradley on plans fo 


the court. 


the campaign. 
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Now watch 
Studebaker 
go places! 


Pace-setting Studebaker and world-renowned 






Packard-—motoring’s great pioneers— 


are combining! 


Studebaker dealers soon will have the backing 
of the Studebaker-Packard Corporation-— 
the world’s 4th largest full-line producer 


of cars and trucks! 


This is the most gigantic and most important 


automotive alliance in\26 years! 


- Studebaker... 


6 the franchise of big opportunity 
for foresighted dealers 
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Letter to Salesmen 


By John O. Munn 








Dear Son: 





‘the public on their points 
of superiority. 
I DON’T KNOW whether Besides, people take pride 


you, as a new car salesman, in the possession 
also sell used cars. In any suiduchn New one adiines: 
Ne. 47 event, you are | ers, also, benefit by both 
nwa Certainly inter- | factory and dealer war- 

ested in the move- ranty. 

ment of used cars Tisvaues ‘the wed ont is the 
because new-car volume de- salesman and dealer responsi- 
! pends ce the sale of used bility, our attitude toward it 
aa path ) "vom || cars. Selling the used car is mabe’ tae aes mone 
Auto Exhibit at Pittsburgh Seinen bilty-The aaa mame bile is hhuman’s greatest time 
throng the Oldsmobile exhibit at the Allegh ir in P . . and place utility; that the use 
Oldensbite aualsre ut the eek. eclhiented pal thie oes wan nae to aan hes help selling the new car be- of the automobile has become 


ee. cause factories spend many | jy vouPtcaline that » geod 









Wondering how new-car and truck production and sales are making out? AUTOMO- millions each year selling used automobile will bring to 
TIVE NEWS gives you the entire story every week throughout the year. 


When you bid a 


SUPERIOR 


your selling job is easzer! 


For every Superior body sold last year (more than one out of every three 
school buses), a chassis was sold along with it. How many were yours? 


This year, make it a point to bid a Superior coach for your chassis. 

When you recommend Superior, you guarantee greater safety—and better 
quality. That makes your selling job easier! 

Write for latest catalog and specs or contact the 

distributor nearest you. 


SUPERIOR COACH CORPORATION 
Lima, Ohio + Kosciusko, Mississippi * Oakland, California 







“fl 
apes’ Ss 


yn Hy 


i) 










2 





SUPERIOR £ 


by every standard 


of comparison 
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the customer all the advantage 
of automobile ownership that 
any new car delivers? 


A used car, bought from 
a responsible dealer, is a 
better investment than any 
new car. Why? In the first 
place, a used car does not 
take the normal 40 percent 
depreciation during the 
first year. Why does a new 
car depreciate 40 percent? 
Well, the dealer’s discount, 
the salesman’s commission 
and the federal tax does 
not add to the real value of 
the new car, but are includ- 
ed in the price the new-car 
purchaser pays. Those 
items are easily 40 percent 
of the list price. 

All of us know that it is 
the unused mileage or the 
restored mileage and not 
the year of the car that 
really determines its value 
to the buyer. Two used cars 
of the same year, ‘make or 
modei, yet the actual or 
real value of one of the cars 
may be as much as several 
hundred dollars more. 
Briefly, it is the condition 
of the used car, and not its 
price, that determines whe- 
ther it is a bargain. Often 
the highest priced car in 
the dealer’s stock is the 
biggest bargain. 7 


HOW IS THE used car 
buyer to know the real 
value? There are lots of 
tests, the principal one be- 
ing the integrity of the 
salesman and dealer who 
sells the car. This integrity 
is backed by a huge invest- 
ment in equipment and 
short-cut tools that restore 
the used mileage 

The reason I am now 
calling your attention to 
the fact that a good used 
car is the best automobile 
investment is because, with 
the introduction of new 
models, more low-mileage 
used cars come into the 
market. These are the pre- 
mium cars of the year. 
These are bargains because 
- a owner has a 

e percent. depreciation 

bn Agra be cae bar- 

gains in satisfactory low cost 
service. They will give, com- 
paratively, more miles per 
dollar invested than any new 
automobile. Right now the 
buyer gets the cream of the 
market. And he gets for him- 
self a safe, dependable car 
when he needs it most—at the 
start of the winter months. 


Just sell yourself, because 
it is true that a good used 
car from a responsible deal- 
er is the best investment in 
motor car transportation. 

It is the dealer integrity, 
more than price, that makes 
a used car a bargain. Whe- 
ther you sell new or used 
cars, or both, it pays to 
appreciate and be enthusi- 
astic about the good invest- 
ment value of a used car. 

Cordially yours, 


Dad 



































































































PERRY PACKARD, INC., whose beautiful dealership is shown above, is the newest 
Packard dealer in New York state. Fred E. Perry, the new dealer, is typical of the out- 


standing automotive men who are switching to Packard, 


How Packard Quality 
Gets That Way! 


PACKARD QUALITY TESTING means just that—as the 


No Let-up In Modernization 
And Improvement At Packard 


EW MACHINERY .. . new assembly lines . . . new engineering and pro- 
duction methods—all mark the progress being made under the new 
program at Packard. The recent action at Packard’s main plant in Detroit 
(above left) is typical of that progress. As the last car rolled off the line, the 
old production line was completely dismantled in preparation for transfer of 
all assembly operations to the newly-acquired car division plant in Detroit. 
On hand for the change were Charles D. Scribner (left), vice president of 
industrial relations, and Clare E. Briggs, vice president of sales. At the right, 
above, a gigantic machine is delivered to the new engine plant in Utica, 
Michigan. The machine is 147 feet long—requiring four rail- 

road flatcars to move it! 


It’s this kind of dynamic activity that keeps THE 
PACKARD PROGRAM MOVING AHEAD! 


A Good Franchise 
for Today... 
and Tomorrow 


left), Packard-built cars are submitted to extreme con- 
ditions. An engineer (right above) checks a distributor 


pictures above readily prove! From the “water bath” 
while an improved electrical system is tested below. 


(above left) to the sub-zero freezing laboratory (below 
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In Meeting New-Car Bootleg Peril . . . 


Dealers Accuse Makers of Laxity | 


(Continued from Page 1) 


NADA’s Automobile Retail Insti- 
tute and its “fighting fund,” urging 
all members to support it. 


“we MUST fuse optimism and 
courage to survive,” Presi- 
dent-Elect Fred E. Mason (Dodge- 
Plymouth), of Malone, declared in 


and 

Other officers elected were: A. 
Bigsbee (Ford), Saratoga Springs, 
first vice Pie Nelson K. 
Mintz ( Plymouth), Great 
‘Kills, second vice-president; Sperry 
-W. Miner (Oldsmobile), Buffalo, 
third vice-president; Ralph W. 


Austin (Dodge), Jamestown, secre- | facturers, to say the least, did pret-' necessary to seek legislation, your 






THE AMERICAN HOME °* PENOBSCOT BUILDING ¢* DETROIT, MICH, * WOODWARD 5-9878 


tary, reelected; R. Harold Craig 
(Dodge-Plymouth), Albany, treas- 
urer, reelected; and Chest G. 
Daetsch (Hudson - International), 
Hamburg, assistant treasurer, re- 
elected. 

Charles D. Henderson, who had 
served the organization as execu- 
tive vice-president since 1942, sub- 
mitted his resignation because of 
his nomination to the State Legis- 
lature. 

e oa = 
received an ovation when, 
after stating that the dealer’s 
profit outlook for the end of this 
makes him “shudder,” he de- 






ty well last year. As you make 
comparison of our figures and some 


manufacturers’ it’s plain that the) }©-+ 
new-car dealers in most cases ab-| K 


sorbed the brunt of today’s com- 


petitive selling, not the manufac- 


turers. 

“Unfortunately,” Freed contin- 
ued, “we are in a one-product busi- 
ness and completely at the mercy 
of the manufacturer and hig judg- 
ment in all things. We in NADA 
believe this situation requires us 
all to take another look at our 
business, and as we go down the 
line perhaps it is going to call for 


year 
clared, “I entered this business to/some sort of legislation, even| The Pointed Pen— 


make a profit, I like this business | tho rs 
ee da oo came, can | Mh ee neato ee a 
. sees 
“Thousands ot our members ix THE fight to “eliminate can-| current conditions in the outo retail busi- 
are in the red, Freed said, “and cellation without cause” to s€-| ness. The cartoon appezred in the New 
sometimes it doesn’t make any |cure a “bankable dealer agree-| York State Journal. 
difference whether their car is | ment” with the factories and to 
popular or not. wipe out such abuses as bootleg-| association will be prepared for 
“On the contrary, some manu-| ging, Freed said that “should it be| that eventuality.” 
He warned that the “distribu- 





THE AMERICAN HOME 
IR CAR-SELLING POWER 


$5 e" 


se in The American Home suburban circulation since 1940. 
ban life keeps a car on the go, all day, every day.) 


. of The American Home reader families are home owners. (Home 
owners need cars for station trotting, grocery getting—everything.) 


46.8% have a yearly income of $6,000 or more. (Higher-income families 
buy higher-priced cars—buy them more often.) 


95.1% already own a car or two. (These families are really car-dependent. ) 
24.4% own two cars. (They have double the need for a car.) 
68.2% plan to buy a car. (Here’s a big market just waiting to be sold.) 


8.8% single-car owners plan to buy a second car. (And you sell these 
families best through the pages of The American Home.) 


78.3% have two or more drivers. (These families put more mileage—more 
wear and tear—on their cars.) 


7O% act together, as a family, in deciding on the make of the car. 
(Every month The American Home is read by over 3 million 
homemaking families—men and women, and many of those 
crying-for-the-car kids, too.) 


Nine reasons why The American Home should be on your automotive-advertis- 
ing schedule! Want more? Ed Sullivan at the Detroit American Home office 
will be glad to give them to you. 

Source: The American Home Circulation Books— April 


1940 and March 1953—and the 1954 American Home 
Automotive Survey. ' 


There’s no place like home... 


AMERICAN HOME 





“We must prove to the public 


‘| once again that we new-car dealers 

..| deserve their business,” Freed 
.| stated. “We must continue to tell 

‘| the story of the essentiality of our 
| product, because that is still being 
=] questioned in some quarters. 

~ 


“We're going to ask Congress 


;|mext year to wipe out the excise 


tax, which is an important part of 
the pricing of our new automobiles, 
and we must find a method to tell 
the public among other things how 
much our cars should sell for. 
* s * 
“With the price we have on our 
cars today, all it does is create 
confusion in the minds of the pub- 
lic. It’s the cause, in my opinion, 
of much of our horse trades. It’s 
the cause of inflated used-car val- 
ues when the car is traded in, and 
generally, I think our pricing 
methods make ug suckers for the 
discount-house competition. 
“I hope we will have the deter- 


| 
| 
. 


products are going to sell for,” 


H. H. Shuart, publisher of Motor 
News Analysis, declared that there 
has been “a complete breakdown 
in the factory’s control over its 
own distribution system” because 
of factory failure to control boot- 
legging to police unethical dealers. 

* = * 


— E. IRVIN, professor 
of Michigan State College who 
serves the General Motors public 
relations department, urged the 
dealers to perfect their salesman- 
ship by training themselves - to 
demonstrate sincerity in their voices 
and personalities. 

New York State’s commissioner 
of motor vehicles, James R. Mac- 
Duff, announced that the newly 


private operators who will be 
needed. 

He said that the dealer organiza- 
tion would be calied upon for lead- 
ership in order to meet the May 1, 
1955, deadline for starting the first 
inspection and the Sept. 1, 1955, 
deadline by which all of the state’s 
45 million vehicles must be 
checked. 

* « * 

association voted to con- 
tinue a nonpartisan get-out-the- 
vote campaign; played host to the 
six winners of $500 annual scholar- 

ships in automotive technology. 
The dealers voted to hold its 
spring meeting and golf tourna- 
ment in Cooperstown June 12-15, 
and to return to Saranac Inn, 
Sept. 13-15 for the 32nd annual 


meeting. 

The convention, which attracted 
680 persons, was directed by 4 
committee comprised of Chairman 
Sperry W. Miner, Buffalo; Glenn 
K. Vars, Great Neck; James L 
Ruckle, Yonkers; G. W. Dodds, 
Gouverneur, and Maurice W. Dev- 
ereaux, Plattsburgh. 





Jaguar Official— 


John Dugdale (left), newly appoirted 
manager of the western office of Jac.vor 
Cars North American Corp., is welco:sed 
in Los Angeles by Charles H. Hornturg 
ir. western distributor for the firm. 
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e XC it | Nn g S al e Ss Adventures of THE FALCON 


Brand new mystery with the impact and sales 
potential of Dragnet. A sure-fire hit! (39 
half-hr. shows) 


producers are 

TVW's 

GREATEST 

BUYS FOR | 2.5 
AUTOMOTIVE 
DEALERS! 


(39 half-hr. shows) 
Each of these dynamic, million-dollar 





See ee e”|)|h Ch! =hLUS 


SShaak eee 
Se ia 


network quality shows can sell cars. They’ll attract 





large audiences, and hold them week after week. In all TV, on ne 


you won’t find more magnetic power to draw traffic into your showroom. VICTORY AT SEA 


Winner of highest TV awards. Has consist- 
ently outrated toughest competition for simi- 
lar time periods! (26 half-hr. shows) 


cr re fee = 


Wherever rated, they show enviable records 
against the keenest competition. But, 
because they are syndicated, their cost for your area... 


and their cost per thousand . . . are remarkably low. 


For powerful proof that NBC Film Division shows 


create more business for automotive dealers . . . call or wire today! 








NBC FILM DIVISION 


ed SERVING ALL SPONSORS... SERVING ALL STATIONS : 

4 INNER SANCTUM 
i York 20, N. Y. © Merchandise Mart, Chi , UL 

. eae eco a wae Sts., selhyurand, Caltt " a Piled up radio records 12 years straight! The 


famous creaking door throws open more sales 


in Canada: RCA Victor, 225 Mutual Street, Toronto © 1551 Bishop Street, Montreal coayulanel (8 talthe. aun 
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AUTOMOTIVE WASHINGTON 


Small-Business Agency 


Problem for Congress 


By William Ullman 


Washington Correspondent 


ONTINUANCE of the Small Business Administration 
beyond its expiration date of June 30, 1955, is a big 
question among members of Congress, according to George 
J. Burger, executive vice-president of the National Federa- 
tion of Independent Business. Burger said he has had much 


discussion of the subject with 


congressmen, and also with 
numerous small business con- 
cerns. NFIB, Burger said, remains 
neutral on legislative actioin until 
the entire membership is polled on 
the proposition. 

Since arguments for and against 
continuance of SBA do not seem 
to diminish, but increase, he said, 
his organization is taking a poll of 
its membership, presenting both 
sides of the picture. 

Here are the arguments for: 





“In its first year it (SBA) has 


done a great job. 
It has helped, to 
the tune of $41 
million, in financ- 
ing the opera- 
tions of 700 firms 
who couldn’t se- 
cure money from 
private sources 


_exclusively. It has 


helped small 
firms secure 135 
military contracts 





monthly. It has helped others se-| firms have little to lose by its shut-| ministration to the administrato: 
cure an average $500,000 subcon-| down.” 


tracts monthly. 

“It has certified competency for 
defense contracts of many small 
firms about whom military were 
in doubt. It has helped improve 
business management practices. 
It has done this at no cost to 
taxpayers, because of savings to 
government on orders it has 
helped get for small firms.” 

Argument presented against: 

“What has the average small 
firm gotten out of SBA? Nothing. 
How much higher is the small bus- 
iness share of contracts today than 
it was before SBA or its predeces- 
sor Small Defense Plants Adminis- 
tration? No higher. How many of 
the nation’s small firms have been 
helped financially? Seven hundred 
—0.1 percent. 


* * * 


200 Receive Loans 


“How many businessmen have 
received money from these loans? 
Perhaps 200. When there is such a 
crying need for Federal economy, 
why should money be spent on an 
agency that has served so few so 
poorly? If small firms made out as 
well without SBA as they have 
with it, why continue it? Small 


A membership consensus also 
is being sought by NFIB on 
“compelling labor unions to op- 
erate under the antitrust laws 
the same as business.” 

In view of the expanding and 
increasing aetivities of discount 
houses in metropolitan centers of 
the nation, Burger said, NFIB is 
asking its members how they feel 
about “requiring the Federal Gov- 
ernment to enforce fair trade mini- 
mum-price contracts.” 

* + ? 


Working Together 

DDRESSING the National Assn. 

of Motor Bus Operators recent- 
ly, Robert Murray, undersecretary 
of commerce for transportation, 
had this to say: 

“Under this Administration, the 
Department of Commerce has, 
for the first time, made effective 
its responsibility as a focal point 
for the coordination of overall 
transportation policy within the 
executive branch of the Govern- 
ment.” 

He added: “When I came to 
Washington I had to introduce the 
administrator of the Maritime Ad- 


This is Philadelphia 


Tes the city of the Main Line, of the Benjamin Franklin 
Parkway, of the Devon Horse Show . . . and it’s the city of 
rapidly expanding, highly diversified industry. 


Unexcelled transportation facilities are part of the reason 
why Philadelphia keeps growing and growing. This city is a 
great railroad center (headquarters of the nation’s largest 
railroad), a great seaport (America’s second’ largest), a 
great airport (newest of the major metropolitan airports) 
and it is the hub of a vast, all-directions highway system. 


Name any ten manufactured products—and Greater Phila- 
delphia’s 8500 factories produce nine of them. The people 
who work in Philadelphia’s highly diversified industries 
have one thing in common. They are home-owning, ho.ne- 
loving family folks. They buy carefully, wisely. Once con- 
vinced of the worth of your product, they remain steadfastly 
loyal to it. 

These are the people who read The Evening and Sunday 
Bulletin—the newspaper that reflects the character, needs 
and interests of the entire region. 


The Bulletin is Philadelphia’s favorite newspaper —Philadel- 
phians buy it, read it, trust it and respond to its advertising. 


The Bulletin is Philadelphia. 
“Tus 1s GREATER PHILADELPHIA,” a 64-page brochure about the Greater 
Paundliphte Market—its people and its industrial growth—is now available. 
Please use your business letterhead in requesting your free copy. 

<2 


+ e+ 





In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: 


Philadelphia, Filbert and Juniper Sts.; New York, 


285 Madison Ave.; Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Company in Detroit * Atlanta * Los Angeles * San Francisco 


of the Civil Aeronautics Adminis- 
tration, and then introduce those 
two gentlemen to the commissioner 
of the Bureau of Public Roads! 
They didn’t even know each other! 

“Now we are not only working 
together, but we have been able to 
work cooperatively with the Inter- 
state Commerce Commission.” 

* * * 


Bigger Deficit Seen 


LA January President Hisen- 
hower forecast that the cur- 
rent fiscal year, ending next July 
would see an almost-balanced 
budget. He said he was planning 
for a deficit of only $2.9 billion, 
compared with a $9.4 billion deficit 
in the last Democratic fiscal year. 

Last week, however, the Treas- 
ury Department said it would have 
to change the Eisenhower forecast 
—slightly upward. The deficit prob- 
ably will run about $4.7 billion, the 
Treasury estimated. 

* * 


Cut Rates Flayed 


ICHARD L. BOWDITCH, board 
chairman of the U. S. Cham- 
ber of Commerce, last week rec- 
ommended amendment of the In- 
terstate Commerce Act to prohibit 
cut-rate transportation of Govern- 
ment passengers and freight by 
commercial carriers. 

Bowditch said the practice of 
giving special cut rates to Gov- 
ernment agencies has become so 
widespread, especially in the 
movement of household goods, 
that shippers in this branch of 
the transportation industry have 
been forced to make legislative 
relief “a major objective.” 

“The Government,” he said, “as 
the nation’s largest shipper is given 
a privilege that is specifically pro- 
hibited by law to a commercial 
user of transport services, regard- 
less of how large he is.” 

* * . 


‘39 States Can Borrow 


HE National Highway Users 

Conference has announced the 
first in a series of research reports 
on various phases of highway fi- 
nance. The first report, prepared 
by Yule Fisher, NHUC’s research 
counsel, discloses that at the pres- 
ent time 39 states may incur debt 
for general or highway purposes, 
although all but 12 of that number 
are subject to constitutional limita- 


tion of the amount borrowed. 
* ” = 


Defense Post Filled 


OHN P. DENNIS, president of 
the Traffic Club of New York, 
and a director of the Transporta- 
tion Association of America, has 
been appointed coordinator of de- 
fense transportation by Dr. Arthur 
Flemming, head of the Office of 
Defense Mobilization. 
* * 


* 
Retail Sales High 


American Retail Federa- 
tion, representing 27 national 
and 34 state-wide retail associa- 
tions with a total of 600,000 retail 
stores, last week reported that 
sales and employment in the retail 
trade for the first nine months of 
1954 have run almost equal to the 
record figures of 1953. 

And an even better report is ex- 
pected for the final quarter of the 
year, an ARF spokesman predicted. 

= + * 


Fringe Parking Tried 
—o District of Columbia is try- 
ing out the virtues of free 
fringe parking as a means of re- 
ducing mid-town congestion. On 
the first day, motorists were not so 
hot on the. proposition, many mut- 
tering that they were going to 
drive their own cars into the city. 
The Capital Transit Co. is coop- 
erating by offering free transporta- 
tion from the fringe lot to wher- 
ever its buses go—which isn’t ev- 
erywhere. The idea is in for a 


month’s trial. 
* ” - 


U. S. Emerging 
DDRESSING the National Press 
Club, Secretary of Labor James 
Mitchell said this country is emerg- 
ing from the “mildest postwar con- 
traction” of its economy it has ever 
experienced. He also told the news- 
men that he considers the U. §. 
Chamber of Commerce and the Na- 
tional Assn. of Manufacturers a3 
minority groups of management. 
Their utterances, he said, reflec: 
the views of “professional trade as- 
sociation people” and not that of 

all their members. 
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Auto Market Reports 


Oakland, Calif. 


New-car sales are continuing at 
an encouraging rate here, and the 
chances appear good that dealers 
will be able to dispose of current 
stocks before the appearance of 
new models. 

Dealers said the outlook applies 
to all makes. 

The used-car market remains 
very strong.—(Steve Still.) 

a + : 


Connecticut 

Connecticut new-car dealers sold 
50,360 new cars during the first 
seven months of this year to regis- 
ter a slight decline from the 51,431 
units sold in the like 1953 period, 
according to Carl R. Lane, execu- 
tive vice-president of the Connecti- 
cut Automotive Trades Assn. 

Meantime, however, State Mo- 
tor Vehicles Commissioner 
Charles F. Kelley reported a 5 
percent increase in car registra- 
tions, a $3 percent increase in 
commercial registrations and a 
4.5 percent increase in driving li- 
censes in Connecticut during the 
first eight months of this year 
over the same 1953 term. 

Total registrations for all kinds 
of vehicles were 878,687 this year 
and 835,272 last year during the 
initial eight-month periods. 

CATA figures show that Connec- 
ticut dealers averaged 5,250 new- 
car sales monthly two years ago, 
7,284 last year and 7,194 this year.— 


(Thomas Marks.) 
7. * * 


Atlanta 


New-car registrations in the At- 
lanta area in August were down 
considerably from July. 

New-car totals for August num- 
bered 2,234, compared with. 2,473 
for July. New-truck registrations 
in August were 258, off only three 
units from the previous month. 

New-car sales by makes follow: 
Chevrolet, 736; Ford, 606; Buick, 
214; Pontiac, 132; Oldsmobile, 106; 

Plymouth, 102; Mercury, 90; 
Cadillac, 58; Dodge, 43; Stude- 
baker, 48; Nash, 30; Chrysler, 19; 
DeSoto, 18; Packard, 17; Lincoln, 
10; Hudson, 4; Kaiser, 4; Willys, 
2, and miscellaneous, 5. 

Registrations of new trucks 
were: Ford, 98; Chevrolet, 84; In- 
ternational, 39; Dodge, 14; GMC, 8; 
Mack, 7; White, 4; Studebaker, 3, 
and miscellaneous, 1. C. Bash.) 

s 


Denver 

Registrations of new cars in Den- 
ver during August totaled 1,209, a 
decline of 28 percent from the July 
total of 1,676. 

Sales for the first eight months 
of the year are ahead of last year’s 
total for the same period, 10,456 to 
10,154. 

New-truck registrations in Au- 
gust were 143, down 25 percent 
from the July total of 190. Eight- 
month totals show 1954 running 
behind 1953, on trucks, 1,262 to 
1,371. 

New-car sales by make in August 
were: Chevrolet, 321; Ford, 307; 
Oldsmobile, 129; Buick, 88; Mer- 
cury, 65; Pontiac, 65; Dodge, 44; 
Plymouth, 40; Cadillac, 37; Stude- 

baker, 20; Willys, 18; Lincoln, 16; 
Chrysler, 15; Hudson, 11; Nash, 11; 
Packard, 9; DeSoto, 7; MG, 2; Jag- 
uar, 1; Kaiser, 1; Morgan, 1, and 
Volkswagen, 1. 

New-truck sales were: Chevrolet, 
58; Ford, 42; International, 12; 
Dodge, 9; GMC, 8; Willys, 7; Dor- 
sey, 3; Studebaker, 2;. Kenworth, 1, 
and miscellaneous, 4.— (Ira Alex- 


ander.) 
* © 


. 
Rhode Island 
New-car dealers in Rhode Island 
sold 2,224 cars in August, according 
to the Rhode Island Automobile 
Dealers Assn. 


The total represented a decline) 


of 18 percent from July sales of 
2,551. 

August truck sales totaled 185, 
some 5 percent greater than the 
July figure of 175. 

New-car sales by make were: 
Chevrolet, 502; Ford, 447; Buick, 
218; Oldsmobile, 175; Plymouth, 
168; Mercury, 153; Pontiac, 144; 
Nash, 86; Cadillac, 66; Dodge, 64; 
Studebaker, 49; Chrysler, 33; De- 


Soto, 33; Hudson, 21; Lincoln, 14; 
Packard, 13; Kaiser, 7; Willys, 4; 
Henry J, 2, and miscellaneous, 25. 

New-truck sales were: Ford, 63; 
Chevrolet, 49; International, 20; 
Dodge, 10; GMC, 10; Diamond T, 
9; Mack, 9; Studebaker, 3; Autocar, 
2; Reo, 2; White, 1; Willys, 1, and 
miscellaneous, 6. 

* > * 


Salt Lake City 


New-car registrations in Salt 
Lake City during August totaled 
752, while the new-truck turnover 
was 77. 


A WT AV eB Ree 


as follows: Ford, 181; Chevrolet, 
161; Buick, 110; Oldsmobile, 50; 
Pontiac, 59; Mercury, 50; Plym- 
outh, 32; Cadillac, 24; Dodge, 13; 
Chrysler, 11; Lincoln, 9; Willys, 
9; Studebaker, 8; DeSoto, 7; Hud- 
son, 7; Nash, 5; Packard, 4, and 
Kaiser, 3. 

New-truck registrations were: 
Chevrolet, 38; Ford, 20; GMC, 8; 
International, 4; Willys, 3; Dodge, 
2; Kenworth, 1, and miscellaneous, 1. 

* * + 


Pittsburgh 


levels in the week ended Sept. 11, 


according to the Bureau of Busi-| to 


ness Research of the University of 
Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
stood at 141.9 percent of the 1935- 
39 average during the week. It was 
the same a month earlier and 132.5 
the same week in July. 

Steel operations in the Pittsburgh 
district sagged to 65.5 percent of 
practical capacity—(Leon M. Lef- 
fingwell.) ‘ 


Augusta, Ga. 


Some dealers report sales of both 
new and used cars were better than 
expected during August, while some 
say that they are overstocked with 
tradeins. 

Heavy price cutting on used cars 
exists among most dealers. Some 


New-car registrations in the}heavily stocked dealers have 
New-car titling by makes was | Pittsburgh area held at fairly high'marked down prices considerably 


M 


13 


and are allowing up to 30 months 
pay.—(J ulanie | Lampkin.) 
> 


* 
Cleveland 

In the short Labor Day week, 
sales of new cars in the Cleveland 
area tumbled to 972 units, compared 
with 1,368 in the previous week. 

Used-car sales amounted to 1,171, 
compared with a robust 1,652 in the 
previous week. New and used 
trucks were off about 50 percent.— 
(Al Rothenberg.) me 

- 


e * 
Utica, N. Y. 

Motor-vehicle registrations in 
Oneida County (Utica) set two rec- 
ords in August, according to County 
Clerk Frank M. Dulan. 

The sales mark for August itself 
was broken and the total for the 
eight-month period reached a new 
high of 80,819. The previous record 
for eight months was 75,091, set last 
year.—(George E. Toles.) 


: © 2 





Modern air conditioning by 


for '53 and '54 LINCOLN 
and FORD “Six”... . 


Novi Equipment Company has 


many wonderful features, among which are included— 





Ly. 


(also available for ‘54 Ford and Mercury) 


Total weight of the NOVI 
Air Conditioning System is 
144 pounds, about the equiv- 
alent of an extra passenger. 


the driver mentally alert. It eliminates severe air pulsations 


from open window driving. 








SELECTIVE TEMPERATURE CONTROL — allows the driver or 
passenger to select. the temperature most comfortable for his 
personal needs—by a touch of the finger—the comfort zone 
can be instantly raised or lowered as desired. 


DUAL OUTLET DUCTS — evenly distribute the cool breezes 
throughout the car interior—without any severe drafts on the 
necks of the rear seat passengers — and renders maximum 
cooling to the front seat area. 


DUAL BLOWER CONTROLS — give various selections of air 
quantity as desired and where desired, with complete change 
of air every few minutes. 


ELECTROSTATIC AIR FILTER — the very latest development in 
filtering air—removes dust, pollen, smoke and other impuri- 
ties. It is a real relief for hay fever and allergy sufferers. 
Dust free, clean air is enjoyed when driving on dirt roads 
or fields. 


SAFER DRIVING — Air conditioning allows many more miles 
of safer driving as it reduces fatigue, and the cool air keeps 


NOVI 


Compressor aed condensor in no way affect other 
installed accessories. 


EQUIPMENT Company, 


Evaporator in rear compartment allows ample 
room for baggage. 





MODERN ENGINEERED COMPRESSOR DESIGN — the latest 
Tecumseh highspeed automotive compressor is used, which 
does not affect other installed accessories, and avails the 
simplest and quickest installations. All connections are 
readily accessible for servicing without removing any major 
components. 


THE NOVI AIR CONDITIONER — is a genuine manufactured 
design for modern automotive production. It will be available 
at the lowest installed price of any other real air conditioner 
of its kind on the market. It uses Freon 12, the standard and 
tested refrigerant, and is easily charged by anyone acquainted 
with the simplest refrigeration service. 


NOVI AIR CONDITIONING also 


soon available 


on CHEVROLET * BUICK + OLDS 


NOVI, 


Dual Outlet Ducts, so constructed and positioned 
to distribute cool breezes throughout car interior. 


Michigan 
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One step can get you 
| in on a ground-floor 
opportunity 


This is the time for action. 


Just one decisive step can lead you to a ground- 
floor business opportunity as a dealer with the 
Hudson Motors Division of American Motors 
Corporation. A few of these opportunities 
are still available in some very choice areas. 


Hudson dealers, both new and old, will share 
in the growth and prosperity of the entire 
American Motors family, with its strong divi- 
sions and companies throughout the world. 
They will benefit from its aggressive leadership. 


Already, nine new and separate developments 
in merchandising, planning, and factory rela- 
tions have put Hudson dealers in one of the 
strongest competitive positions in their history. 
And that’s just the first step in long-range 


— HUDSO 


planning to make the Hudson dealer franchise 
one of the most valuable in the business. 


How about you taking the step that could put 
you in on a ground-floor opportunity as a 
Hudson dealer? 


Write, wire or phone: C. A. J. Hadley, Sales 
Manager, Hudson Motors Division, American 
Motors Corporation, Detroit 32, Michigan. 
Your inquiry will receive immediate action. 


N MOTORS 


DIVISION OF 


AMERICAN MOTORS CORPORATION 
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With the Staff... 
ALONG DETROIT'S AUTO ROW 


Unethical Ads Blasted 


A dealer in one of the “Little 
Three” lines claims unethical ad- 
vertising is doing “far more dam- 
age” to the auto industry than 
bootlegging. 

“These sharp newspaper admen 
tell a dealer he doesn’t need 
salesmen anymore—they'll sell 
the cars for him. 

“They quote a ridiculously low 
price, get the people into the show- 
room and then the dealer or his 
salesmen up the price on them. It’s 
not only hurting them, but other 

dealers as well.” 
+ od * 


Factory to Blame? 


A Big Three dealer, disturbed by 
the cutthroat tactics employed by 
some of his fellow dealers, says the 
greatest fault in the industry today 
lies with management. 

“Instead of a dealer having four 
or five salesmen, as he used to 














have, he now has an additional 20) bone, 


or 30 guys bird-dogging, hound- 
dogging and putting would-you- 
takes on windshields. 

“If he were forced to pay 
them a regular —instead of 
slipping them $15 or $20 on each 
deal they get him, they couldn’t 
afford to use these cutthroat 
tactics. 

“The factory should worry 
though. It’s getting its coconuts, 
while the dealer whistles.” 

& * * 


Discounts an Evil? 


Calling the discount the biggest 

evil in the auto industry, a dealer 
in the Big Three says “the only 
customers you get today are used- 
car buyers looking for a new-car 
deal. 
“They come into the dealership 
with a '49 crate and $200 in their 
pocket and expect to get into a 
new car. 

“The dealer cuts his price to the 


in the class of 


overallows on the tradein 
and the finance company gives 
them 30 months to pay. It hurts in 
four ways: 

1. You make no money on the 
deal; 

2. You price the tradein right 
out of the used-car market; 

8. You kill any chance you 
might have had to make a sale 
to the same customer in ’55; 

4. You tie up the customer for 
$75 a month for 30 months. It’s 
not only a helluva risk for the 
finance company, but you push 
yourself right out of the market 
for too long a period with that 
customer. 

“You can’t even feel good about 
moving the car. You didn’t sell it 
—you gave it away.” . 


Buying Transportation 


Al Wiseman, sales manager of 
Avis Ford, reports that his Au- 





4-JET 


Under the hood of the sensational Cutlass... 
Oldsmobile’s experimental ‘‘dreamline” 
sports coupe... is the most powerful 


“Rocket” engine ever built. To help deliver 
its flashing power, Oldsmobile chose the 
famous 4-Jet Rochester Carburetor— 
ready today, yet in the class of the Cutlass 
because it was engineered for tomorrow. 
Look for Rochester Carburetors on more 
and more of America’s leading cars! 


et’’ engine 


OLDSMOBILE Cilla 


with 250- hp advanced 
Rock 


9-to-1 compression ratio. 
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sales were just double his |to have a good resale value next 


gust 
July sales and credits the rise 
in demand to the dollar-conscious 
buyers who have been waiting 
for the cleanup season. 
Wiseman says that “more than 
in any other year in my memory, 
people are buying transportation. 
They apparently concluded that 
August was the month in which 
they could get the most for their 
car and we would take the least 
for our car. The customer is 
always right here.” 


* * * 


Cadillac-Olds Story 


A Cadillac-Oldsmobile dealership 
executive offers this appraisal of 
sales conditions: 

“The Cadillac market is as good 
as ever. We're still profiting from 
that strange economic condition 
that keeps demand abnormally 
high just because the supply is a 
little short. 

“We regularly receive our 
small quota of cars—about half 
as many as we could handle— 
and we sell them at full list 
price. 


“I think that Cadillac produc-. 


tion, considering their late 1954 
start, is adequate. I think the fac- 
tory is playing it smart. Because 
of the shortage, Cadillacs are going 


.the famous 


ESTER CARBURETOR 
































































ROCHESTER PRODUCTS pivision oF GENERAL MOTORS 


ROCHESTER, N.Y., U.S. A. 


ALSO MANUFACTURERS OF ROCHESTER CIGAR 


LIGHTERS AND GM STEEL TUBING 


year, and we have a promising 1955 
market in sight. 

“The Oldsmobile situation i: 
another matter. Our sales are 
well ahead of last year, but the 
profit is way down, principally 
because our brother dealers ar 
forcing us to make discounts 0° 
$500 to $600. 

“We could compete against other 
makes. You can always knock the 

other guys’ car. But there’s only 
two things to say when the cus- 
tomer tells you another Oldsmobile 
dealer gave him a better price: 
Tll beat it,’ or ‘I won’t.’” 
. * om 


Oldsmobile Contest 


Oldsmobile is now conducting 
sales contests for its dealers and 
salesmen. The contest runs 
through Oct. $1. 

Under terms of the contest, 400 
top dealers will receive a one- 
week, all-expense trip to Boca 
Raton, Fla. Hach dealer com- 
petes with other dealers in his 
area who have comparative vol- 
umes. 

Salesmen will win merchandise 
awards on the basis of 2,000 
points for each new-car sale and 
1,000 points for each used-car 
sale. The points are valued at 
one-half cent each. 

ok * . 


Rose’s Giveaway 


Although he refuses to disclose 
his sales figures, Saul Rose, owner 
of Grand River Chevrolet, says that 
his “giveaway program to end all 
giveaways” was a “colossal suc- 
cess.” 

In his three-week contest, Rose 
gave away ponies, mink capes, ap- 
pliances, boat kits and other gifts 
valued at up to $400 in an effort to 
move 300 new cars. 

Rose’s only comment on the sale 
was, “We moved a hell of a slug of 
cars—and at a profit.” 

He reports that his sale got wide- 
spread newspaper coverage and 
that he received letters requesting 
information on the sale from 20 
states and Alaska. 

Rose said droves of appliance 
manufacturers visited, wrote or 
called the dealership during the 
sale in an effort to persuade Rose 
to “give away their products.” 

While the firm’s program wasn’t 
greatly appreciated by the other 
Chevrolet dealers in Detroit, the 
sale did produce a rash of interest- 
_ competing advertisements, such 


 oThis is not a pony farm. Come 
in and buy a new Chevrolet.” 

“We're not giving away mink 
coats, but we do sell cars.” 

“Free! Free! 125 Horses in the 
engine of a ’54 Chevrolet; You only 
buy the chassis and body. , 


os Shortage 


A Nash dealer has an unusual 
compaint—he doesn’t have enough 
cars. He said he didn’t order an 
adequate supply before Nash’s two- 
week shutdown for vacation. His 
sales were better than he antici- 
pated. 

Asked if he was using any 
special gimmicks or promotiong to 
boost his sales, he replied, “Nope. 
We just pull ’em (customers) in 
by their ears.” 

+ * * 
Customer’s Bonus 


Glenn Brozo, president of Glenn 
Motors (Pontiac), has begun a new 
merchandising program called the 
“purchase reserve plan.” 

Under the plan, the customer is 
given credit at the dealership for 
1 percent of his new-car price and 
for 20 percent of repairs and parts 
purchases. 

This credit can be accumulated 
for any number of years and can 
be applied only toward the pur- 
chase of a new car. In the case 
of collision work, the customer 
gets credit only for 20 percent of 
his own cash payment, not for 
the portion of the bill which his 
insurance company pays. 

Brozo says the plan, which is 
copyrighted, has been used in a 
few other parts of the country, 
although this is its first appear- 
ance in Detroit. It is offered to the 

customer only on list-price pur- 
chases. 


Davis, Smith Get Ford 


Stone Mountain Motor Co. has 
been named Ford dealer in Stone 
Mountain, Ga. Marion A. Davis and 
Cc. E. Smith are partners in the 
business. 
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GOODFYEAR 


presents a new kind of 
Tubeless lire 





Standard equipment for 


leading 55 cars...costs no more than 


a standard tire and tube ! 


Goodyear has produced a new tire—a tubeless tire—the 
proud successor to every tire you’ve ever known or heard 
about. 

After years of research that sought a new approach to the 
tubeless idea, this tire is now a reality —thanks to the devel- 
opment by Goodyear of a new way of treating tire cord— 
the exclusive and patented 3-T process. 

The 3-T process makes the new Goodyear Tubeless Super- 
Cushion the most efficient air container ever made. It per- 
mits a new method of constructing tire bodies. It lets the 
new Tubeless Super-Cushion set new standards of tire per- 
formance. 


The new Tubeless Super-Cushion gives: 


1. Puncture Protection—of a kind never offered before in 
either standard or tubeless tires. 


2. Blowout Protection—providing a greatly increased mar- 
gin of safety. 


3. Better Performance—a quieter, smoother, easier ride— 
plus even greater mileage than today’s great standard 
tires. 

4. And it combines all these advantages at a reasonable 
price—no higher than the price of a standard tire and 
tube. 

Perhaps the best proof of these statements is found in the 

action of the automobile industry. The new Tubeless Super- 

Cushion will be standard equipment on many of the new 

1955 cars. 


On the next two pages you’ll see how 3-T Cord permits 
the All-New Tubeless Super-Cushion to outperform any 
comparable tire made today—tubeless or regular. 
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“Leapfrog” at 60 m.p.h.! When this Death Dodger three sets of the new Tubeless Super-Cushions. Told them at 65 m.p.h. in a series of hair-raising turns. 

takes off, he hurtles that 3500-lb. automobile a full them te give them the works. Challenged them to Dropped them down with a thudding, two-wheel 

8 feet in the air! When it comes down . . . he knows blow them out and rip them off their rims! angle drop to try to blow them out with rim pinches. 

he’s landed! The tires take a terrific beating! That wrecking crew put those tires through the Leaped 8 feet in the air and came down with the 
We gave the famous Jimmie Lynch Death Dodgers toughest punishment a tire has ever taken. Rocked force of a pile driver on a cement roadway! 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


ALL-NEW TUBELESS SUPER-CUSHION 
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We challenged the worlds toughest _ 
stunt drivers to try to damage the 





Goodyear’s new kind of tubeless 
tire takes smashing impacts with- 
out damage—because it’s the only 
tubeless tire made with 3-T Cord! 






New flatter tread and lighter, cooler-running 
3-T Cord construction give longer lasting, more 
economical wear! The strength and resiliency of 
3-T Cord give you a softer, smoother, easier 
ride—cushion your car against road shock. 


What happened? Nothing! Not a single Tubeless Super- And Goodyear’s new anti-vibration tread de- 





Cushion blew out or left the rim. Not a single pound of air sign with 1806 inches of nonskid edges and 880 This new tire is available in either 3-F 
was lost! “The most amazing example of tire strength deep-cut stop-notches stands guard between a Rayon or Nylon Cord—as a tubeless tire i 
we've ever seen!” said the Death Dodgers. And surpris- driver and a dangerous skid. Provides 15°, more or in a conventional tire and tube combi- f 
ingly enough, this new kind of tubeless tire costs no more traction for safer stops. nation: Goodyear, Akron 16, Ohio, k 


than a standard tire and tube. 


, GOODFYEAR 


Super-Cushion, T. M.—The Goodyear Tire & Rubber Company. Akron, Ohir 




























By J. B. Van Tassel 
Dealer Business Counsel 
—, time you reduce expenses 
or costs of sales $1, you add 
$10 to your net profit. When you 
increase your sales volume by $1 
you increase your net profit only 
about one cent. 

There are several different ways 
of controlling expenses of the bus- 
iness. One is on a sales volume 
basis, either new-car sales volume 
or total sales volume of all.depart- 
ments; another is on the basis of 
gross profits as produced by sales 





Thompson Opens Chevrolet Dealership— 


Gordon Thompson, formerly Chevrolet zone manager in Jacksonville, Fla., has 
opened Gordon Thompson Chevrolet in Jacksonville on US-1 south. of the center of 
the city. The property, which occupies a full block, has a huge lot and modern 


Dealer Business Counsel 


Expense Control in Relation to Sales, Gross Profit 
Offers Key to Sound Operation 
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volume, and still another is on the 
basis of expense to expense. 

The method of controlling ex- 
penses on strictly a sales-volume 
basis, without regard for gross 
profit produced by the sales vol- 
ume, is unsound, because you 
cannot pay the expense of doing 
business out of a sales dollar that 
does not produce a sufficient 
amount of gross profit to pay 
expenses and make a net profit. 

However, where the expenses are 
controlled in line with a combina- 
tion of both sales and gross profit 





service facilities. 
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HOLLEY CHOSEN FOR POWERFUL 
NEW 501 ENGINE SERIES 


International’s most powerful new engine—the Royal Red 
Diamond 501 valve-in-head—is installed in the new 220 
truck series. This amazing new engine delivers 201 horse- 
power and 430 pound-feet of torque. /t is the first produc- 
tion truck engine to be equipped with a 4-barrel carburetor. 























































For Holley carburetor 
parts and service for Inter- 
national trucks, see your 
local International Har- 
vester outlet. 














If vou’re wondering how to do a job 
of fuel metering better and more effi- 
ciently, call Holley’s Carburetor Engi- 
neers. Let them listen, test, recommend 
and design. 


This Holley-developed 4-barrel carburetor increases both engine output 
and power range. It is the first 4-barrel carburetor with a built-in 
governor; first with vacuum controlled secondary barrels. 

The secondary barrels remain closed at low engine speeds, allowing 
the engine to maintain satisfactory velocities and distribution. Then, as 
engine speed increases to a point where additional breathing capacity is 
needed, the vacuum controlled secondary barrels open automatically. 

Working closely with International engineers, Holley designed and 
developed this advanced carburetor-governor combination. It is original 
equipment on all tractors and trucks in International’s new 220 series. 


US 


ee / We 


VAN DYKE, 


INTERNATIONAL Pioneow the move 
4-BARREL CARBURETION! 



















7 Co, 


MICHIGAN 


Working with Automotive Engineers to Increase Standards 
of Performance and Economy for More than Half a Century, 






produced, you are then operating 
on a sound basis of expense and 
profit control. 

* 


An Example 
— best way to control ex- 
penses of operations on a com- 
bination sales and 
gross profit basis 
is shown in the 
following exam- 
ple: 

Let us assume 
your total sales 
volume of all de- 
partments of the 
business amounts 
to $100,000, with 
the cost of sales 
at $75,000, and 
gross profit of 
$25,000. Now, in order for you to 
make a profit of $5,000 you cannot 
spend in excess of $20,000, or 20 
percent of total sales volume. 


So, in this case, you would use 
the 20 percent of total sales as 
your controlling factor in the 
amount of total expense you 
could spend in relation to total 
sales. 

However, in order to check the 
individual expenses that go to 

make up this total allowable ex- 
pense of 20 percent of total sales, 
it would be necessary to develop 
your individual expense standards 
in line with this total and as taken 
from your own expense experience 


over a reasonable period of time. 
* s * 


Scale It Down 


FOr example, let us take one 
expense item in the business 
and assume it amounts to $2,500 
per year. This represents 2.5 per- 
cent of total sales, 10 percent of 
total gross profit, and 12.5 percent 
of total expense. The 2.5 percent 
of total sales would. be the allow- 
able amount to spend for this item 
on a 20 percent combination sales 
and gross profit basis. 

In case your percentage of 
total gross profit return to total 
sales were to decline, then the 
2.5 percent for this expense 
should be scaled down accord- 
ingly. 

However, were this total gross 
profit return to increase, then you 
could either increase your expense 
ratios or leave them as they are 
and make more money. 

Any questions you may have 
on dealer business management 
will be gladly answered by J. B. 
Van Tassel, care of AUTOMOTIVE 
News. 





J. B. Van Tassel 
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Maritime Agency 
Awards Engine 
Contract to GM 


WASHINGTON.—The Cleveland 
diesel engine division of General 
Motors has received a contract for 
a new type of marine engine— 
known as a free piston gas genera- 
tor-turbine — for converted Liberty 
ships, according to E. C. Upton jr., 
head of the U. S. Maritime Admin- 
istration. 

The Maritime Administration 
also announced that bids had been 
requested for the conversion and 
reactivation of a Liberty ship from 
2.500-horsepower steam reciprocat- 
ing engines to a 6,000-horsepower 
diesel engine. 

Both moves are part of the ad- 
ministration’s experimental pro- 
gram, authorized under an $11,- 
100,000 appropriation, designed to 
improve the mobilization potential 
of the 1,500 Liberty ships of the 
National Defense Reserve Fleet. 

The program is expected also to 
yield information leading to the 
development of cheaper and more 
flexible propulsion power to help 
the U. S. Merchant Marine meet 
the sharp competition of the world 
shipping field. 

Chief advantage of the free pis- 
ton gas generator-turbine plant is 
that it combines the high thermal 
efficiency of the two-stroke diesel 
evcle with the flexible power take- 
off characteristics of the turbine. 


Starcher Heads Sales 


Clark-Clay, Inc., a new Chrysler- 
Plymouth dealership in Charleston, 
W.Va. has appointed Claude 
Starcher as sales manager. The 
dealership, headed by Ellsworth R. 
Clark, has a showroom at Quarrier 
and Dunbar Sts., and a service de- 
partment at 422 Broad St. 






— 


by John T. Benedict 





_. just been informed that 
an eleventh-hour decision has 
been made to provide valve rota- 
tors on Plymouth’s new 1955 V-8 
engine. If true, this report indi- 
cates that engineers have solved 
noise problems previously handi- 
capping installation of such de- 
vices On passenger cars. 

The valve rotator design will 
be particularly interesting if it 
is used in conjunction with hy- 
draulic lifters. Extent of this 
accomplishment may be gauged 
by the remark of an engineer, 
who is familiar with details of 
another of the V-8s being read- 
ied for 1955 model introduction. 
He said they've conducted tests 

with and without valve rotators, 
and with both solid and hydraulic 
tappets. But I was assured most 
emphatically that “you just can’t 
use a rotator with the hydraulic 
lifter.” Looks like we'll have to 
wait and see! 

* * * 


Anodized Aluminum 


For Hardware? 


[OBSLER-JARVIS is using im- 
ported 99.99 percent pure 
“glass” aluminum in making die 
cast frames for eye glasses. The 
interesting, significant thing for 
the automotive industry is in the 
application of a gold-colored ano- 
dized coating that produces a prod- 
uct superior in many ways to pres- 
ent gold-plated glass frames. 

An obvious potential use of this 
technique is in automobile hard- 
ware where an anodized alumi- 
num die casting will be virtually 
indistinguishable from real gold- 
plated zinc die castings in ap- 
pearance. In addition to lower 
initial cost, the simulated gold 
decorative items are expected to 
be superior to real gold in with- 
standing weathering effects —so 
the hardware will retain its orig- 
inal attractive appearance 
through years of service. 

It’s no secret that deficiencies in 
(Continued on Page 49, Col. 1) 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 


Long Way from ‘Seat-of-Pants’ Engineering .. . 


Seat Design Revolutionized 


ped designs in 1955 models are 
expected to show the culmina- 
tion of a 10-year trend away from 
dominance of individual personal 
opinion in determining seating 

comfort requirements. 
Trim engineers have come a long 

am * os 


“ae as 


Formed wire spring 


QU 
® YUU 


Zig zag springs 


Spring Comparison— 


Typical plan views of formed-wire and 
zigzag springs show how formed-wire 
spring loops vary in length and width, 
as contrasted to the uniform pattern of 
zigzag springs. The “no-sag” zigzag (A) 
is used by such cars as Ford, Mercury, 
Lincoln, Dodge, DeSoto, Chrysler, Packard 
and Kaiser. The “universal” zigzag (B) 
is used by all General Motors models. 


DKW Introduces 
‘Light Horn,’ Oval 
Steering Wheel 


By George Glaser 
Special Correspondent 
PRAnarurs, Germany. — DKW, 
a division of Auto Union, is 
stepping up its fight for a larger 
share of the market by adding sev- 
eral novel features to a car that 
already has a very special char- 
acter. 

The Sonderklasse, with a three- 
cylinder two-cycle engine, has a 
light signal for use in place of a 
horn and a new-type oval steer- 
ing wheel. The oval wheel leaves 
space underneath to make it eas- 
ier for the driver to slip in and 
out of the car. 

The “light horn” has a special 
button which permits the driver to 
signal briefly with the headlamps 
instead of blowing the horn. The 
device is intended to restore more 
silence to traffic. 

DKW seems intent on sticking to 

(Continued on Page 25, Col. 1) 


Ball Joints Gaining Favor... 


Suspensions in the Spotlight 


As THE industry moves deeper 
into the production lull mark- 
ing new-model changeover periods, 
Detroit enters the automotive 
equivalent of baseball’s winter “hot- 
stove” rumor season. Among the 
many subjects of speculation on 
1955 cars, “suspension” is exceeded 
in popularity only by “styling” and 
“engines.” 

For a number of months, discus- 
sions on suspensions frequently 
have turned to ideas and opinions 
about the future of ball joints in 
running gear design. There’s a 
great deal of interest and conjec- 
ture about whether current pro- 
duction cars have successfully con- 
verted theoretical ball-joint advan- 
tages into practical gains. 


Some engineers wonder if the 


problems have been solved satis- 
factorily for the design to “pan 
out” in actual field service. 

Prior to Thompson Products’ 
successful completion of a ball-joint 
suspension development program 
in 1951, the principles of this de- 
sign had, for many years, been con- 
sidered by some automotive engi- 
neers as the ideal theoretical 
means for combining front suspen- 
sion action and steering motion at 
one point in a compact package. 

oe * = 


Steering Motion Improved 
ALTHOUGH there was nothing 
new about the idea of applying 
ball joints to a front suspension, 
the Thompson design was novel in 
that it transferred steering motion 
from a spherical load-carrying sur- 





way from the time when the seat 
that was “just right” was the one 
top management liked best. 

Such decisions now are made 
by committees of engineers. The 
most common test for a trimmed 
seat unit is the road test, in 
which actual ride experience is 
obtained. The reactions of a num- 
ber of experienced testers, vary- 
ing physically, are primary fac- 
tors in the development program. 
In addition, ride and laboratory 
tests are used to check seats for 
deflection rate, pressure distribu- 
tion and fatigue characteristics. 

* * * 


Wheelbase, Height 


Exert Influence 


At THE Ford engineering staff, 
Edwin C. Pickard, supervisor 
of the trim and seating section, 
body engineering department, de- 
scribed how the well-known “Os’- 
car” dummy of the 80 percentile 
man is used in seat design. 

- In planning a new car, the over- 
all body “package size” is obtained 
by seating “Oscar” in the proposed 
car body in cor- 
rect position for 
maximum seat- 


head room for 
the particular 
chassis length to 
be used. Then, 
after floor and 
seat adjusters 
are located, en- 
gineers design a 





E. C. Pickard sition the occu- 
pants in accordance with the pack- 
age size drawings. 

Steve McDaniel, head of the 
fabrication department at Gen- 
eral Motors Styling, views the 
seat design program in relation 
to the overall engineering activi- 
ty, with basic specifications such 
as wheelbase and car height hav- 
ing a definite influence. 

The GM seating concept stresses 
attention to the “right contour” 
evolved about 1947 as the most uni- 
versally satisfactory angle between 
seat cushion and back. 


~ * ” 
Seat-Cushion Height 
A Sales Factor 


ASTRONG advocate of the zig- 


zag spring, McDaniel believes gu 


the advent of this type of spring 
was instrumental in enabling seat- 
ing engineers to continue progress 
in seating accommodations, while 


face to a ring of balls, in order to 
reduce turning resistance. 

Along with this modification, a 
dampening force was provided by 
placing a spring-loaded clutch in 
the upper ball joint, where a small 
portion of the car weight and 
braking forces were concentrated. 

In terms of customer benefits, 
the ball joint also was attractive, 
because it promised to prevent 
suspension stiffness or “bind” 
caused by misalignment of parts 
at original assembly-line installa- 

(Continued on Page 48, Col. 3) 


ENGINEERING 
NEW PRODUCTS 
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ing comfort and|~* 


seat that will po-| 








going along with style trends that 
lowered car height. The zigzag 
construction also aided in provid- 
ing foot room for rear seat passen- 
gers, according to McDaniel. 

Cushion height is one of the 
many points of controversy in seat 
design. Some people predict that 
the trend will be toward sports-car 
ideas. This would mean very low 
cushion height, with passengers 
sitting “on the floor” with legs 
nearly straight out in front of 
them, 

McDaniel, however, doubts that 


* * * 


Saf eras” 
‘tie EOE OBEN BEE Ste 


Seat of the Future 
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such a trend will develop. He 
says the GM approach is to build 
a “low-looking car with adequate 
seat-cushion height.” McDaniel 
has observed that buyer resist- 
ance is encountered when a man- 
ufacturer drops this dimension 
too low in a family car. 

The problem is to build one seat 
that will fit all sizes and shapes of 
people—as well as satisfying their 
personal likes and dislikes as to 


(Continued on Page 26, Col. 3) 
* * + 





Seats of the formed-wire type have been used in limited volume in 1954 Ford pro- 
duction. Advantages gained by “‘strategic distribution of material” indicate that 
formed-wire springs may supersede conventional zigzag springs in future models of 


a number of cars. 


"00 Plym 
Plant Virtually 


ouths Roll Today; 


Rebuilt 


(Continued from Page 1) 


Plymouth since the middle of Au- 


st. 

Plenty had to be done before 
the “buttons were pushed” to 
start 1955 production here in one 
of the country’s largest assembly 
plants. 

But let’s go back a few days. Tour 
the plant with Carl Demrick, Plym- 
outh manufacturing vice-president. 
To a visitor walk- 
ing in mid-way 
in the factory re- 
vamp, the most 
striking thing 
about the scene 
is the vast extent 
of alterations in 
facilities. When 
a car is slated for 
extensive design 
; changes, such as 

those coming up 
Onst Demetek: on the 1955 Plym- 
outh, the required scale of the fac- 
tory remodeling operation ap- 
proaches that of a “new plant lay- 
out.” 

The thinking for conversion of 
physical plant facilities naturally 
begins with a study of the pro- 
posed product. In the initial form- 
ative stages, production execu- 
tives start with the “clean-sheet- 
of-paper” concept. 

“Here’s a new car—now let’s fig- 





ure out how to build it for maxi- 
mum quality and minimum cost.” 
That’s the magnitude of the job. 
The men, who were to have the 
responsibility of building the new 
car, began their planning long be- 
(Continued on Page 32, Col. 1) 


Reversed Rotation 
In Lathe Permits 


Automatic Run 


FERNDALE, Mich.—By spinning 
the work piece “backwards” as 
compared with conventional lathes, 
design of a new line of automatic 
metalworking lathes introduced by 
Hydra-Feed Machine Tool Corp. 
permits automatic loading and op- 
eration, the firm says. 

Innovations proven in ordnance 
production have been combined in 
creating the lathes, Hydra-Feed 
said. The firm is entering the field 
of commercial machine tools for 
automotive, aviation and other in- 
dustries. 

“The lathe, industry’s most com- 
monly used machine tool, has al- 
ways been one of the most difficult 
machines to load and unload be- 
cause of the tooling which usually 

(See LATHE, Page 25, Col. 1) 
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FOB FACTORY 


New Machine for V-8 
Boasts Built-In Tests 





Bp a football, process improvement in the auto industry 
often takes some unpredictable forward bounces. 
When the term “automation” was introduced to the 
industry shortly after World War II, the phrase meant, 
primarily, automatic handling. Today, the term means far 
more than automatic move- 
ment of parts between pres- 
ses or multiple-tooled ma- 
chines. The goal of automation en- 
gineers today is to integrate all of 
the required operations on a given 


part. 

Eventually, this may mean that 
entire departments may become 
one machine. Departments will, 
in this case, produce an entire 
subassembly. Finally, the subas- 
semblies will be put together to 
produce a car. 

A new transfer-type machine 





used to produce the intake mani- 
fold for one of the new V-8 en- 
gines to be introduced later this 
year is an excellent example. The 
new machine occupies an area of 
floor space 11 feet by 44 feet. There 
are 20 stations in the machine. At 
Stations 5, 6, 7, 8 and 9, testing 
operations have been built into the 
unit to check the passage of air 
through the part. The new stations 
perform an important service. In 
addition to providing a constant 
check on parts going through the 





Stanford U. Gets Buick Chassis— 


This specially finished 1954 Buick Century chassis was presented by Harley J. Earl 
(left), General Motors vice-president, to Stanford University’s school of engineering. 
With Earl are (from left), Clifford Simpson, mayor of Palo Alto and also a Buick 
dealer, and Dr. Wallace Sterling, university president. 










“Our Job is Creating 
New Products for 
Tomorrows Markets 


99 





Ou organization, the largest independent experimental 
engineering company in the country today, has a three-fold aim: 
“To relieve periodic congestion in the experimental 

departments of large manufacturers... 
“To provide smaller manufacturers with both experienced 
personnel and modern development facilities at a 
fraction of normal year-round operating costs, and ... 
“To permit centralization of responsibility for your 
entire experimental program within 
a single qualified organization. 
“Our clients have found that a most important 
consideration is the fact that our experimental work, 
from designing and engineering to the final metal 
working model, is all done under one roof. Nothing 
is farmed out. Large and small manufacturers of all types 
of products . . . automobiles, trucks, appliances, etc. . .. 
avail themselves of our skilled specialists and unique facilities. 
“If you think we might be of assistance to you, 
we'll be glad to furnish you with more details 
concerning our complete creative services in an 
illustrated brochure entitled: From Start to Finish, 


The Story of Product Development.” , : , 


President 
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WETTLAUFER 


ENGINEERING CORPORATION 
19000 W. 8 Mile Rd. © Detroit 19, Mich. 


Ali under one roof . . . offering complete facilities, from de- 
signing and engineering to finished metal working models, 


line, useless machine work on de- 
fective parts is eliminated. 
+ * aa 


Output Rate Hiked 


ae special handling of the 
parts is also eliminated, the pro- 
duction rate has been increased. 
Simultaneously, quality has been 
greatly improved. 

Thus, ingenuity in planning the 
tooling for the new engine will re- 
sult in a better product at lower 
cost and with less scrap loss. These 
are goals that are much desired by 
all car producers. 

Testing methods employed on 
the new manifold are both inter- 
esting and ingenious. Testing for 
leakage is accomplished by seal- 
ing all of the manifold outlets. 
Compressed air is then injected 
into the manifold. By measuring 
the pressure drop over a fixed 
period of time, defective castings 
can be quickly isolated. 

Steel pads, to which neoprene 
pads are vulcanized, are used to 
seal the openings in the new mani- 
folds. The pads are held tightly in 
place by pressure from hydraulic 


cylinders. 
* * s 


Peep Into Future 


| IS important to observe that 
the pressure - testing equipment 
is an integral part of the machine. 
Separate testing of the part has 
been eliminated. At the same time, 
a considerable amount of clamping 
and unclamping has been avoided. 

In future years, the industry 
will undoubtedly see, in addition 
to automatic handling between 
and through machine tools, the 
introduction of automatic stations 
where testing in many forms, as 
well as welding, riveting, assem- 
bly and even washing of the part, 
will be performed. 

Even when all this has happened 
the industry will not have auto- 
matic factories, although the pos- 
sibility of completely automatic de- 
partments in automobile plants may 
actually be much closer than many 
observers now think possible. 


New Plant Opened 
By Flex-O-Tube 


DETROIT. — Flex-O-Tube divi- 
sion of Meridan Corp., maker of 
flexible hose assemblies and fit- 
tings, is in production in its new 
plant on a 10-acre site in Inkster, 
Mich. 

W. W. Wasson, general sales 
manager, said the move will per- 
mit a production increase of 50 
percent. 

The new plant integrates 10 pre- 
vious production lines into four 
unified operations, Wasson said. 
The plant, which contains 52,000 
square feet of space, is designed to 
permit expansion to 300,000 square 
feet. 


Tools on Credit 
Vermont Maker Also Offers 


Machine for Hire 


SPRINGFIELD, Vt. — Machine- 
tool users seeking new equipment 
but shy of the cash purchase price 
are offered what is termed “the 
most flexible and complete financ- 
ing and leasing plan in the field” 
by Jones & Lamson Machine Co., 
40 Woolson St. 

The merchandising programs, 
worked out by J & L with C.LT. 
Corp., feature a lease plan running 
for periods of up to nine years and 
an installment financing plan with 
five-year terms. 

Also available, in addition to 
straight cash purchase, is a lease 
plan permitting an option to buy. 


Smelting Operations Begin 
At Lead-Refining Plant 


DETROIT.—Smelting of scrap 
battery plates and lead dross was 
begun last week in the new plant of 
— Lead Smelting & Refining. 

Cc. 

Highlight of the plant layout is 
a dust-collector system claimed to 
operate at 99 percent efficiency. 

Smelting facilities include two 
reverberatory furnaces, two lead- 
refining kettles and a blast furnace 
for reducing slag. 

President Morris Weitzman 
stated that products will be lead 
pigs and ingots made to specifica- 
tions for automotive and other in- 
dustries. Uses include bearing bab- 
bitt materials, batteries, antimonial 
lead and various types of solder. 
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Technical PERSONNEL CHANGES 





Rene D. Wasserman, president of 
Eutectic Welding Alloys Corp., 
Flushing, N. Y. has announced 
that J. P. Coughlin, former man- 
ager of the Arc Welding division 
of Westinghouse Electric Co. has 
joined Eutectic as assistant to the 
president. 

For the past 15 years Coughlin 
has been with Westinghouse, where 
he was in charge of welding, sales- 
engineering and production. 

* = * 


position of engineering and man- 
ufacturing vice-president. 

Formerly the company’s works 
manager, Wilson will be in charge 
of all engineering and manufac- 
turing operations for all of the 
company’s divisions. 


Outside Sales Personnel 
Realigned by Norton 


gineer at the Pittsburgh district 
office. 

William J. Mahan has _ been 
named field engineer for abrasive 
grain applications in New England 
(except for Connecticut), and up- 
per New York State. Joseph F. 
Hartl, formerly abrasive grain en- 
gineer for all of New England and 
upper New York State, has been 
appointed sales engineer, abrasive 
grain, for Connecticut. 

ea * * 


Woerner to Assist Head 


Of Automotive Rubber 
Automotive Rubber Co., Inc., De- 

troit, has announced the appoint- 

ment of L. A. Woerner as technical 


23 


ner held the position of general] 1934, Graves was associated with 


manager with Surety Rubber Co. 
* 


* * 


Retired General Joins 


Chambersburg Staff 


Chambersburg Engineering Co., 
Chambersburg, Pa., manufacturer 
of forging equipment, has an- 
nounced the appointment of 
Brig. Gen. R. W. Daniels (USA 
Ret.), as adviser on special plans. 
Daniels has had a wide range of 
experience in the Army on ord- 
nance matters. 

+ * * 


Schlegel Joins Bailey 


Ford Motor Co., and Ligon Bros. 
Tool & Die Co., Detroit. 
+ * * 
Dickson, Lighting Expert, 
Named by Signal-Stat 
Signal-Stat Corp., Brooklyn, has 
announced the appointment of John 
B. Dickson as chief engineer in 
charge of lamp and lens optical de- 
sign and development. 
Dickson, for 20 


years prior to 
joining Signal- 
Stat, was lighting 
engineer for the 
engineering divi- 


. Norton oe oe coe assistant to Tim| Col. Lee G. Schlegel, USAF re- sion of Chrysler 

Clark Appoints Schultz ne, ee eee Meulenberg,/tired, has joined H. N. Bailey & Corp. He is the 
PPO — among its outside sales personnel. president. Associates as head of its industrial inventor of the 

To Supervise Standardization| Charles M. Wellons, formerly a Meulenberg said molded catadiop- 


Appointment of Paul Schultz to 
a general staff position for carry- 
ing on standardization work in en- 
gineering and 
control proced- 
ures has been 
announced by 
George Spatta, 
president of 
Clark Equipment 
Co., Buchanan, 
Mich. 


Schultz has 
been with Clark 
for 20 years, with 
experience in 
both the industrial truck division 
and the automotive division. For 
the past two years he has been 


connected with automotive sales. 
* * * 





raul sculls 


Carboloy Names Canning 


Quality Control Chief 


Robert A. Canning, former 
manager of production engineer- 
ing, Carboloy department of 
General Electric Co. has been 
named manager of quality con- 
trol. 

Canning will be responsible for 
all quality control and inspec- 
tion activities carried on in both 
the Detroit and Edmore (Mich.) 
plants. 


* * * 


DeWalt Names Hamlin 


Sales Vice-President 


Conde Hamlin, formerly general 
sales manager of DeWalt, Inc., 
Lancaster, Pa., subsidiary of Amer- 
ican Machine & 
Foundry Co., has 
been elected 
sales vice-presi- 
dent of DeWalt, 
according to 
Morehead Pat- 
terson, American 
Machine & 
Foundry chair- 
man and presi- 
dent. 

Hamlin, who 
had been De- 
Walt’s general sales manager since 
August, 1952, joined American 
Machine & Foundry Co. in March, 
1952 as assistant to the director 
of sales of the general products 
group after seven years with the 
Ozalid division of General Aniline 
& Film Corp. 

7 * * 
Harrison Joins Sintercast 


In Engineering Role 
Erwin Loewy, president of Sin- 
tercast Corp. of America, has an- 
nounced the appointment of Rob- 
ert E. W. Harrison as director of 
special engineering projects. 
Harrison will aid in the devel- 
opment of refractory carbides and 
powder metal parts and direct 
their application to industrial and 
military uses, Loewy said. Har- 
rison recently retired as a Navy 
captain. 
* * 


Morse Chain Appoints 


Jones Master Mechanic 


Appointment of Clayton L. 
Jones as master mechanic has 
been announced by M. V. Durkin, 
manufacturing vice-president of 


Morse Chain Co., a Borg-Warner Se 
division. \ 4 meal 
Se veoeantbens ter Ties SOLEX "Satety Glass...the best glass under the sun! < 
dustrial Corp., Toledo. \\ 


+. * * 


Gear Grinding Machine Co. 
Gives Wilson New Duties 





field engineer at the Philadelphia 
district office, has been named an 
abrasive engineer and will be re- 
sponsible for the Philadelphia ter- 
ritory. 

Robert C. Divoll, formerly a field 
engineer in Pittsburgh, has been 
appointed an abrasive engineer re- 
sponsible for part of the Pitts- 
burgh territory. Charles R. Gar- 
field has been appointed a field en- 





| 


Woerner’s assign- 
ments will involve 
a broad variety 
of development 
and research per- 
tinent to indus- 
trial, trade and 
consumer rubber 
products and 
services. Prior to 
joining Automotive Rubber Woer- 





L. H. Woerner 


tool division. 
* * * 


Carboloy Promotes Graves 


To Manufacturing Chief 
E. C. Graves, superintendent 
of fabricating of the Carboloy 
department of General Electric 
Co. has been named superintend- 
ent of product manufacturing. 
Before joining Carboloy in 
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PITTSBURGH PLATE GLASS COMPANY 


AUTO GLASS 
green tint Solex 


\— — 


Iiuminated counter displayer—a 
real attention-getter. Colors are 
white, yellow, and black on a 
green background. Size, 11”x12". 






tric condensing 
lens and his ad- 
ditional develop- 
ments and im- 
provements in the design of this 
lens has led to the improved sealed 
headlamp in use on automobiles to- 
day. Altogether more than a dozen 
patents have been issued to Dick- 
son. 





J. B. Dickson 


Designed for use at front of re- 
pair shop or service department, 
this sign is 24” x 18”, double- 
face, enameled. Includes support- 
ing bracket. Bold white and yel- 
low lettering, black background. 


















“These 2 identification signs bring us 


a lot of SOLEX Safety Glass business, /” 


@ “With the increased interest in Solex Heat- 
Absorbing Glass on the part of new-car buyers 
and prospects for glass replacement, we find 
the two signs offered by Pittsburgh of real 


value in reminding people that we are 
equipped to install Solex. We can trace orders 
for Solex windshields and windows to these 
signs.” 


The two signs illustrated here have been 
designed to help you sell more Solex Heat- 
Absorbing Safety Glass, and to establish 
your service department or shop as head- 
quarters for this much-in-demand glass— 
both in new cars and for replacing dam- 
aged windshields and windows. Reports 


PAINTS 


GLASS 


from car dealers and glass replacement 
shops all over the country tell us how 
these signs are helping to bring in a lot 
of this Solex plus-business. 

They can do the same thing for you. 
The motoring public generally is sold on 
the merits of Solex. It knows that Solex 
reduces sun glare and heat, lessens driv- 
ing fatigue, contributes to increased driv- 
ing safety and pleasure. All you have to 
do is identify your service department or 
shop as the place where Solex is installed. 
These two signs will do that job and help 
you cash in on this valuable business. 

Remember, you have no inventory 


CHEMICALS BRUSHES 


PLASTICS - 


problems with Solex—an extremely im- 
portant consideration, especially in con- 
nection with the many curved and wrap- 
around shapes of today. The reason for 
this is the efficient service on replacement 
parts near you, backed by auto glass de- 
pots that carry all parts in stock. 

Your local Pittsburgh Safety Glass dis- 
tributor can give you complete informa- 
tion on these signs, as well as on Solex 
Heat-Absorbing Glass. Pittsburgh Plate 
Glass Company, Room 4335, 632 Fort 
Duquesne Blvd., Pittsburgh 22, Pa. 


wig, 
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INDUSTRIES LIMITED 


Edgar D. Leon, president of 
Gear Grinding Machine Co., De- 
troit, has announced the appoint- 
ment of William F. Wilson to the 


IN CANADA: CANADIAN PITTSBURGH 












Door Operator Mechanism 
For Easy Installation 


The Economatic is said to be installed 


without expensive alterations. it also 
features manual operation in event of 
power failure. Pneumatic operator and 
controls eliminate the risk of electrical 
connections. If can be activated by 
treadie or photo-electric controls, or semi- 
automatically by push button or cord. 
National Pneumatic Co., 125 Armory St., 
Boston 19, Mass. 


‘0’ Ring Applications 
Discussed in Booklet 


Vented and standard “0” rings and in- 
dustrial applications for static sealing of 
high and low pressures and temperatures 
are discussed in a booklet issued by 
United Aircraft Products, Inc., Dayton 1, 
oO. 

Entitled, “Self-Energized Metallic ‘0’ 
Rings,” the booklet is available upon 
request. 


* * * 





Automatic Gear Inspector 
Loads and Sound-Tests 


The GSC Red Ring automatic gear 
speeder inspection unit loads, speeds spur 
and helical gears for sound test and 
unloads the gears into a conveyor line. 

The operator listens to the sound of the 
production gears and diverts any gears 
which do not meet inspection standards. 
National Broach & Machine Co., 5600 St. 
Jean Ave., Detroit 13, Mich. 


Clad Metal Used in Place 


Of Electroplating 

Silver clad brass and phosphor bronze, 
. designed to replace silver electroplating 
for many applications, is offered by Am- 
erican Silver Co., Inc., 36-07 Prince St., 
Flushing 54, N. Y. 

Clad metals produced in strip to very 
close tolerances and ultra-thin gauges 
find applications in many fields, including 
the automotive, where high conductivity 
in conjunction with strength of the base 


metal is required. 2 





Fork Lift Truck Controls 
Grouped for 
One-Hand Operation 


One-hand grouping of controls featur- 


ing a new rotary speed controller.on the 
Transveyor has been announced. 


Replacing a foot-pedal control, the 
rotary handle provides three speeds in 
each direction. Automatic Transportation 
Co., 149 W. Eighty-seventh St., Chicago 
20, i. 


+ . : 
Plating Machine Features 
Unusual Transfer Method 


of an automatic side-arm 


Called the Stevadoer, its transfer 
for automatic load and 
be conveyed to the 


Heavy-Duty Cam Clutches 
For General Application 


The K series of ball bearing overrun- 
ning clutches for indexing, backstop and 
general duty is applicable to dual drives, 
two-speed drives, centrifugal water pump 
drives, forced and induced fan drives and 
ventilating for drives. Morse Chain Co., 
7601 Centrai Ave., Detroit 10, Mich. 

S58 *.8 


Stow Catalog Gives 
Flexible Shafting Data 


Engineering Bulletin No. 525, made 
available by Stow Mfg. Co., 120 Shear St., 
Binghampton, N. Y., gives information on 
flexible shafting. 

The catalog makes it possible for en- 
gineers to select the correct flexible shaft 
for any automotive epplication. 





Work-Holding Vise 
Attaches to Drill Press 


Dril-Lox is a work-holding vise which 
is said to give any press the flexibility of 
a radial drill. 

The device is fastened to the drill press 
table, and work is inserted between the 
rails and floated to the spindle. Work 
can be drilled, reamed, tapped or spot 
faced. Price & Rutzebeck. 22150 Meek- 
land Ave., Hayward i” Colif. 


Scales to Determine 


_|Surface Roughness 


Cylindrical surface roughness scales 


have been developed by General Electric 
Co., Schenectady 5, N. Y. 


Consisting of two scales each, the set 
provides a reference to designate the 
roughness and appearance of finishes 
produced by such processes as grinding, 
lapping, honing, boring and drilling. 

* * * 





Compact Clutch Offered 
For Machinery and 
Mobile Equipment 


This Christie Clutch handles loads up to 
two horsepower and 2,500 r.p.m. Other 
models handle loads up to 600 horse- 
power. lt is easily adapted to any oper- 
ation using belt or chain drives. 

The clutch, which has only nine parts, 
operates in either direction and requires 
no end thrust: Christensen Clutch Corp., 
306 Dixon St., Compton, Calif. 


load station of the plant's automatic rack- 
type processing equipment, loaded, proc- 
essed, unloaded and transferred to the 
next manviacturing 


stage automatically. 
+ * 





Engineering and Production 
New Products 


ivs Olsen Testing Machine Co., 4015 


Test Stands Accommodate 
Many Engine Sizes 


New stands and adapters are said to 
simplify the mounting of engines of di- 
verse sizes for dynamometer test and 
run-in, allowing mounting of engines up 
to 1,200 horsepower in minutes. 

The stands and adapters are made of 
component assemblies engineered for 
easy installation and removal of engines, 


with adaptability for engines of many || 


types. Clayton Mfg. Co., P.O. Box 550, 
El Monte, Calif. 


‘Dag’ Dispersion Catalog 


How ‘dag’ colloidal dispersions serve 
industry in many uses is described in a 
catalog issued by Acheson Colloids Co., 
4618 Washington Ave., Port Huron, Mich. 
A centerfold table lists 40 basic disper- 
sions, and 108 products and processes 
aided by ‘dag’ dispersions are mentioned. 





Plating Barrel Conveyor 
For Automatic Operation 


This unit is of the return type using 
the horizontal barrel plating cylinder. The 
24-cylinder machine shown here produces 
up to 6,000 pounds of plated work per 


The r.p.m. of the cylinder can be 
changed. The cylinders revolve in a 
trough of anodes in the plating tank, 
with solution resistance held to a mini- 
mum. After unloading, the plated work is 
dried in the conventional centrifuge or in 
electrically heated air chutes. Udylite 
Corp., 1651 E. Grand Bivd., Detroit 11, 
Mich. 

+s @ 


South Bend Lathe Offers 


Accessories Catalog 


Catalog 5418 illustrates full specifica- 
tions on this company's machine tool at- 
tachments and accessories. 

Copies are available from South Bend 
Lathe Works, 425 E. Madison St., South 
Ind. 7 


Bend 22, 
* 





Propeller Shafts Feature 
Center Bearing Support 


A new center bearing mounting for 
Spicer propeller shafts is said to feature 
low vibration transmissibility under nor- 
mal driving conditions. 

The device is a low-frequency resilient 
mounting in which resonance occurs at 
speeds below normal operating range, 
transmitting only a small percentage of 
unbalance disturbances. Dana Corp., 4100 
Bennett Road, Toledo, °. 


Balancing Machine Runs 
On 'Go-No Go’ Principle 


The Vertical Static Balancing Machine 
is said to operate with a minimum of 
operator judgment necessary. If the un- 
balance in the part falls within the pre- 
selected ounce-inch tolerance, a green 


light appears. on the control panel. A red 
light indicates excessive unbalance. Tin- 
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Easton Road, Willow Grove, Pa. 
* 


Safety, Utility Features 
Offered in Redesigned Lift 


A redesigned Rapistan VL vertical lift 
electric platform hoist is now available 
for use within one floor, with a cab for 
mounting in hoistway between floors, or 
equipped to lift materials between levels 
of a gravity or power conveyor system. 

The new model is available with a 
choice of lift speeds in either 250 or 500 
pounds capacity. Rapid-Standards Co., 


Inc., 342 Rapistan Bidg., Grand Rapids’ 


2, Mich. 
e “Sis 
Tapping Tool Data 
Bulletin 601 features Avuto-Tap lead 


screw tapping heads incorporating a lead 
screw, reversing mechanism and depth 
control in a single unit. Attachments for 
converting drill press tapping setups to 
lead screw tapping. are described in 
Bulletins 201 and 103. Automatic Meth- 
ods, Inc., 965 W. Grand St., Elizabeth, 
N. J. 


Temperature Controlled 
By Solid Compound 

Two new regulators, No. 1280 and 
1281, contain a “Power-Pill” thermal unit 
which is charged with a solid, wax-like 
compound. When subjected to heat, the 
compound melts and expands, generat- 
ing a powerful force. Upon cooling it 
returns to a solid state. 

The temperature regulators are insensi- 
tive to internal pressures of the system 
in which they are installed, according to 
the Fulton Syliphon division of Robert- 
shaw-Fulton Controls Co., Box 400, Knox- 


ville, Tenn. 
* a * 


Conversion Chart for Use 
Of Phenolic Resins 


This chart facilitates computation in the 
use of phenolic resins to cast industrial 
parts. It shows at a glance the amounts 
of resin and accelerator required to pro- 
duce a cast phenolic part of any size. 

Another table shows the percentage by 
weight of the appropriate hardener to be 
used with each. Marblette Corp., 37-21 
Thirtieth St., Long Island City 1, N. Y. 
















Automatic Loader 
For Presses 


The Oct-O-Pus universal floor-type av- 
tomatic loader for presses and vertical 
spindle machine tools has two arms which 
are rotated through 120-degree motions, 
permitting it to pick up parts from a 
conveyor line. 

it may be used to load and unload 
parts on stamping presses, forging pres- 
ses, drop hammers and utility presses. 
Havtav Engineering Co., 721 Wanda, 


Ferndale 20, Mich. 
*~ 


High-Capacity Gearing 
Described in Booklet 


Duti-Rated Lifetime Gearing is pre- 
sented in a booklet, ‘““Get More for Your 
Gear Dollar." Typical ratings are charted 
for various gear sizes, while another chart 
compores the hardness and wear of soft, 
hard and Duti-Rated gearing. 

Copies are available from Foote Bros. 
Gear & Machine Corp., 4545 S. Western 
Ave., Chicago 9, Ill. 

a 





Power Accumulator Combines 


Several Engines’ Output 


Standard flanges and two interchange- 
able basic units, which may be arranged 
in an unlimited number of combinations, 
are offered in these Combo-Power units. 

Two, three or four small engines may 
be compounded with torque converters 
to provide the required power and 
torque. Standard flanges provide easy 
adaption of clutches, gear reductions or 
other auxiliary drives at each crankshaft 
centerline. Funk Aircraft Co., Coffeyville, 
Kans. , 


* * 
Diamond Wheels, Hones 
Discussed in Book 


Catalog 1233 contains an assortment of 
standard sizes of diamond grinding 
wheels hones. It also includes a table 
with the net price of each item to the 
customer. 

Other information covers wheel mark- 
ings, shapes and suggestions on use. 


Norton Co., Worcester 6, Mass. 
ie 





Hose Couplings Feature 
Built-In Check Valves 


A new line of quick-seal hose cou- 
plings with built-in single or double check 
valves is offered for high-pressure, heavy- 
flow applications. Their construction is 
said to make the hose line leakproof 
when the coupling is closed, and to seal 
it tighter with mounting pressure. 

A single or double check valve shuts 
either one end or both ends of the fivid 
line when the coupling is opened. The 
check valves are opened automatically. 
Titeflex, Inc., 500 Frelinghuysen Ave., 
Newark 5, N. J. 

* * ®@ 


Junior Beams 


A 20-page booklet describes the uses 
of Jones & Laughlin's light structurals, 
Junior Beams. It shows how they cre 
adapted to floor and roof design and 
truck and trailer frames. Copies from 
Jones & Laughlin Steel Corp., 3 Gate- 
way Center, Pittsburgh 30, Pa. 


ao 
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Auto Letter from Europe... 





New Ideas in Works 


AtGermanAuto Plants 


(Continued from Page 21) 


front-wheel drive and valveless 
two-cycle engines. But, naturally, 
sticking to the same subject will 
bring dividends, and DKW has a 
wealth of experience in this field. 

+ 2 o 


Knack for Tooling 


I SAW DKW’s new plant in Dues- 
seldorf and the firm has cer- 
tainly not lost the old knack of 
tooling up for economical produc- 
tion. 

The most important improve- 
ment which DKW has made has 
been the introduction of the 
DKW-Shell Mixer. The DKW en- 
gines have no oil sump and are 
lubricated with fresh oil mixed 
into the gasoline, as in U. S. out- 
board engines. 

Mixing in cans before filling the 
tank has always been a messy af- 
fair. Shell assisted in finding a 
better way for tanking. First, the 
right amount of oil is poured into 
the tank, where it is contained in 
the new mixer, an apparatus with 
various types of screens. 

Then the gasoline is filled up in 
the usual way. The gasoline flows 
through the mixer, where it comes 
in contact with the oil and receives 
it in the correct amounts before it 
flows into the tank proper. 

+ * + 


Three DKW Versions 


HE DKW Sonderklasse now 

comes as a hardtop, station 
wagon or convertible, with a syn- 
chronized four-speed-forward trans- 
mission. 

DKW also has come out with 
an improved version of a light 
truck. The truck also has a two- 
cycle engine and front-wheel 
drive. The truck engine, how- 
ever, has only two cylinders, al- 
though it delivers 30 horsepower. 
The truck chassis has all four 

wheels independently suspended, 


Lathe 


(Continued from Page 21) 
obstructs ready access from the 
front,” G. L. Hammond, Hydra- 
Feed president, said. 

By reversing the direction of ro- 
tation of the work piece, all the 
tooling was eliminated from the 
front of lathes, making loading 
easy, either by manual or auto- 
matic means. 

“In addition,” Hammond said, 
“high-production lathes have of- 
fered another problem. The more 
work they did, the more difficult it 
became to get rid of the chips pro- 
duced. These tended to pile up in 
front and around the work and 
tools.” 

Relocating of tools has made pos- 





sible the building-in of a big chip 
chute in the machine to carry chips 
downward and toward the rear. 
Automatic chip removal equipment 
can be installed at that point, 
Hammond said. 

If the operation requires it, parts 
can go through consecutive rough- 
ing and finishing cycles without 
stopping the machine, using the 
same setup and the same tools. 

Smooth, powerful high-speed cut- 
ting using carbide tools results 
from having cutting tool pressure 
directed downward instead of up- 
ward, according to the manufac- 
turer. 


Pee 


Open-Front Lath 
Reversed rotation of this Hydra-Feed 
lathe eliminates the usual tooling from 


the front of the machine, resulting in an | 
unobstructed loading area. | 





while the car chassis uses independ- 
ent suspension in front. 

The rear axle on the cars is con- 
nected to a leaf spring, which is 
located rather high and across the 
car. This design is called the “float- 
ing axle” and is considered to be 


efficient in combating side-sway. 
* * * 


ZF Looks Ahead 


OWN on beautiful Lake Con- 
stance, where Austria, Germany 
and Switzerland meet, the ZF boys, 
who operate Europe’s largest plants 
in the steering and transmission 
field, have some new stuff ready. 
Included is a tiny steering lay- 
out for the coming harvest of 
cabin scooters. 


I understand that Timken-Detroit 


now has a working agreement with 
ZF. 
- 


* s 
Geared Brakes on Way? 
A discussion of brakes the 
other day it was agreed that 
it is hard to create a good brake 
for heavy cars which travel above 
100 miles an hour. 
The question came up about 
the possibility of keeping down 
the brake-drum speeds to about 
half of wheel speeds by gearing. 
The discussion also touched on 
the problem of distributing the 
master cylinder’s braking pressure 
at light and at hard application, 
and at light and at heavy loads. 
= 


Engine or Compressor 


I STOPPED at Krupp, where they 
have added the compressor brake 
to their two-cycle line of diesel en- 
gines. This system permits the 
driver to change the camshaft tim- 
ing while the engine is running. 
This cuts out the fuel injec- 
tion and makes out of the engine, 
®& compressor, which is utilized 
for braking the truck. 
A transart pamphlet showing in- 
side views of the engine and brak- 


ing mechanism is available from 
Krupp-Suedwerke, Essen, Germany. 


Taxi Version of Citroen 


PARIS, Citroen has come out 
with a special version of its 
front-wheel-drive car as a taxi. The 
vehicle has been sectioned with a 
glass division, roof-top luggage car- 
rier and other taxicab details. 

I understand that Mercedes is 
preparing a similar vehicle in 
Germany. 

I still believe that the taxi prob- 
lem should not be attacked from 
the conversion of a regular produc- 
tion car, but should be a specific, 
functional vehicle of its own design. 


‘Machinery’s Handbook’ 
Enters 15th Edition 


NEW YORK.— The 15th edition 
of “Machinery’s Handbook” makes 
available new information as well 
as basic data and formulas in the 
mechanical field. Changes include a 
revised spur-gear section, and a 
new section on generated bevel 
gears. 

Price of the handbook is $9. It is 
published by Industrial Press, 148 
Lafayette St., New York 13, N. Y. 
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Sell batteries that are protected 
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against vibration. 
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Gas-Turbine Test 
Pushes Up Limit 
Of Temperatures 


LATROBE, Pa.—The first known 
continuous 100-hour operation of a 
gas turbine at a temperature of 
1,850 to 1,900 degrees Fahrenheit 
and at a speed of 30,000 r.p.m. has 
been revealed by Kennametal, Inc., 
producer of sintered tungston and 
titanium carbides. 

Key to the successful test, ac- 
cording to company metallurgists, 
was the fact that the nozzle, im- 
peller and housing of the turbine 
were made of Kentanium, a sin- 
tered titanium carbide. 


Kennametal engineers say that 
further development of materials 
will enable gas turbines in the fu- 
ture to operate at temperatures 
well in excess of 2,000 degrees. 

They also say that the fuel effi- 
ciency of such turbines could thus 
be improved 50 to 100 percent or 
more. 


Ordinarily, gas turbines can 
withstand operating temperatures 
of 1,400 to 1,600 degrees, which 
greatly limit their power and effi- 
ciency. 





The automotive battery takes a lot 
of vibration and jarring, causing 
the plates to damage the ordinary 
battery separator—resulting in 
shorts and battery failure. But 
this doesn’t happen when the 
separators are U.S. Peerless. These 
rugged separators stand up under 
vibration, give longer service than 
any other separator. They are 
known as battery savers. 

U. S. Peerless has other big ad- 
vantages: it cannot be harmed by 
battery acid, heat or plate pres- 


RUBBER COMPANY 


e Rockefeller Center, New York 20, N. Y. 





sures—will not get mushy or soft 
in services High mechanical 
strength prevents cutting by 
warped plates or loose plate mate- 
rial. Peerless even outlasts the 
plates. It assures more economical 
operating costs. In cold weather, 
it gives 20% faster cranking speed, 
10% more power. Protect your 
battery business and the good will 
of your trade by making sure the 
batteries you stock and sell have 
Peerless Rubber Separators. 
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Jaguars Sweep 


Endurance Run 


LINDEN, N. J.— Jaguars took 
the first three places in the overall 
competition at the American Le 
Mans 12-hour endurance race here. 
An English-built Ford Zephyr Six 
took fourth place, as well as first 
place in its own class. 

The showing of the Zephyr was 
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remarkable in that Robert Bat- 
hurst, its owner and driver, had no 
previous experience in competitive 
driving. He had purchased the used 
1952 model for $800 only two weeks 
before the race. It was not modi- 
fied, but the Jaguars were. 

Bathurst covered 720 miles in the 
12 hours over the six-turn, two 
mile course. The overall winner 
covered 840 miles. Of the original 
39 starters, only 20 finished. 





For Speedy... Economical Assembly 


SPECIFY 
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Welding Nuts 





Ideal for Hard-To-Get-At Places 
.-e Will Not Work Loose or Rattle! 


Whether you’re designing a product or 
building it, the Midland Welding Nut 
is the answer to the problem of accurately ~ 
and securely fastening metal parts into a 
main assembly . . . speedily, economically. 
It is welded to the parts so that a bolt 
can be turned into it without the need 
for any device to hold it and keep it from 


turning. 


This frequently means that one man 
can do the work of two, for with an 


ordinary bolt and nut one man 


has to hold the nut in place while a 


usually 





second man turns the bolt into it. 


Midland Welding Nuts are perfect, 
too, for those hard-to-get-at places in 
assembly operations. Welded in advance 
to those inside spots where it is difficult 
—or impossible—for hands or tools to 
reach, Midland Welding Nuts hold fast 
while bolts are turned into them. 


Write or phone for com- 
plete information today! 
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size, shape and hardness of the 
seat. 

This design problem alone is dif- 
ficult enough. But, according to 
some observers, there is another 
complication that has overshadow- 
ed even the engineering aspects of 
the question. This is the tremen- 
dous emphasis on cheaper con- 
struction. Cost is such a prime con- 
sideration that more than one seat- 
ing authority charges that the 
trend has been away from so-called 
“quality” spring units. 


Zigzag Springs 
Force Cost Reduction 


1. central point in the seating 
dispute has been the coil versus 
zigzag battle. Introduced on some 
GM cars soon after World War II, 
and used on various Ford Motor 
Co. and Chrysler Corp. products 
for the past five years, the zigzag 
spring has made such rapid strides 
that it has replaced coil springs in 
the majority of seat cushions used 
in American cars. 

Many seating engineers hold op- 
posite views in their strong con- 
victions regarding the _ relative 


* * * 





Zigzag Seat— 

This typical current production model 
of a “no-sag" zigzag spring seat is an 
outgrowth of American Metal Products 
Co.'s original development first used in 


production on the 1950 Ford. 
aa 


merits of the two types of spring 
units. Zigzag proponents emphati- 
cally deny that seating quality or 
riding comfort has been sacrificed 
to gain a cost advantage. They 
muster strong arguments in sup- 
port of their statement that the 
new spring design has made possi- 
ble construction of a “better, light- 
er seat at lower manufacturing 
cost.” 

In any case, it is obvious to 
everyone in the seating business 
that the zigzag spring has been 
a major factor in pushing seat 
costs and weight down. Costs of 
coil-type spring unit assemblies 
have been forced downward to 
remain competitive. 

“Formed wire spring”’—a devel- 
opment by American Metal Prod- 
ucts Co.—has begun to move into 
the field. Many engineers look for 
formed wire to replace zigzag 
springs just as the zigzag replaced 
coils in many cushion applications. 
However, the day is not far off 
when the two types of metal 
spring units may have to stop their 
battling and close ranks to present 
a solid front of resistance to a new 
invader. 


The new rival is a pneumatic 
seat featuring a compartmented 
“bladder”—and requiring no metal 
spring unit at all. 

* * +” 


‘Showroom Feel’ 


Causes Trouble 

NE question on which most 

seating engineers privately are 
in agreement is that they share 
the problem of many automotive 
designers in deciding “should I 
give the customer what is best for 
him—or should I give him what he 
wants.” It seems that in satisfying 
the sales department (and the 
buyer) by providing the desired 
“showroom feel,” the body engineer 
actually has to make the seat 
softer than it should be for maxi- 





comfort. Buyers tend to 
choose an_ over-stuffed, plushy, 
“springy” seat—although firmer 
support probably would give better 
all-around comfort and freedom 
from fatigue. 

This brings up the common 
complaint of the suspension and 
ride engineer that everyone goes 
to a lot of trouble designing such 
components as tires, shock ab- 
sorbers, suspensions, and chassis- 
frame connection for the best 
possible ride . . . and then the 
seating engineer has to spoil ev- 
erything by putting in a sumptu- 
ous seat for showroom feel. 

This is, of course, merely a bit of 
good-natured kidding and by-play 

that shows up at meetings of the 
Society of Automotive Engineers. 
Evidence from studies and surveys 
shows that the great majority of 
people like the seats in present-day 
cars. 

Nevertheless, general satisfaction 
with the job they are doing has not 
caused seating engineers to relax 
their efforts to improve automobile 
seats. On the contrary, now that 
seating is recognized as an impor- 
tant part of the overall car riding 
problem, engineers are accelerating 
their efforts to take advantage of 
new materials and new design 
ideas in seat improvements that 
keep pace with the general ad- 
vancement of the industry. 

* * * 


Seat Components 


Undergo Change 
OME new trends are evident in 
changes under way in all seat 
components—including the frame, 
spring assembly, padding, covering 
materials and seat adjusters. 
Tubular steel frames dominate 
the field in structural members of 
the seat assembly. William Clark, 
manager of sales engineering for 
L. A. Young Spring & Wire Corp., 
a manufacturer of zigzag and coil 
spring assemblies, says the newest 
idea in coil units is to weld the 
spring unit directly to the seat 
frame, instead of joining the coils 
into a separate ‘sub-assembly. In 
the case of zigzag springs, retain- 
ers are first welded to the tube to 
receive the zigzag element. 
According to Clark, this “inte- 
gral sping package,” in which 


mum 





spring and tube are one unit, con- 

tributes to reduced weight and cost. 

Furthermore, the car manufacturer 

is said to gain the advantage of 

centralized responsibility for sup- 

ply of frame and spring unit, plus 
* * a 
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Coil-Spring Seat— 

Modern practice in coil-spring auto- 
mobile seats is typified by the assembly 
shown above. Two of the latest trends in 
this type of construction are the burlap- 
pad protector immediately above the 
spring unit, and the fabrication technique 
of welding the seat-back spring base 
directly to the tubular frame, instead of 
building the coil springs into a separate 
subassembly. 





benefits from handling fewer as- 
semblies at the auto plant. 

When specifically asked to de- 
scribe measures taken to reduce 
costs of coil spring units during 
the past five years, Clark sketch- 
ed an evolutionary process which 
began by using fewer coils per 
cushion through complete rede- 
sign and application of a flock 
fibre coating to the whole spring 
assembly. This eliminated the 
so-called “pocketed” coil, in 
which the individual springs 
were enclosed in burlap or mus- 
lin. The next economy step in 


some cases was a rubber-coated 
coil spring unit. 

Now, the cost-saving trend has 
led to the use of painted coils with 
a pad protector or support. Pur- 
pose of the pad support is to pre- 
vent the padding from sagging or 
cupping in the open spaces in the 
top surfaces of the spring assem- 
bly. The support usually is formed 
by a flat layer of burlap interlaced 
with wires. 

Despite the many claims and 
counter-claims on the relative mer- 
its of coils and zigzags, some engi- 
neers say neither has any inherent 
advantage in determining the qual- 
ity, comfort, or durability of the 
finished seat. One of the best bits 
of evidence that you can do a satis- 
factory job of seat design with 
either type of spring unit is found 
in a comparison of two Chrysler 
Corp. cars. The Plymouth has been 
using coil springs, while the high- 
er-priced Dodge has zigzag con- 
struction in the seat cushion. 

* *~ * 


Formed Wire Seen 
Replacing Zigzag 
IN the present type of zig- 
zag spring takes a breather 
from its battle with the coil spring, 
it may look up to find itself facing 
another rival. As a matter of fact, 
many engineers will say that the 
new battle is lost before it is be- 
gun. They assert that the formed 


| wire spring is the logical successor 


to the zigzag. 

According to Fred Matthaei jr., 
experimental engineer for Ameri- 
can Metal Products Co., the new 
formed wire designs have been 
used in limited production on 1954 
car seats. He says volume produc- 


‘|tion has been ordered by one ma- 
|jor manufacturer for 1955 models. 


Formed wire does appear to be 
the coming thing in zigzag pat- 
terns, if only because, in a com- 
parison with current designs, it 
continues to meet the demand 
for a better spring that also is 
lighter and less expensive. Mat- 
thaei considers formed wire to 
be advantageous because it en- 
ables the seat designer to make 
more efficient use of the metal 
by “putting wire where it is 
needed.” 

In other words, the design ar- 
ranges the wire so that flexibility 
and load - carrying ability are 
greater near the back of the seat 
cushion than at the front. This 
characteristic will ‘be equivalent to 
coil spring cushion design in which 
the coils vary from front to rear to 
give support as needed across the 
cushion profile. 

Formed wire also is said to give 


ia “deader” seat, with less rebound 
' tendencies. 


This change should 
help quiet criticism from _ coil- 
spring defenders who claim that 
zigzag springs tend to make a 
“nervous” seat construction that is 
somewhat deficient in damping 
qualities. 

x - * 


Pneumatic Seat 


Ready for Debut 


(eaeressrst for all types of 
metal spring assemblies may 
be in the offing from the “air mat- 
tress.” A subject of experiment and 
debate among seating engineers for 
a number of years, the pneumatic 
seat appears ready for its first real 
commercial trial. 

Several sources say that U. S. 
Rubber Co. has perfected a novel 
pneumatic seat that will make its 
appearance on a 1955 vehicle to be 
announced later this year. Princi- 
pal innovation will be a bladder- 
type construction that replaces the 
conventional metal spring unit in 
the seat. 

Typical inflated air pressures are 
said to range from two to six 
ounces per square inch. The driver 
may make minor adjustments of 
air pressure to compensate for 
road conditions, etc., by bleeding 
air out for a softer seat—or pump- 
ing air in to increase pressure. A 
rubber bulb, resembling a syringe, 
is provided or this purpose. 

The bladder is divided into vari- 
ous cells or individual compart- 
ments that permit variable pres- 
sures across the width of the seat. 
The driver and passenger may e4- 

(Continued on Page 27, Col. 1) 
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Result of 10-Year Trend... 


‘09 Models Point Up 


Revolution in Seating 


(Continued from Page 26) 


just firmness of the air cushion to 
suit their own personal prefer- 
ences. 

Some say that such a seat is 
the answer to an_engineer’s 
dream for individual, on-the-spot 
adjustment for “personalized” 
seating. Variable air pressure 
also would seem to obviate the 
“showroom feel” concessions, 
since the driver could inflate the 
seat further if he found that the 
“soft seat” was not quite right for 
a long trip. 

Although the first commercial 
application of the new seat is ex- 
pected on a truck, several car 
manufacturers are known to be ex- 
perimenting with similar units. This 
is a development worth watching. 
It could have a profound effect on 
car seat construction during the 
next few years. 

Experience with the pneumatic 
seat certainly will be followed close- 
ly by seating engineers throughout 

the industry. Many of them still 
will “have to be convinced” of the 
merits of such a design. One engi- 
neer who has done extensive ex- 
perimenting with various pneu- 
matic seats said very emphatically 
that he “never saw one that was 
satisfactory.” 

Another automotive seating au- 
thority said that he will be most 
interested in seeing just how the 
air compartments are arranged. 
He says the seat will be uncom- 
fortable if it does not provide pres- 
sure variation from front to rear 
of the cushion. In addition, he 
says it is desirable to have a soft 
compartment running along the 
front edge of the Seat. 

* = 


Foam Rubber Pad 


Gets New Rival 


i“ SEAT padding materials, the 
new isocyanate foam promises 
to be a threat to the new-found 
supremacy of foam rubber latex. 
Status of this development now is 
described as a scramble for pro- 
duction know-how among several 
rubber and chemical companies. 

Isocyanate foams are made by 
combining diisocyanates (derived 
from toluene) and polyesters. When 
these two complex organic chem- 
icals are mixed under the proper 
conditions, they produce carbon di- 
oxide—which creates a foam by 
forming minute bubbles in the ma- 
terial. 

Automobile manufacturers are 
interested in the new synthetic 
foam because the controlled 
foaming produces a structure re- 
sembling natural foam rubber, 
but with low density and high 
mechanical strength. In plain lan- 
guage, it is lighter and tougher 
than foam rubber. 

Mobay Chemical Co. (a Monsan- 
to subsidiary) has samples under 
test by various auto companies. 
And Jack Sturte- 
vant, body design 
staff engineer at 
Chrysler Corp., 
had a sample of 
Goodyear’s ver- 
sion of isocyanate 
sponge (Airfoam 
SL) in his office. 
Obviously well- 
informed on the 
new material, 
Sturtevant enthu- 
siastically p re - 
dicted a promising outlook based 
on qualities that make isocyanate 
potentially superior to foam rubber 
for seat padding. 

Although it is resilient, isocyan- 
ate is “sluggish,” compared with 
the quick spring-back of foam rub- 
ber. This characteristic is expected 
to enhance damping qualities and 
give less “jiggle.” Since the chem- 
ical ingredients are precisely bal- 
anced, and foaming is controlled to 
give any desired percentage of 
closed cells in the internal struc- 
ture, isocyanate is said to have ex- 
cellent long-term set properties. In 
addition, its weathering qualities 
and resistance to deterioration 
from sunlight are superior to those 
of foam rubber. 

Originally a German develop- 





Jack Sturtevant 





ment, the material already is used 
in that country for some automo- 
bile and theater seat pads. When 
production and cost problems are 
solved, isocyanate’s properties are 
expected by many engineers to 
make it the “padding of the future” 
in the American auto industry as 


well. 
* *¢ ® 


Activity Extends 


To Seat Fabrics 


Wits all the activity in auto- 
mobile seat design, covering 
materials are receiving a good 
share of attention. A current trend 
in the textile industry is to blend 
the natural and synthetic fibres to 
utilize various unique characteris- 
tics of each in complementary 
fashion. 


One seating engineer, however, 
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MOBILE EQUIPMENT 





Mobile Equ 


| mentioned the growing popularity 
|of vinyl-coated fabrics, and gave 
|the opinion that they are the 
“coming thing” in seat covering 
materials. 

One of the latest experimental 
materials being tested by stylists 
and trim engineers is a completely 
new effect achieved with a dis- 
continuous nylon coating on cot- 
ton or wool. Attractive “ribbed” 
patterns (in various designs) give 
the material a pleasantly rough 
feel. And the expectation is for 
better ventilation than obtain- 
able with a continuous plastic 
coating, since air is free to pass 
through the base fabric. 

Announcement only two weeks 
| ago of a new “plastic coated plas- 
| tic’ developed by the Textileather 
| Div., General Tire & Rubber Co., 
|indicates that the plastic-coated 








| Broaching Unit Handles 
1,800 Parts Per Hour 


HUDSON, Mass. — Twenty indi- 
vidual, self-operating fixtures en- 
able a new continuous broaching 
machine to broach 1,800 connecting 
rods per hour, according to its 


maker, Lapointe Machine Tool Co. 
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natural fabrics may be in for some 
severe competition. The product, 
known as “Tolex 24900 Excel,” has 
a synthetic fabric base material 
supporting the plastic coating. It 
is said to combine the luster and 
smooth feel of all-plastic film with 
durability and tear-resistance of a 
fabric-supported plastic. 


Natural fibres should by no 
means be counted out of the pic- 
ture in use for upholstery textile 
fabrics. There probably always will 
be a place for wool, cotton, silk, 
mohair and linen. As a matter of 
fact, Packard’s recent introduction 
of linen upholstery for automobiles 
has ushered in the era of decora- 
tor’s fashion colors and fabrics in 
car interiors. Aside from the desir- 
able “feel” of linen and its other 
attributes, an important advantage 
cited by Packard stylists is the po- 
tentially unlimited choice of print 
color and design. 

Leather, another natural mate- 
rial, is still used to satisfy special 
requirements in upholstering. But 
one engineer stated candidly that, 
in his opinion, American leather 
will continue to lose ground to the 
newer materials unless it is im- 
proved in quality. He says leather 
should be made softer and more 
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supple, and with fewer scratches 
and surface blemishes. 
* * * 


Adjusters Subject 
For Debate 


PONTIAcCS universally adjustable 
seat often is referred to as the 
forerunner of future adjustment 
devices for other cars. In addition 
to forward-and-back and up-and- 
down movement, the seat is tilta- 
ble toward or away from the steer- 
ing wheel. ; 
Matthaei is of the opinion that 
in the future some type of univer- 
sal adjustment feature will be used 
on all cars. He believes the low- 


priced cars will use manual ad- ~ 


juster, with four-way power opera- 
tion going in the higher priced 
lines. 

Charles Miles, chief product en- 
gineer at F. L. Jacobs Co., jokingly 
says that the complete adjustabili- 
ty wanted by most people could 
only be provided by mounting the 
entire seat on a swiveling ball joint. 
But, in a more serious vein, Miles 
firmly expressed his belief in the 
future of power-operated seat ad- 
justers. As an example of what 
already has been done, Miles pointed 

(Gontinued on Page 36, Col. 3) 
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power steering of 


service and is used in 
for steering only. 


COMPLETE PACKAGE 


Series VT16 has integral volume control valve 
. also an integral oil reservoir. 


This is a complete hydraulic power package for 


and relief valve . . 


steering. 


SIMPLIFIED INSTALLATION 


This compact and complete power package is 
easily and quickly installed. All you need to do 


is bolt it on, make 


and couple the power. 


LONGER PUMP LIFE 


The exclusive Vickers \ 
inates pressure-induced bearing loads and the 
ar. These lighter bearing loads 


mean much longer bearing and pump life. 


consequent we 


NO LOAD STARTING 


At rest and normal starting speeds, the sliding 
vanes are retracted; only after engine fires do 
vanes extend and pumping begin. 


ASK FOR BULLETIN M-5104A 


VICKERS 


DIVISION OF THE SPERRY CORPORATION 
1532 OAKMAN BLYD. « 


a separate hydraulic circuit 


two hydraulic connections, 


Series VT16 Vickers Pump with 


integral volum > ? 
aa valves and oil reservoir. 


For hydraulic power steering. 


HIGH OPERATING 
EFFICIENCY 


The vane type construction, 
hydraulic balance and auto- 
matic maintenance of optimum 
running clearances enable these 
pumps to deliver more oil with 
less power. This high operating 


“Hydraulic Balance” elim- 


6 PUMP N 


HYDRAULIC POWER 
AND MATERI 


The Vickers Series VT16 pump is used a 
H widely than all other makes combined for the 
automobiles. It is now avail- 
able for the first time for the hydraulic power 
| steering of trucks and materials handling re 

It has all the characteristics important to this 
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e control and 


efficiency is maintained 


Incorporated 
DETROIT 32, MICH. 


1g Offices: ATLANTA * CHICAGO (Meiro- 


politan) « CINCINNATI « 


LOS ANGELES (Metropolitan) © NEW YORK (Metropolitan) 
FORD + SEATTLE = TULSA + WASHINGTON « 


ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 


throughout the long pump life. 


. Ranting 
ies VT17 Vickers Pump is simi 
ae VT 16 except that it does not 

include the oil reservoir. 
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A New Day Is 
Car Owners 


THIS NEW TIRE WILL BE STANDARD EQUIPMENT ON 1955 
AND CONSTRUCTION SINCE FIRESTONE INTRODUCED THE 
OF SAFETY, RIDING COMFORT, MILEAGE AND SILENCE—YOU 





HE new 1955 cars will headline 

many new features, but none of 
them will be more important to your 
safety, your comfort or your pocketbook 
than tubeless tires as standard equipment 
at NO EXTRA COST! 

Tubeless tires have been selling at 
premium prices. But Firestone has suc- 
ceeded in building the new Firestone 
De Luxe Champion Tubeless Tire to 
sell at the same price you would pay 


_ for a conventional tire and tube. 


Automotive Engineers Acclaim 
New, Silent Safti-Grip Tread 

When the new Firestone De Luxe 
Champion Tubeless Tire was first offered 
to car manufacturers, they subjected it 
to their most severe and exhaustive tests. 
And this new tire passed every test with 
performance far beyond all expectations. 


They found that the exclusive new 
SILENT SAFTI-GRIP TREAD runs quietly 
and refuses to squeal on even the sharpest 
turns. It gives greater protection against 
skidding and greater traction than any 
tire ever before offered as standard equip- 
ment. And they found that its revolution- 
ary new design makes it a real champion 
for long, trouble-free mileage. 


Takes the Danger Out of Blowouts. 
Seals Punctures Against Loss of Air 


The new SAFTI-DIPPED CorD Bopy, 
the new SAFTI-LINER and TUBELESS 
CONSTRUCTION make this tire extra 
strong and take the danger out of blow- 
outs. Damage which might cause an 
ordinary tire to blow out becomes as 
harmless as a slow leak. And if a nail or 
other sharp object should penetrate the 


Come In and See the NEW 
Firestone 


TUBELESS TIRES 


Enjoy the Voice of Firestone on radio or television every Monday evening over ABC 


Standard Equipment 
You Can Put Them 








extra-tough tread and cord body, the 
SAFTI-LINER prevents loss of air, mini- 
mizing the danger and annoyance of 
punctures. 


Never Before Such Riding Comfort, 
Never Before Such Steering Ease 


The car engineers were extravagant in 
their acclaim for its sensational riding 
comfort and steering ease. They found 
that it absorbs bumps and road shocks 
and provides a super-soft cushion of rub- 
ber and air which smooths out even the 
roughest roads. And they liked the extra- 
tough CuRB GUARD which protects 
white sidewalls. 


Yes, Firestone, the Pioneer and Pace- 
maker, has done it again! The new 
Firestone De Luxe Champion Tubeless 
Tire, at the price of a conventional tire 
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Dawning for the 
of Americat | 


CARS—IT IS THE FIRST TIRE COMPLETELY NEW IN DESIGN 
BALLOON TIRE IN 1922—SETS ENTIRELY NEW STANDARDS. 
CAN PUTA SET ON YOUR PRESENT CAR AT NO EXTRA COST! 


and tube, now takes its place with the first 
non-skid tread, the first straight-side tire, 
the first balloon tire and many other 
Firestone “firsts” as a notable contribu- 
tion to automotive safety, comfort and 
economy. 























You Can Have This Tire on Your 
New 1955 Car or Your Present Car 


If you buy a 1955 model of any make, 
you can have it delivered on new Firestone 
De Luxe Champion Tubeless Tires at no 
extra cost. Or, if you continue to drive 
your present car, place your order now 
| for a set of new Firestone De Luxe 
Champion Tubeless Tires. Your nearby 





Firestone dealer or store will buy the 
unused mileage in your present tires. 
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Champion 


| on the New 1955 Cars 
on Your Present Car 






Also 
Available 
For Use 
With Tube 
Or With 
Black 
Sidewall 


Copyright, 1954, The Firestone Tire & Rubber Co. 
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INFRARED DRYER —This portable unit 
contains seven 250-watt ceramic bulbs of 
a new design with a guaranteed life of 
5,000 hours, according to the maker. The 
bulbs are operated on either separate or 
combined circuits by three switches, thus 
making it possible to use any combina- 
tion of bulbs, according to Trippe Mfg. 
Co., 218 N. Jefferson St., Chicago 6, Ill. 

eui@ <3 


Accurate Issues New Edition 


Of Clutch Service Manual 


An expanded edition of its clutch 
servioe manual has been published 
by Accurate Parts Mfg. Co., 1600 
S. Ashland Ave., Chicago 8, Il. 


The 48-page booklet gives latest 
data on construction, operation and | 
repair of solid-friction conventional | 
clutches. One section analyzes the 
causes and correction of clutch 
troubles. Price of the booklet is $1. 


. * * 
Tuneup Specifications 
Available for Mechanics 


Tuneup specifications for every 
American -made automobile in- 
cluding 1954 models, are included 
in the new “Blue Streak” tuneup 
wall chart made available to all 
mechanics by Standard Motor 
eg Inc., Long Island City, 


The chart also lists tuneup 
specifications for Chevrolet, 
Dodge, Ford, GMC and Interna- 
tional trucks. 


Copies of the chart may be ob- 
tained, free of charge, by writing 
Tune-up Chart, Standard Motor 
Products, Inc., 37-18 Northern 
Blvd., Long Island City 1, N.Y. 


* \* * 
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RUBBER COATING—Rub-R-Ize is a liq- 
vid-rubber protective coating which is said 
to dry to live rubber. The maker says it 
is noninfammable and can _ withstand 
temperatures up to 220 degrees and down 
to 20 degrees below zero. It can be used 
on exhaust, muffler and ignition systems, 
and many other items. Rub-D-Ize can be 
dipped, brushed or sprayed, according to 
Rubber Magic, Inc., 4312 Third Ave., 
Brooklyn 32, N. y. a 

* 


Power Equipment Catalog 
Lists Ford Implements 


A 16-page catalog, “Power Equip- 
ment for Your Profit Zone,” has 
been published by the tractor and 
implement division of Ford Motor 
Co., Dearborn, Mich. 

It enumerates in words and pic- 
tures such implements as hydrau- 
lically operated loaders, snowplows, 
various types of blades, rear-end 
cranes, saws, gecopes and mowers. 

* * 


Kaiser Offering Package 
On Aluminum Floors 

Truck body fabricators, seeking 
to eliminate die costs for individ- 
ually designed truck floor sections, 
are now offered a complete stand- 
ard aluminum floor package by 





Kaiser Aluminum and Chemical 
Sales, Inc., Oakland, Calif. 

The new extruded truck and 
trailer floor systems are designed 
specifically for dry van and refrig- 
eration units. Both dry cargo and 
duct floor systems are available. 
Although the floors can be adapted 
to any particular truck, or trailer 
manufacturer’s design, the side sill 
of the new Kaiser Aluminum floor- 
ing initially has been developed for 
internally braced bodies with 2-inch 
vertical side posts and .050 inch 
skin sheets. ’ 

* 


j * 
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TERMINAL DISPENSER — The One-at-a- 
Time container is easy to open and can 
be reused as a container for parts, it is 
said. A transparent plastic ‘‘bubble” holds 
the terminals and keeps out dust. Twenty- 
four varieties of terminals, clips, connec- 
tors, insulators and solderiess terminals 
come in these dispensers. Standard Motor 
Products, Inc., 37-18 Northern Bivd., Long 
Island City 1, N. Y. 5 


Herman Folder Describes 


Ice Cream Bodies 


Herman Body Co., St. Louis, has 
prepared a color folder describing 
its Zeromatic ice cream bodies. 

The bodies are available in alu- 


-minum or steel. Copies of the folder 


may be obtained from Herman 
Body Co., 4400 Clayton Blvd., St. 
Louis 10, Mo. 

* 


Brown Trailers Issues 


Dealer Publication 


First edition of The B-Line, | 
monthly publication for trailer and 
truck-body dealers, has been issued 
by Brown Trailers, Inc., Toledo. 

The four-page tabloid paper 
carries pictures and news of Brown 
dealer activities. 





MECHANIC'S LIGHT—Hed-Lite facilitates 
the work of the mechanic under the car 
or hood and leaves his hands free and 
his eyes unaffected by glare, according 
to Korkie of California, 152 W. Pico Bivd., 
Los Angeles 15, Calif. 





RATCHET—This design is said to be so 
simplified, with fewer moving parts, that 
there is virtually nothing to get out of 
order. The new ratchet has a smaller 
head. The shank is tapered for balance. 
Thorsen Tool Co., 5321 E. Horton, Oak- 
land, Calif. 


HAND RIVETER—Designed for use on 
Chevrolet and Cadillac grilles, the tool is 
said to remove old rivets quickly and 
install new ones. Fulcrum linkage is ad- 


; | justable for different thickness of metal. 


A hand pressure of 100 pounds on the 
handles produces one ton of pressure at 
the end of the jaws, according to Pruden 
Tool Co., 310 W. Sixty-eighth St., New 
York 23, N. Y. 


a * x 


Booklet on Truck Recorder 


Published in 4th Edition 


A fourth edition of the book- 
let, “10 Ways to Get More Work 
From Your Trucks,” has been 
released by Service Recorder Co., 
1875 Euclid Ave., Cleveland. 

The -booklet explains how the 
recorder makes permanent rec- 
ords of when and how long 
trucks stand still, and when and 
how long they are busy each day. 

* of ad 





CAR SANDER—The Skid-Master fits all 
standard car models except convertibles 
and station wagons. It has rattleproof 
rubber hoppers which fit out of the way 
in the corners of the trunk. It is operated 
from a dashboard control switch. Highway 
Safety Appliances, Inc., 1381 Marshall 
Ave., St. Paul 4, Minn. 

= * 


Booklet Describes Preheater 


For Diesel, Gas Engines 


KIM Hotstart Mfg. Co., W. 917 
Broadway, Spokane 1, Wash., has 
announced availability of literature 
describing the KIM Hotstart, an 
electric preheater for diesel and 
gas engines. 

Typical installations are shown 
in the booklet and specifications 


listed for various sizes and types. 
a x a 


NEW PRODUCTS 











TRACTION AID — Traction Klips are 
curved metal loops of spring steel, de- 
signed to fit around the tire tread and 
sidewall and to provide a sure grip. They 
are said not to damage the tire. They 
can be removed easily with a lever which 
is included in the set. Campbell Chain 
Co., 1941 Norway St., York, Pa. 

* * 


Truck Equipment Markets 


New-Type Radius Arm 


Truck Equipment Co., 1791 Fill- 
more Ave., Buffalo 14, N. Y., is 
marketing a newly designed Guard- 
ian radius arm for use on trucks 
and tractors, replacing the com- 
pany’s TECO radius rods. 

The new arm, the company says, 
transmits from the axle to the 
frame all braking and starting 
forces, leaving the truck springs to 
do the cushioning job for which 
they are primarily intended. The 
result, the company says, is the 


elimination of the forces which 
wind up springs, break center bolts, 
fatigue and break leaves, and cause 
expensive breakdowns and repairs. 

Kits are available for all makes 
of trucks directly from the com- 
pany or through its distributors, it 
was announced. 





BUMPER LIFT—Model 
spring-mounted caster, named Flying 
Saucer, which provides freedom of move- 
ment while placing the lift. Additional 
features include a control grouping with 
a new offset handle for maneuvering of 
lift and a valve actuator safety latch re- 
lease which permits lifting and lowering. 
Automotive Equipment Mfg. Co., 11000 
S. Alameda St., Lynwood, Calif. 


cs * * 

Galion Catalog Features 
Bodies, Hydraulic Hoists 

Publication of a new four-page 
catalog descriptive of Galion All- 
steel Model 12N-3 bodies and 
Model 600, 700 and 710 hydraulic 
hoists is announced by Galion 
Allsteel Body Co., Galion, O. 

The folder is illustrated with 
action photos, line sketches and 


cut-away views. Construction de- | 


tails and mechanical features of 
bodies and hoists are discussed 
and full specifications are in- 
cluded. 


CAR THERMOMETER—This auto-window 
thermometer is built of transparent Tenite 
plastic. It is clipped to the vent window. 
Taylor Instrument Companies, 95 Ames St., 
Rochester, N. Y. 

* * 


GM Vacuum Pump Adopted 
By Other Car Makers 


A rotary vacuum pump devel- 
oped by the AC Spark Plug divi- 
sion of General Motors and used 
on 1954 Cadillacs has been 
adopted by other car manufac- 
turers for their 1955 models. 


According to Martin J. Caserio, 
AC chief engineer, the pump de- 
velops up to twice the operating 
vacuum force of diaphram-type 
booster pumps. 

“Nothing is more annoying to 
a motorist on a rainy day,” 
Caserio said, “than windshield 
wipers that stop when driving up 
a hill or passing another car. 

“Our rotary pump creates a 
high static vacuum that moves 
the wiper blades under practi- 
cally all road conditions.” 
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PUNCTURE SEALING—Selo is a non- 
inflammable compound which is injected 
into the inner tube of the tire with o 
special air gun. It is said to seal punc- 
tures instantly during the life of the tire. 
National Automotive Chemical Co., 14660 
Schaefer Highway, Detroit Mich. 

* 


Catalog Describes Installation 
Of Truck Brake Hose Holder 


A three-color catalog covering 
brake hose holder and coupler in- 
stallations for tractor-trailer 
brakes has been published by Vari- 
Products Co., 2450 S. Prairie Ave., 
Chicago 16, Il. 

The catalog is punched to fit all 
standard loose-leaf binders. Copies 
are available upon request. 

* * * 
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BRAKE PARTS STOCK—An assortment of 
master and wheel cylinder repair kits 
and hydraulic brake hose is part of oa 
new plan for operative stock control. The 
plan calls for a yearly revision according 
to vorying popularity of makes in order 
to eliminate obsolescence. Displays range 
from a single shelf to a seven-foot rack. 
United Parts Mfg. Co., 1250 W. Van Buren 


St., Chicago 7, Ill. 
x 


Lacquer Preparation 


Hints for the preparation and use 
of Quik-Wink lacquer primer-sur- 
facer for automotive refinishing are 
given in a bulletin available from 
Arco Co., 7301 Bessemer Ave. 
Cleveland 27, O. 

a 





VALVE GAPPER—Model Ill is designed 
to measure valve clearance or gap on 
engines with overhead valves. With 
adapter, it is said to fit all cars with 
valve-in-head engines and all valve-in- 
head Ford truck engines except three 
models. Model III-F fits Ford, Mercury, 
Lincoln and Ford truck engines with over- 
head valves. It is stated that the gapper 
also can be used on engines with hy- 
draulic lifters. Other gappers are avail- 
able for GM-71 series diesel engines. P 
& G Mfg. Co., 2262 N. Albina Ave., 
Portiand 12, Ore. 
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Hot) IO) YP 7 owners, service men 


PENNZOIL22-7 


FULL POWER INGREDIENT BUILT IN 
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coast to coast tell you... 


TTT 


RESTORES POWER SO QUICKLY, SO COMPLETELY 
YOU ACTUALLY FEEL THE DIFFERENCE BEHIND THE WHEEL 





11 MORE HORSEPOWER FOR '51 CHEVROLET! 


*Ran test three times to eliminate chances of error. Pennzoil with Z-7 showed an increase 
of 11.25 R. W. Horsepower at 60 MPH. All hydraulic valve lift clatter was gone. We 
consider this a remarkable test.” 
WI1uiaM MELLINGER, Service Ma 
Packard Lancaster Co., Lancaster, Pa. 


PONTIAC ENGINE PING DISAPPEARS! 

“Tried many oils and additives without success, then serviced this car with Pennzoil with: 
Z-7. Owner said that not only did the engine ping disappear but also that the car was 
functioning better than it been for some time. You can be sure that with results like 
this, we are completely sold on Pennzoil with Z-7.” 


EDMUND NEALE, Service M. 
Montauk Pontiac, Inc., Say Ghose, N. Y. 


SIX HORSEPOWER INCREASE IN 1951 FORDI 

“ ... Instruments showed 32 hp delivered at the wheels. Oil was drained... installed 
Pennzoil with Z-7 using four quarts. A second test was conducted on the dynamometer 
with a net increase of six road horsepower delivered at the wheels.” 


Gorpon W. WartTTson, 
Downtown Buick Company, Kansas City, Mo. 


STOPS VALVE NOISE IN 53 LINCOLNI 


“... Prevalent valve noise was completely eliminated after a few miles with Pennzoil with 


Z-7. Not only proves your claims but exceeds 
Ear_e M. RicHarpson, Owner 


Albany, N. Y. 


CHRYSLER IN TOP CONDITION GAINS 10 HP! 


At 2,500 RPM 92 hp was delivered to the rear wheels. We then chan this 1953 
Chrysler Newport to Pennzoil with Z-7. At 2,500 RPM the engine delivered 102 hp to the 
rear wheels! We were amazed .. . adding 10 hp to the rear wheels in a motor we believed 
to be in excellent condition is an outstanding achievement.” 
Epwarp R. Goutp, General Manager 
R. O. Gould Co., Long Beach, Cal. 


GIVES "50 CADILLAC NEW CAR PERFORMANCE! 


“| ..Drained the oil, installed a new oil filter cartridge and six quarts of Pennzoil with 
Z-7 in a 1950 Cadillac with over 40,000 miles. After one week of driving with Pennzoil 
with Z-7 in the crankcase, the performance was equal to a 1954 Cadillac just taken off the 
showroom floor. Pennzoil with Z-7 certainly seemed to do the trick.” 

James O. Rouricu, Vice President 

Charles W. Rohrich Company, Pittsburgh, Pa. 


100% SATISFACTION FOR USED CARS! 


* ... Returned because of sticky valves. Had decided to tear this engine down and replace 
the lifters, (then) changed the oil to Pennzcil with Z-7, gave it a road test. Can honestly 
say I have never seen a motor oil that gives as good results. Gave 100% satisfaction to both 
myself and my customer, as all evidence of sticky valves was eliminated. Rest assured all 
future used cars handled by us will be serviced with Pennzoil with Z-7.” 


JOsEPH F.. RHEIN, Service Manager 
Charles Taeymans, Babylon, N. Y. 


GET THE FULL 
PROFIT STORY 


MAIL THIS COUPON TODAY a a 


©1954, The Pennzoil Co., Member Penn. Grade Crude Oil Assn., Permit No. 2 





THREE CARS AVERAGE 15 MORE HP! 


“Results of tests with Pennzoil with Z-7 were beyond belief in that increased horsepower 
resulted in cars tested by merely changing the oil. For example, in a 1949 Cadillac, 1952 
Chevrolet and my own 1953 way Ram V-8, the average increased 
es load was 15 after dynamometer tests. I’m certainly sold on Pennzoil 
wi ° 
Everette H. Russ, Service Manager 
Joe Fisher, Portland, Oregon 


LESS OIL CONSUMPTION IN 50,000 MILE ENGINE! 


“After running test on a customer’s car on the dynamometer and seeing such an increase 
in horsepower, I put Pennzoil with Z-7 in my car. This engine has 50,000 miles and has 
not been touched. I have been using about 3 quarts each 1,000 miles. Since I — to 
Pennzoil with Z-7 I have used 1 quart in 1,400 miles and the engine performs a lot better 
with smoother acceleration.” 
B. J. Morrett, Service Ma 
B & B Motors, Inc., Louisville, Ky. 


1949 CADILLAC GAINS 12 HORSEPOWERI 


“It is hard to believe that my Cadillac increased 12 h merely c ng the oil to 
Pennzoil with Z-7. It is unbelievable, especially when he es has ‘one 4 060 miles on 


it—almost all city driving. The dynamometer showed me the hp; driving the 
car proved it to me.” 
A. J. SHERRILL, Owner 
Portland, Oregon 


Change customer complaints to 
compliments on your service—by just 
changing the oil to Pennzoil with Z-7! 


Make this test: Put Pennzoil with Z-7 in an engine that’s hard to start, 
that runs rough, that has severe hydraulic valve clatter. Then simply run 
it at a fast idle for about 30 minutes. 

Results will prove to you that Pennzoil with Z-7 is the greatest devel- 
opment in motor oil history—that here at last is your key to satisfied car 
Owners...more service Customers...big used car profits...greater net profits! 


ee ee ee ea Pee ee ee 


THE PENNZOIL COMPANY, OIL CITY, PA. 
I'd like more information—and proof of performance—on Pennzoil with Z-7. 
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After Plant ‘Revolution’ . . 
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99 Plymouths to Roll Today 


(Continued from Page 21) 


fore the design was fully tested | says 


and approved. As a matter of fact, 
they started when engineering was 
in the clay-model stage—even be- 
fore the first metal prototype had 
been assembled. Br 


ORE than 18 months ago, in 
February, 1953, Demrick and 
the Plymouth plant engineer and 
master mechanic studied the body 
clays of the 1955 design. 
They took plaster impressions 
from the full-size model, and 


then-unavailable metal parts. 

Then, as a stream of engineering 
approvals came through for vari- 
ous parts, manufacturing people 
followed the tool releases to initiate 
action whose ultimate effect was to 
make sure the tool engineer ob- 
tained or designed the tools needed 
to build the car. 

The current changeover is the 
first in which Plymouth has used 
the plastic skins or dummies as 


stand-ins for metal parts. Demrick 
they’ve been very useful in 
expediting plant layout, materials 
handling functions and design of 
the new conveyor systems which 
furnish the life-stream of a modern 
high-production plant. 

& s * 


Distributing Responsibility 


I DISTRIBUTION of responsi- 
bility, the plant engineer takes 
care of materials handling and 
painting equipment, while the 
master mechanic plans for process- 
ing and machining ‘needed to build 
the new car. 


The plant is divided into six 


The key men hold weekly con- 
ferences for organizing and coordi- 
nating the overall activity. These, 
of course, are supplemented by in- 
numerable impromptu sessions and 


on-the-spot meetings in the hectic- 
orderly atmosphere of the short 
period during which more than 300 
men work under pressure to per- 
form a factory tear-down and re- 
build job that would be a creditable 
performance if accomplished in 
months in any other setting. 
Company managements have 
come to share the popular Ameri- 
can frame of mind in which we 
expect (and often get) “minor mir- 
acles” from the automotive indus- 


try. 
* 8 *@ 


PERATIONS sheets are made 

up to describe functions that 
will have to be performed when 
the plant is in production. A typi- 
cal sheet used in materials han- 
dling and conveyor planning: 
“Unload fender from box car at re- 
ceiving dock and attach fender to 
conveyor.” 

As part of the preparations for 
the first production “dress re- 
hearsal,” the tool engineers built 
two complete cars “for practice” 
to make sure the tools performed 





Bonderite Booth— 


While Plymouth was down for change- 
over, the Bonderite equipment installation 
was completely revamped. The pre-paint- 
ing process for sheet metal parts (fen- 
ders, hoods, etc.) begins here with an 
anti-corrosion treatment prior to applica- 
tion of primer coatings. 


as expected. These cars were 
then disassembled, and subse- 
quently rebuilt in a trial run of 
the new assembly line about two 


weeks ago. 

After approximately five days for 
making changes and solving prob- 
lems, the second dress rehearsal 
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Herbert Kaulfers 
Service Manager 
KASSEL CADILLAC CO. 


Here's the efficient operating set-up at Kassel Cadillac Co., 



















Union City, N. J. The picture above shows the service 
floor, with Lincoln Overhead Lubreels in use. 


“In our shop, quality is the first consideration," 


says Service Manager Kaulfers. 


“As far as lubricating equipment is concerned, 


we have found that only Lincoln Equipment 


meets our rigid standards. 


“With Lincoln, we are able to deliver top quality 


lubricating service with minimum fuss and 
trouble. Our Overhead Lubreels are unmatched 


for convenience .. 


. contribute to the clean, 


business-like appearance of our shop.” 


LINCOLN ENGINEERING CO. + 5709 Natural Bridge Ave., St. 
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was held—at which time thing: 
were “expected to be right.” 

In these trial runs, each opera- 
tion was performed in exactly the 
manner visualized for the produc- 
tion worker or machine operator. 
The man stood in the designated 
location, and used equipment plan- 
ned for use in full-scale produc- 
tion. 


Time study personnel worked in 
close cooperation with the manu- 
facturing and tooling experts 
throughout this process. 

As an important outgrowth of 
the dress rehearsals, production 
executives accumulated informa- 
tion that was used to organize 
instructions for the various fore- 
men. Reports were prepared to de- 
scribe the particular operation 
involved, and tell the foreman ex- 
actly what types of help would be 
needed, and how much total man- 


power he should have available. 
> * s 


Four-Doors Only 


ANOTHER innovation at Plym- 
outh this year is the manner 
in which production of the various 
models will be phased in gradually 
(but in a hurry!) after a period in 
which only four-door body styles 
are manufactured. 

During approximately the first 
two weeks of production, only 
four-door sedans will be built. 
The plant will then gradually 
swing into production of the 
complete line over a period of 
several weeks. 

This process will start by inter- 
posing a small number of different 
body types (five club coupes per 
hour) into the assembly line. Pro- 
duction of each model will be ex- 
panded as the plant gains experi- 
ence and “learns how to build that 
particular car.” 

Manufacturing inspection sys- 
tems in the “plant. inspection” de- 
partment are subject to _ spot- 
checking and overall control by 
the “quality check” function, which 
reports -directly to the manufac- 
turing vice-president. 

* * * 


NGINEERING tests on the en- 

gine and all new components 
had, of course, been completed 
prior to release of each item for 
production. A complete (but dis- 
guised) four-door prototype has 
been running for about five 
months. 

Four or five of the first 10 cars 
built today will be taken by en- 
gineering test departments for a 
thorough going-over. 

Every precaution obviously is 
taken to insure quality control and 
avoid troublesome bugs in the 
early production cars. A suitable 
personnel training program natur- 
ally is vital to the success of this 
program. 

On machine operations, the job 
setters train the relief men—who 
assist in training the actual pro- 
duction workers. For assembly- 
line work, the foremen and utility 
men are responsible for instructing 
all personnel. 

Such thoroughness is all-impor- 
tant in determining the tone of the 
vital first public reactions to a new 
car. Assume a new model to be 
smartly styled, soundly engineered, 
shrewdly merchandised and ag- 
gressively sold. Then, the quality 
of workmanship on the first 50,000 
may regulate how long it takes to 
sell the next 50,000. 

* . 


Physical Changes 


AN IMPRESSION of the scope 
of physical changes in the 
plant may be gained by knowing 
that more than 7,000 feet of new 
conveyor lines were installed just 
for handling engines. To make this 
installation, the plant roof struc- 
ture had to be altered, walls 
moved, offices relocated and floors 
rebuilt. 

Engine shipping and receiving 
docks had to be re-vamped be- 
cause of changes in entry and 
exit points. 

The Plymouth assembly plant is 
receiving its V-8 engines and rout- 
ing them to a transfer area for 
scheduling into the assembly oper- 
ations. 

At the same time, the plant is 
doing the complete manufacturing 
job on its six-cylinder engine. Some 
of these engines also are routed 
into Plymouth assembly lines, 
while the others are put onto the 
outgoing conveyor system for 
transit to the shipping dock. One 

(Continued on Page 33, Col. 1) 
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09 Plymouths Rolling 
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From Revamped Plant | 


(Continued from Page 32) 


in-plant storage area is designed 
to hold 5,000 engines. 

A new type of flooring has been 
installed at the point where a crane 
lifts incoming bodies from the 
truck and deposits them on the 
floor. Less warpage and longer 
floor life are expected from a new 
construction consisting of 12-inch- 
square steel plates imbedded in 
concrete. 

* * + 
INCE the new model is some- 
what longer than the 1954 car, 
the body line had to be extended 
67 additional feet to accommodate 
the desired number of units. 

-Additional conveyor installa- 
tions and alterations included 
900 feet for instrument panels 
and a complete new set of hooks 
for the sheet metal conveyor 
which receives fenders and hoods 
and carries them to the schedul- 
ing point. 

New plant equipment includes an 
automatic welding machine setup 
for gas tanks. Two sets of strip 
welders work in pairs and join the 
upper and lower halves of the tank 
by seam welding along the flange 
as the tank is conveyed automati- 
cally from loading to unloading 
points. - 

Inspection of the tank for possi- 
ble leaks also is performed auto- 
matically, with no manual handling 
of the tank between welders and 
test unit. The tank drops into a 
self-locating fixture in the water 
bath, where it is pressure tested 


Rack Shaver Used 
To Finish Main 
Drive Shaft Spline 


DETROIT. — Confronted with a 
job that called for production of a 
spline with alternating thick and 
thin steps on the longitudinal faces 
of the teeth on the main drive shaft 
for a six-by-six truck, a leading 
automotive supplier found the an- 
swer to the problem in a setup 
using a rack shaver with special 
tooling. 

The thick and thin sections on 
the 17-tooth spline enable mating 
gears to remain in mesh despite 
the angular thrust of a helical gear. 

Two factors had to be considered 
in selecting the equipment for the 
job. First, all shaved portions had 
to be squared off at the corners and 
go the full tooth depth. Second, the 
time allotted to the job had to be 
held to a minimum, to keep costs 
down. 

Both requirements were met with 
a rack shaver made by Michigan 
Tool Co. The machining cycle time 
is two minutes. Shafts being shaved 
are either SAE 8620 or 4620 steel. 
From eight to 12-thousandths of 
stock is removed on a side. Involute 
spline teeth are hobbed with a re- 
lief at the root, enabling stock that 
is being removed to break free 
without danger of chips loading up 
at the bottom of the teeth. 

e 





Ready for Shaving— 


At left is the master rack, which is 
longer than the work rack at right. Off- 
setting of master rack automatically re- 
sults in work rack taking successive 


bites until the job is completed. 


and then visually inspected for 
leaks. 


Automatic Machining 
1 VAST machine-shop area 
also is a scene of great change. 
An interesting point in the ma- 
chine setups for producing a fin- 
ished flywheel from the raw cast- 
ing is the process of grinding the 
back of the part instead of turn- 
ing it to size in a metal-cutting 
operation. 


The new automatic cylinder 
head line mills the top and bot- 
tom of the head in one opera- 
tion. Plans are being laid for au- 
tomatic loading and unloading 
and automatic materials handling 
between machine operations. 


A real eye-opener in machinery 


Kendall 


because 


lubricants are 


because they are 


of advanced 


Conveyor Supports— 


Faced with the problem of installing a 
double conveyor system to carry two-way 
traffic of engines into and out of the 
plant, Plymouth plant layout engineers 
started by adding on beam extensions 
up through the roof of the building. Clear- 
ance thus is obtained to go above all 
other conveyor systems in the plant with 
the new engine “express route." 

. => 
innovations is the new set of dial- 
type machines for finishing intake 
and exhaust manifolds. This instal- 
lation replaces 61 separate ma- 


elssaact 


refined and compounded 


nature's richest crude. They're better all the 


Kendall 


Go after Lubrication 


and you'll get the Service 


fore Fa 


ind pearcaeerecan-e.roce wih 872405 xe 


right from the 


refining processes 


chines formerly used for such op- 
erations as milling, drilling, spot- 
facing, etc. 

In other areas of the plant, ex- 
tensive changes have been made in 
painting and processing equipment. 
An example is the new booth for 
painting the chassis. 

Operation is entirely automatic, 
with paint applied by a number of 
spray nozzles located at various 
angles to cover all parts of the 
chassis. Working on the “flo-coat” 
principle, the operation consists of 
applying a sprayed “flood-bath” of 
paint instead of using a dip proc- 
ess. The booth is designed to allow 
excess paint to drip from the chas- 
sis onto the floor, where it drains 
into a 60-gallon reservoir and is 
fed back to the nozzles. 

Examples such as these picked 
at random can only typify the 
changeover operations. A total of 
227 machines were moved or re- 
placed. And don’t forget that this 
description deals with just one 
plant at one company. 

In varying degrees, this work will 
have been duplicated at every 
plant in the industry by the time 
1955 models are introduced. 


Cultivate Customers with Kendall Quality 


start 


exclu- 


sively from 100% Bradford Pennsylvania Crude Oil 


way 
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Allison Introduces 


Torque Converter 
For Low Power 


INDIANAPOLIS. — Torque con- 
verters meeting requirements of 
heavy-duty operation now are avail- 
able in the lower power ranges, 
through the development of a new 
series of Allison Torqmatic Drives. 

The new converters, designated 
as the TC-200 and TC-300 series, 
can be used with either gasoline or 
diesel engines in the 40 to 150- 
horsepower range. 

“This new series provides the 
first completely integrated convert- 
ers available for lower power ap- 
plication which have been specifi- 
cally designed for the industrial 
field,” according to J. A. Lane, sales 
manager, transmission operations 
of Allison Division, General Motors. 

“The TC-200 -300 series has been 
brought out as result of an insistent 
demand by the gasoline engine 
manufacturer in the light horse- 
power field for a product which will 
provide the same flexibility of power 
transmission which has now be- 
come standard in the diesel engine 
field.” 
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Products of an Independent Refiner. 


Sold through Independent Distributors by Independent Dealers 
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WHY BUY 121 WHEN 5 WILL DO THE JOB? 













_ WBC’s five 50,000-watt, clear channel radio stations cover 26 million customers. You might 
buy a total of 121 stations—every one at least a 5 ,000-watter—before you. equaled WBC’s 
coverage. Of course, you wouldn’t. But why buy even three, four or seven stations to reach the 
_ audience you reach with one WBC station? 

io. You'll save bookkeeping. You'll save scheduling headaches. You’ll save 
3 you buy, the more you save. You'll make money-——because WBC 
radio is famous for Audience Action. Have it worked out for you. Call any WBC station . 
WBC’s National Representa ves .. . or Eldon Campbell, WBC National Sales Manager, a 


WE TING HOUSE BROADCASTING COMPANY, Inc. 


vw: wPTz, Philadelphia; Koa, Pittsburgh; wowo, Fort Wayne; 
Ex, Portland; KPIX, San Francisco 


sei Sepemarceslieed ‘Perers, Inc. * KPIX represented by Tue Katz Acency, Inc. ~ 








Clark's New Plant Model— 


A one-eighth-inch scale model aided Clark Equipment Co. in design and production 
planning for its construction machinery division's new manufacturing plant at Benton 
Harbor, Mich. George Turner (right), plant manager, reviews the layout with M. A. 
Dalrymple, mechanical superintendent, and E. A. Smith, industrial designer. 


almonds 

cake flour 

sugar 

peppermint extract 
food coloring 
canned soup 

curry powder 

dried prunes 
peanut butter 
pineapple juice 
catsup 

walnuts 

graham crackers 
vanilla wafers 
strawberry ice cream 
canned fruit cocktail 
maraschino cherries 
Worcestershire sauce 
barbecue sauce 
quick-cooking oats 
vinegar 

crushed pineapple 
confectioners’ sugar 
canned salmon 
cracker crumbs 
cooking chocolate 
smoked ham 

dates 

salt 

pepper 

vanilla extract 
cream of tartar 
canned baked beans 
tabasco sauce 
American cheese 
oranges 

flour 

pineapple tidbits 
baking powder 
shortening 

soda 

corn meal 

brown sugar 

chili powder 

garlic salt 

nutmeg 

caraway seed 
canned chili beans 
tomato juice 
marshmallows 
cream cheese 
chocolate cake mix 
popcorn 

stick candy 
applesauce 

salad dressing 


The above items 
are ingredients in 
recipes published 


in one issue of... 
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Long Wa 


from ‘Seat-of-Pants’ 


ee eee 


Seat Design Revolutionized 


(Continued from Page 27) 


out that the latest seat actuator 

designs power a mechanism that 

tilts the seat forward as it rises 
'|toward full up position. 


“In considering what can be done 
to “customize” seats in mass pro- 
duction cars, Clark says, “Start 
with the. driver—give him all you 
can.” This makes good sense, be- 
cause of the all-important interre- 
lationship between seating, vision 
and the driver’s general effective- 
ness in handling the car. The driver 
also deserves attention because he 
is more confined to one spot than 
the passengers, who may change 
position as desired to avoid fatigue. 


As a goal, this means the driver 
should have his own individual seat 
that could be raised, lowered, or 
tilted independently of other seat- 
ing accommodations. In the zigzag 
design, individual elements could 
be added or removed to tailor the 
Seat “feel” to the driver’s require- 
ments. In a coil spring cushion, ex- 


Do you think that farmers 


cellent results have been achieved 
by manufacturing the cushion with 
“showroom feel”—and then adding 
additional coils if the driver de- 
cides that a firmer cushion would 
be more restful. 

Other engineers also expressed 
a desire for individually adjust- 
able seating arrangements for 
the front seat. But Miles pointed 
out that as long as cars have one 
full-width seat cushion and the 
present type of seat frame, the 
driver cannot make adjustments 
without affecting the person sit- 
ting beside him. 

Individual adjustments could be 


Carbide Tool Training 


Sponsored by Carboloy 


DETROIT. — A new training 
course in the use, design and ap- 
plication of cemented carbide tools 
has been announced by Carboloy 
department of General Electric Co. 

The program is comprised of a 
series of five-day sessions. 


grow ALL their own groceries ? 


They don’t. True, many farm families 
put away some dressed beef, pork and 
poultry in freezers, and freeze or can 
some vegetables and fruit. 

But farmers are in business to make 
money. Crops such as corn, grains, 
soybeans, grass, steers and hogs need 
a lot of processing before they are fit 
for food. So the farm family depends 
on the supermarket and the 
grocery in town. 

These SuccessFuL FARMING 
families live well because 
they can afford to live well. 

Their average cash income 
is close to $10,000. They are 
top customers for food. And their 
families are larger, eat more because 
they work outdoors. They also eat 


more at home than the urban families. 

These SF families are rebuilding, 
remodeling, and refurnishing, adding 
kitchens, bathrooms, central heating, 
major appliances, new furniture and 
furnishings; and are prime prospects 
for anything for their homes. 


Wiru over 1,300,000 circulation, 
SUCCESSFUL FARMING represents 

a bloc of buying power equal 

to another national suburbia 

—a market no manufacturer 

can afford to neglect! For 

new volume, and to balance 
national advertising schedules 

on automobiles, there is no effective 
substitute for SuccessFUL FARMING. 
Any SF office can tell you more! 


provided if the front seat were 
completely split. But this is thought 
to be impractical for family cars, 
since it would permit only two peo- 
ple to ride in front. Despite the 
popularity of the bucket seat for 
sports models, none of the seating 
engineers contacted are seriously 
considering such a seat for the 
standard family car. 

Miles disagrees with those who 
advocate manual adjustment with 
the “rocking” action. He says this 
is not necessary. From a practical 
standpoint, according to Miles, the 
present ultimate in usable seat ad- 
justment is seen in powered opera- 
tion providing horizontal and ver- 
tical motions. All necessary com- 
binations of angles and positions 
with respect to the steering wheel 
are said to be obtainable by proper 
adjuster track design, and the use 
of two power actuators. The vari- 
ous track possibilities include 
straight horizontal, inclined 
straight, inclined curved, and ele- 
vating adjuster with independent 
mechanisms for raising the seat 
and moving it horizontally. The 
vertical elevation may be combined 
with a movement that tilts the seat 
forward as it is raised. 

Looking into the far-distant fu- 
ture, some dreamers see a “unit- 
seat” as the answer to complaints 
that the present-day seat is too- 
complicated an assembly to last. 
One possibility is that the seat will 
be a one-piece integral construc- 
tion, with an outer layer of tough 
vinyl plastisol (internal heating 
and cooling coils) bonded to an iso- 
cyanate inner structure, and the 
whole unit molded around a stamp- 
ed or tubular framework. Smooth 
contouring will extend to the junc- 
tion between seat back and car 
body. 


Noise Abatement 
Topic of Chicago 
Parley Oct. 21-22 


CHICAGO.—A conference on the 
reduction of noise in industry will 
be held here during the fifth an- 
nual National Noise Abatement 
Symposium Oct. 21-22 at the Illinois 
Institute of Technology. 

More than 300 visitors are ex- 
pected to attend the sessions. Fac- 
tory problems will be analyzed in 
discussions on noise control in op- 
erating machinery, handling mater- 
ials and testing products, and the 
sales appeal of quiet products will 
be studied. 

There also will be discussions on 
vehicles, ranging from subways to 
aircraft. 

Stannard M. Potter is symposium 
chairman. 


New Idea Applied 
To Engine Tooling 


ROCKFORD, Ill.—W. F. & John 
Barnes Co. reports it has developed 
a new method of specialized tooling 
that will produce revolutionary 
changes in machining cylinder 
heads for overhead-valve engines. 

The new method utilizes a multi- 
blade tool for forming the valve 
seat and a modified gun-drilling 
tool for boring the valve guide 
holes. The technique is incorporated 
in a W. F. & John Barnes auto- 
matic progress - through - transfer 
type machine. 

Tests are said to show that this 
machine consistently holds concen- 
tricity of .0005 inches between the 
valve stem hole and the stem seat 
and that the quality of the ma- 
chined surfaces is exceptional. 


Management Group Holds 
Time-Study Clinic Nov. 10 


CHICAGO.—The Industrial Men- 
agement Society will hold its 18th 
annual time and motion-study and 
management clinic here Nov. 10-12 
at the Sherman Hotel. 

Industrial exhibits and technical 
sessions on time study, motion 
economy, plant layout and mate- 
rials handling are being arranged 
for industrial engineers, works 
managers, plant superintendents 
and supervisors. 
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MERCURY—’52 Monee 4-dr., $1,260°. 


Used-Car Auction Prices vee, sx to%|| Average Used-Car Prices 


PLYMOUTH—’53 ‘Cambridge 2-dr., $900. (Compiled by Automotive News) 


62 Cranbrook conv., $800; 4-dr., $665; 
Cambridge, $380. 


PONTIAC—’53 Catalina (8), $1,600°. ‘51 
qe guages asain a EO ar. ga 
ampion iP.» le 
The overall price of used ears sold at wholesale auction last week | wILLYs—’52 2-ar., $550. r 


declined $6, according to Automotive News’ index. 


The only models to increase in price were ’47s, which went up $1. ALBANY 


Th pri 50s remain han e (Tim Anspach Auto Auction. Sale every 
= oe aoe = 9 ’ Monday. Prices are for sale of Sept. 13.) 
All other models declined, as follows: ’54s, down $24; ’53s, down $9; (Prices will never be better than now. 


° ° raised the 
62s, down $5; '48s, down $4; ’51s, down $2, and ’49s, down $1. aa ae eae ae = an 
The reduced prices on ’52s and °49s represented record lows for | 133 cars sold out of 179 offerings.) 


those models. BUICK—’53 RM Riviera, $1,825*. '51 Su- 


*: 4-dr., $780*; Special, 
The rate of activity held at the same level—68 percent—as in the 750°. "eO um nine ‘site, special 4 


Sept. 1954 Aug. 
To Date 1954 

$1,949 

1,290 

991 

696 

521 

380 

245 

191 


$ 783 


week. At eight representative auctions last week, 1,332 cars dr., $650*. 49 Super 4-dr., $370*; conv..]] (The above figures are averages of used-car auction prices, all makes 
--cingar Fly and 911 were sold. a CCUG and models, carried regularly in Automotive News.) 


-dr., $270*; conv., $165. 
Prices marked with an * indicate a unit equipped with an automatic | oapiLAcC—'54 (62) coupe, $4,190* (ps). 
transmission or overdrive, and (ps) indicates power steering. a = oie $1,800*, $1,785*. '48 (62) TO—’51 Custom 4-dr., $535*. '49 Cus- 
: . 10°. 
SL Deluxe 4-dr., $650; 2-dr., $565. °50 VROLET—’ 250°: Bel] _*0m 4-dr., $5 
FT. WAYNE, IND. Bel Air coupe, $605*; club coupe, $570; — re ee My ar 1 a DODGE—’54 Coronet 4-dr., $1,585". ‘z 

(Carl Marker’s Auto Auction. Sale every| 2-dr., $450. '49 SL Deluxe 4-dr., $210. 570; 2-dr., $1,450. '53 Bel Air 2-dr., $1,- Meadowbrook 4-dr., $775. on eee - 
Tuesday. Prices are for sale of Sept. 14.) '47 SM 2-dr., $155. 150; (210) 2-dr., $1,075, $925; (150), dr., $685*. °50 Wayfarer @-dr., . 

( down a little in spite of ® | CHRYSLER — '53 Windsor 4-dr., $1,410.| $1,010, $995. '52 SL Deluxe 4-dr., $920; | FORD—’54 (6) Ranch Wagon, $1,990°. '53 
shortage of cars. 89 sold out of 123 of- 52 Windsor conv., $895. ‘46 Windsor 4-| SL Special 2-dr., $800. '51 Bel Air coupe,| Victoria (8) coupe, $1,320*; Custom 4- 
ferings.) dr., $110. $860*; SL Deluxe 4dr. $800*, $730*; ar. $1,300°; £2, Main ddr. $900, $200. 

— -dr. . *, '51 Su- , club coupe, $690*. '50 SL Deluxe conv., "52 (6) Cc ‘agon, - 
oe ote, $075", $000". To Buper ei ee eS oe, $600*; 4-dr., 3 at $510; Special 2-dr.,] tom (8) 4-dr., $670*; (6) 2-dr., $600, 
era, $775*; RM 4-dr., $500; Special 2- | DODGE—’5SO Coronet 4-dr., $550, $525. '49| 410%. 49 FL Deluxe 4-dr., $400; SL| $535; Deluxe (8) 4-dr., $560. ’50 Custom 
dr., $375*, $365. '49 Super 4-dr., $400,| Wayfarer 2-dr., $290. conv., $370, $360. '48 FILL Deluxe Aero-| (8) 2-dr., $410*; (6) $400. "49 Custom 
$340. "48 RM 4-dr., $190*. FORD — '53 Crest (8) Victoria, $1,430; sedan, $310; station wagon, $225. '47 FL (8) 2-dr., $415; conv., $375, $330*; club 
CADILLAC" S (62) 4-dr., $1,550. 50 (62) | Custom 4-dr., $1,050; Main, $925. ‘51 Deluxe Aero-edan, $280. ; coupe, $285. '46 Super (8) 4-dr., $160. 
coupe, $1,34 Custom (8) §$775*. '50 Custom (6) 2-dr., | CHRYSLER—’'50 Windsor 4-dr., $360*. '46 | HUDSON—’54 Jet 4-dr., $1,150. 49 Com- 
CHEVROL fer ss (210) 2-dr., $975*. °52 $375. '49 Custom (8) 4-dr., $330. Royal 4- dr., , $150. modore 4-dr., $150. 


NEW SEATTLE FACTS 


OF VITAL IMPORTANCE 


Seattle’s ABC CITY ZONE was officially enlarged April 1, 1952. 
The Seattle Times announces the first study of circulations and 
duplications in this new enlarged area. The survey was made 
by the nationally recognized newspaper circulation analysts, 
Dan E. Clark ll & Associates. Key facts are presented here: 


FACT 117,000 Households Reached Exclusively by The TIMES 


No. 2 Out of 226,200 households in Seattle’s new enlarged ABC City Zone, 
ONLY The Seattle Times is read in 117,000 of them. (That's the 
equivalent of a city of 350,000 population!) 


FACT ‘ 83.2% of Top Income Families Take The TIMES 
No. 3 


The survey shows that The Seattle Times reaches 83.2% of the families 
whose annual income is $7,000 or more! 


For your copy of the Official 1954 Report on 
Seattle Circulations and Duplications, write us 
or see your O’Mara & Ormsbee man. 


Represented by O'Mara & Ormsbee, Inc. 
New York © Detroit « Chicago * Los Angeles * San Francisco 


be Seattle Gimes 


SEATTLE’S ACCEPTED NEWSPAPER 


KAISER—’51 4-dr., $460. '49 4-dr., $119. 


MERCURY—’50 club coupe, $570*. '49 4. 
r., $430. 


NASH—’51 Statesman 4-dr., $625*, $400°. 
"50 Rambler station wagon, $533. '49 Su- 
per 4-dr., $190; (600) $160. 


OLDSMOBILE—'54 (88) 4-dr., $2,675*. '52 
(88) 4-dr., $1,000*. '51 (98) 
$825°. ’50 (88) 4-dr., $560*. bs 
$340*, 2 at $310*. '48 (98) conv., $265*. 
PACKARD—'48 4-dr., $125. 


PLYMOUTH—’53 Cranbrook 4-dr., $1,000 
‘51 Cranbrook 4-dr., $400. ‘50 Deluxe 
conv., $580; Special club coupe, $350. '47 
Deluxe 4-dr., $150. 

PONTIAC—’54 Star Chief (8) 4-dr., $2,- 
455*, $2,270*; conv., $2,450*. °53 Chief- 
tain (8) 2-dr., $1,500*. °52 Custom (8) 
Catalina, $1,110*; Chieftain conv., $1,- 
100*, $1,050*; station wagon $1,095; 4- 
r., $890*. "51 Chieftain 4-dr., $890*. ‘50 
Chieftain (8) 4-dr., $710*; (6) 2-dr., 
$380. °49 Chieftain (8) 2-dr., $400°. 

STUDEBAKER — '54 Champion sta- 
tion wagon, $1,500; club coupe, $1,450 
’563 Champion 4-dr., $950. °52 Com- 
mander 4-dr., $755*. 


WILLYS—’52 station wagon, $700*. 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Sept. 15.) 
(Sold 75 cars out of 108 offerings.) 


BUICK—’53 Super 4-dr., Riviera, $1,605*; 
2-dr., $1,775*; RM 4-dr., Riviera, $1,- 
600*; Special 2-dr., $1,560*, $1,375. '52 
Super 4-dr., Riviera, $1,005. °51 Super 
2-dr., Riviera, $905; Special 2-dr., $875; 
4-dr., $695; RM 4-dr., $765. ‘50 Super 
4-dr., Riviera, $630, $590; Special 4-dr.. 
$500. °49 RM 4-dr., $450; Super 4-dr. 
$290. ’48 Super 4-dr., $260. 

CADILLAC — 49 (60) 4-dr., $590 47 
Hearse, $420. 


CHEVROLET—’53 Bel Air 4-dr., $1,235* 
(210) 4-dr., $1,155*, $1,130*; 2-dr., $1,- 
020. '52 SL Deluxe 2-dr., $800, $645; 4- 
dr., $775. ‘51 SL Deluxe 2-dr., $670, 
$640; 4-dr., $615. '50 FL Deluxe 4-dr., 
$430; SL Deluxe 4-dr., $245. '49 Deluxe 
4-dr., $425. '48 SM 4-dr., $150. 


DODGE—’51 Coronet (6) 4-dr., $526. ‘49 
Coronet (6) 4-dr., $245. °48 4-dr., $215 


FORD—’52 (8) Ranch Wagon, $1,200; 2- 

| dr., $935. '51 Victoria coupe, $800: (6) 
2-dr., $555, $420; (8) 2-dr., $665, $530; 
4-dr., $605. '50 Custom (8) 4-dr., $420, 
$250, $200. 

HUDSON—’51 Hornet club coupe, $405. 


MERCURY—’54 Monterey club coupe, §$2,- 
115*. '50 4-dr., $450. 


NASH—'52 Custom 2-dr., $865. '49 (600) 
4-dr., $150. 


OLDSMOBILE—'54 (88) 4-dr., $2,300*. ‘52 
(88) 4-dr., $1,250*. '51 (98) 4-dr., $945*; 
(88) 4-dr., $875. '49 (76) club sedan. 
$325. 


PACKARD—'53 (200) 4-dr., $1,315*. 


PLYMOUTH—’'52 Cambridge 4-dr., $715 
"50 Deluxe 4-dr., $385. 


PONTIAC—'54 Catalina 2-dr., $2,250*. ‘52 
Chieftain (8) 2-dr., $1,060, $1,010; 4- 
dr., $860, $750. '50 Chieftain (8) 4-dr 
$370. 

| STUDEBAKER — '53 Commander club 

} coupe, $1,125*. ‘51 Commander conv 

| $335; Champion 4-dr., $315, $300 


VALDOSTA, GA. 


| (Tom Hewitt Auto Auction. Sale every 
| Friday. Prices are for sale of Sept. 10.) 
(163 units sold out of 268 offerings.) 


| eamme cae RM Riviera, $2,970*; conv.. 
$2,200. ‘53 RM Riviera, $1,790* (ps): 
Super 4-dr., $1,450. ‘52 Special 2-dr., 
$810. ‘50 Super Riviera, $760. 

CADILLAC—’54 (62) coupe, $4,300*. ‘53 
(62) coupe, $2,850, $2,500*. ‘50 (61) 
conv., $1,400*; coupe, $1,400*. ‘48 (62) 
4-dr., $605. 

CHEVROLET—'54 Bel Air 4-dr., $1,685*; 
(210), 2 at $1,600*; 3 at $1,550*; (150) 
2-dr., $1,260*. '53 Bel Air 4-dr., $1,310*; 
2-dr., $1,300*; (210) 4-dr., $1,250*, $1- 
130*, $1,095; station wagon, $1,250; 
(150) 2-dr., $1,000. °52 station wagon, 
$1,200; SL conv., $950; Bel Air 2-dr., 

. 51 SL Deluxe 4-dr., $825*; coupe, 
$640. 

CHRYSLER—’52 NY 4-dr., $1,025. 

— ‘53 Diplomat, $910. "52 4 - dr 


| 


FORD—'54 Main (8) ranch wagon, $1,- 
960; Custom 2-dr., $1,600. ‘53 Victoria 
2-dr., $1,525*, $1,360, $1,300, $1,175: 
Custom 4-dr., $1,360; Main (8), $905: 
2-dr., $895. '52 Custom (8) station wag- 
on, $1,125; 4-dr., $940. °51 Victoria. 
$825; Custom (8) 4-dr., $710; 2-dr.. 
$680, $580; (6) $595. '50 Custom (8) 4- 
dr., $635, $480; 2-dr., $610; club coupe. 
$600. '49 Custom (8) 2-dr., $450, $395. 
$330; club coupe, $350. 

MERCURY—’54 Sun Valley, $2,100*; $2,- 
085. '53 Monterey sport coupe, $1,675°. 
*52 Monterey coupe, $850. '51 4-dr., $725. 
*50 club coupe, $525; 4-dr., $500 

NASH—’53 Rambler, $1,050. °52 Ambas- 
sador 4-dr., $1,025. '49 Super 4-dr., $230. 

OLDSMOBILE—’54 (98) Holiday, $3,440° 
(ps); conv., $2,950* (ps); (88) conv., 
$2,575* (ps); 4-dr., $2,400* (ps). ’51 
(98) Holiday, $1,000. '50 (98) 4-dr., 


$690. 

PACKARD—'52 (200) soe, $830. "51 4- 
dr., $580. '49 4-dr., $240 

PLYMOUTH—'54 conv., $1, 615. ‘52 Cran- 


(Continued on Page 52, Col. 1) 
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‘*‘Sold’’ on the lot... 
LOST IN THE OFFICE ? 


Your salesman just clinched the sale—up to a point. But does he have available the best 
finance and insurance service . . . service that completes the deal, wraps it up, keeps the 
customer from further shopping, moves the car? Associates’ Prompt-Action Used Car Sales 
Plan puts your salesman in control all the way. Complete one-stop financing, fast action 
on credit approvals, simplified paperwork —special prompt handling that pleases the 
customer and holds him until the ink’s dry on the contract. It’s a proved, working, 
on-the-line sales tool that moves automobiles—and it’s ready to go to work for you. Give us 


a call for full information. You’ll get quick action. And you'll get the thanks of your sales force. 


i errs 24 ssociates 


“Customers who don’t shop further 


don’t buy elsewhere.” 


Old Sage is a composite of all the 
successful dealers we've known in over Associates Investment Company 
@ third of a century in the field. Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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Affecting Factories and Dealers... 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

Embarking on a program they 
hope will give them a bigger share 
of the new-car market, Chrysler 
Corp. and its divisions will be 
“represented vigorously on televi- 
sion” during the coming year. 

This is in addition to use of 
newspapers, magazines, other 
printed means of communica- 


MR. AUTO AUCTION 


Get richer...qu 


tions, and radio, according to L. 
L. (Tex) Colbert, president. 
Chrysler Corp. itself will present 
a one-hour show each week over a 
Columbia Broadcasting System 
network which will include the 
principal cities of the nation. Each 
division also will have its own pro- 


The corporation’s program will 
offer two series: A “Shower of 


OWNER UMN 


Stars” variety show which will be 
presented once each month in col- 
or, with its first appearance on 
Sept. 30; and a series of drama 
presentations three times each 
month under the title of “Climax.” 
They will begin on Oct. 7. Both 
programs will be televised on 
Thursdays from 8:30 to 9:30 p.m. 
(EST) over CBS stations. 
Plymouth’s show, “That’s My 
Boy,” a family-situation program, 
is televised from 9 to 9:30 p.m. 
(EST) on Saturdays over CBS. 
Dodge has an audience-partici- 
pation quiz program, “Break the 
Bank,” from 9 to 9:30 p.m. (EST), 
and a situation comedy called 
“Make Room for Daddy” at 8 to 


icker! 


OPLEP900% 


Build volume with Fidelity Title Insurance 


GET RICHER . . . QUICKER . . . by packing in more buyers. The more 
buyers you pack in, the more sales you get . . . and the more profit for 


you! 


PACK IN MORE BUYERS with Fidelity Title Insurance. Once the buyers 
know that every title to every car sold at your auction is guaranteed by 


Fidelity to be a sound title .. . 


once they know that hot car burns at 


your auction are a thing of the past .. . they’ll be there. They’ll be 


there... 


THE MORE THEY BUY, THE RICHER YOU GET. So get richer. 
Get Fidelity Title Insurance for your auction today. 


richer, quicker. 


‘Fidelity 


204 Stahiman Bldg. 


THESE AUCTIONS ARE BUILDING VOLUME WITH FIDELITY TITLE 


AL AND BENNY FRIENDLY AUTO AUCTION Thursday 
848 North Beach St., Daytona Beach, Fla. 


BAKER AUTO AUCTION 
Pass Road, Biloxi, Mississippi 


COFIELD AUTO AUCTION 
Boaz, Alabama 


COLUMBUS AUTO AUCTION 

2603 Cusseta Road, Columbus, Georgia 
CONCORD AUTO AUCTION, INC. 

29 Sudbury Road, Concord, Mass. 
DIXIE MOTORS AUTO AUCTION 

718 Angier Ave., Atlanta, Georgia 


MIDDLE GEORGIA AUTO AUCTION 
Eastside Highway, Macon, Georgia 


and they'll buy there! 


Get 


Insurance Company 


of Tennessee 


Thursday 


MONTGOMERY AUTO AUCTION 
927 North Court St., Montgomery, Alabama 


MURFREESBORO AUTO AUCTION 


Nashville, Tennessee 


INSURANCE 
Wednesday 
Wednesday 


Highway 96, West, Murfreesboro, Tenn. 


Monday 
Thursday 


ITITH STREET AUTOMOBILE AUCTION 
5430 West 111th St., 


PAGE BROS. AUTO AUCTION 


Oak Lawn, Illinois 


35th at Divine Sts., Chattanooga, Tenn. 


RYAN AUTO AUCTION, INC. 
3710 Hopkins Rd., Richmond, Virginia 


SOUTHERN AUTO SALES 
Route 5, Warehouse Point, Conn. 


SYRACUSE AUTO AUCTION 
R. D. No. 1, Lafayette, New York 


8:30 p.m. (EST) on alternate Tues- 
day nights. Both are televised over 
American Broadcasting Co. sta- 
tions. 

Dodge also presents “The New 
Roy Rogers Show,” which is heard 
on National Broadcasting Co. net- 
work Thursdays from 8 to 8:30 p.m. 
(local time). 

DeSoto’s Groucho Marx pro- 
“You Bet Your Life,” on 
both television and radio, is seen 
between 7 and 7:30 p.m. (EST) 
on Thursdays, and can be heard 
on radio from 8 to 8:30 p.m. 
(EST) on Wednesdays, both over 
NBC stations. 

The Chrysler division is currently 
presenting a team-situation televi- 
sion show called “It’s a Great Life” 
from 9:30 to 10 p.m. (EST) on 
Tuesdays over NBC. 

* - * 


Ayers Cites Fierce Fight 


“American industry and enter- 
prise are engaged in the biggest 
battle in the history of business for 
the greatest 
stakes in the his- 
tory of business,” 
according to 
Walter C. Ayers, 
executive vice- 
president of 
Brooke, Smith, 

French & Dor- 
rance, Inc. 

Speaking be- 
fore the Toledo 
Advertising Club, 

Ayers said the Walter C. Ayers 

scramble for a share of the buyer’s 
dollars was never more intense and 
invariably will result in giving cus- 
tomers more value for their money. 

The center of interest in this 
frantic competition is the Ameri- 
can consumer, of whom Ayers 


says: 
“An Arabian night’s dream of 
riches has been made real for the 
average American, and the stand- 
ard of living of the average family, 
would make the luxury of the Ori- 
ent and the splendor of the 
Caesars seem puny by comparison.” 
* * * 


Berle Back with Buick 


Buick, for the second consecu- 
tive year, is sponsoring the Bu- 
ick-Berle show from 8 to 9 p.m. 
on alternate Tuesdays over the 
National Broadcasting Co.’s tele- 
vision network. - 

The Martha Raye and Bob 
Hope variety show will take 
turns in the Tuesday nights when 
Berle is off the air. Berle’s first 
show of the current season was 
Sept. 21. 


* * * 


Leece-Neville Campaign 

Based on the success of an ex- 
perimental campaign in 1953, Leece- 
Neville Co., Cleveland, manufac- 
turer of generators, motors alter- 
nator systems, switches and simi- 
lar components, has announced a 
major promotion program on its 
line of alternator charging sys- 
tems. 

The new promotion will include 
a series of advertisements in 
trade publications, publicity, di- 
rect mail and dealer aids. The 
latter will include “tear off” gum- 
med labels which may be pasted 
inside a car’s glove compartment 
or inside a phone book cover. 

Dealers also will be supplied with 
two-color mailing cards which de- 
tail various standard services of- 
fered by the dealer in addition to 
his on-the-spot charging system. 

*” * * 


Dealers Air Football 


For the second straight year, the 
Plymouth Dealers Assn. of Greater 
Detroit is sponsoring play-by-play 
broadcasts of games pitting Mid- 
western football powers, Michigan, 
Notre Dame and Michigan State, 
over Radio Station WJR, Detroit. 

Opening the schedule was the 

Notre Dame-Texas game Sept. 
25. 

The remainder of the schedule 
includes: Oct. 2, Michigan-Army; 
Oct. 9, Michigan-Iowa; Oct. 16, 
Michigan State-Notre Dame; Oct. 
23, Michigan-Minnesota; Oct. 30, 
Michigan-Indiana; Nov. 6, Michi- 
gan-Lllinois; Nov. 13, Michigan 
State-Michigan; Nov. 20, Notre 
Dame-Iowa, and Nov. 27, Notre 
Dame-Southern California. 

* a * 


DeLisser Gets Account 
DeLisser, Inc., New York, has 
been appointed national represen- 
tative of the Hvening Press in 
Levittown, Pa. The paper began 
publication as a daily on Sept. 20, 


with an initial net paid circulation 
of 10,000 copies. 
* * 7 


Pillsbury, Chevrolet Tieup 

Pillsbury Mills, Minneapolis, is 
tying up with Chevrolet this fa!l 
in what it terms the largest con- 
sumer coupon mailing campaign 
ever conducted by a food company. 

Approximately 30 million homes 
will receive coupons redeemable on 
company products, plus a ticket 
for a chance on a fully equipped 
Chevrolet. Forty Chevrolets will be 
given away. Winners will have their 
choice of any passenger car model 
except the Corvette, officials said. 

In addition to national radio and 
television and hometown newspaper 
advertising support, Chevrolet deal- 
ers and grocers will tie into the 
campaign with showroom and win- 
dow displays. Deadline for deposit- 
ing tickets will be Nov. 20. Draw- 
ings will be made Oct. 22, Nov. 8 
and Nov. 20. 


‘Delaware Valley, U. S. A.’ 


The Philadelphia Inquirer has 
announced publication of its third 
annual “Delaware Valley, U.8.A.” 
supplement, an 80-page magazine 
containing facts about the val- 
ley’s growth. 

Also included in the supple- 
ment is a step-by-step tracing of 
the birth of a fully planned com- 
munity, as well as pictures, maps, 
diagrams and articles on prog- 
ress made by various industries 


in the area. 
* * * 


Hydra-Feed Names Agency 


G. L. Hammond, president of 
Hydra-Feed Machine Tool Corp., 
South Norwalk, Conn., and Fern- 
dale, Mich., has announced the ap- 
pointment of Denham & Co., De- 
troit, to handle all advertising and 
publicity for the company. 

Hydra-Feed, in the past a sup- 
plier of special lathes for high 
speed production of ordnance, is 
entering the commercial produc- 
tion field with a line of standard- 
ized lathes designed for automa- 
tion and high speed metal removal, 


Hammond said. 
* * * 


Bonney Appoints Scholl 


Warren J. Scholl has been ap- 
pointed advertising and merchan- 
dising manager of Bonney Forge & 

Tool Works, Al- 
lentown, Pa. He 
succeeds Thomas 
G. Judd, who re- 
cently was ap- 
pointed general 
manager of Davis 
Mfg. Co., Salt 
Lake City. 

Prior to joining 
Bonney, Scholl 
handled sales pro- 

Me motion for Vic 

Warren J. Scholl Mathewson Co., 
Ltd., Toronto, largest automotive 
wholesale distributor in Canada. 

= * 


Dealers Air City’s Gripes 


Manchester (N. H.) auto dealers 
are sponsoring a program called 
“Open Mike” over Radio Station 
WFEA. 

During the program, listeners 
phone in questions on local prob- 
lems such as schools, traffic and 
other issues, and the announcer 
offers his comment on the citizens’ 
pet gripes. 


Patten, Gille Merge 


M. P. Patten Co. and Gille As- 
sociates Advertising Agency have 
merged to become Patten - Gille- 
Beltaire, Inc. The new agency is 
located in the Maccabees Building, 
Detroit. 

Patten-Gille-Beltaire assumes all 
liabilities, contracts and obligations 
of Patten, and Frank H. Gille per- 
sonally assumes any obligations 
from his former company, Gille As- 
sociates, officials said. 

* = * 


Names 


John Burk has been named na- 
tional ad manager of the Camden 
(N. J.) Courier-Post. He formerly 
was a member of the national ad- 
vertising staff. 

Brooke, Smith, French & Dor- 
rance, Inc., has announced the ap- 
pointment of Willard S. Smith as 
manager of its Detroit radio and 
television department. For the past 
three years, he has been with the 
New York office of Maxon, Inc. 

John Reedy has been placed in 
charge of General Motors’ Los An- 
geles public relations office. 
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LOVE. The American Weekly serves this basic human enthusiasm with another BETTER COOKING. Shishkebab out of a can? This wonderful 4-color spread 
of the most moving stories of our time. Married in a Communist prison, John Hvasta, shows how simple it is to provide foods that are different, and delicious. Another 
now free, fights for his wife’s release from Red captivity. way The American Weekly caters to enthusiasm for better living! 








Se 


“Entertain Wonderfully” 


(September 19, 1954) 





“The Commies Stole My Wife” 


(September 26, 1954) 


Bi cS cll Sgt Z 


ENTHUSIASM moves people ...moves products 


The superior value of The American Weekly lies Enthusiasm is contagious, carries over from the 
in an editorial philosophy which says: be modern, editorial to the advertising pages. This, plus circu- 
dramatic, serviceable, entertaining — and more, lation bigness and low cost, is the key to The 
meet the enthusiasms of the American family. American Weekly’s consistent effectiveness. 


Lhe 
AMERICANWEEKLY 


63 Vesey Street, New York 7, N.Y. 


Beamed to the Enthusiasms of the American Family 


“The Names Have Not Been Changed’ 


(Started September 12, 1954) 


“Murder At The Wedding” 


_ (September 26, 1954) 





ADVENTURE. Everyone's enthusiastic about faraway places—and excitement. ENTERTAINMENT. Who isn't intrigued by celebrities? Especially those 
Ellery Queen, master of mystery, takes readers to Morocco with another of his who start life at the bottom of the ladder, and reach the top. Jack Webb, star 
true adventure-crime stories written especially for The American Weekly. of Dragnet, is profiled in a great series by Maurice Zolotow. 
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Sel-Lok Pin Products 
Now Sold Nationwide 


JENKINTOWN, Pa. — Standard 
Pressed Steel Co. is now distribut- 
ing its Sel-Lok spring pin products 
in the South, Southwest and the 
West for the first time. 
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Previously handled only by eight 
dealers, the spring pin, split steel 
tube which can replace tapered, 
grooved and dowel pins in various 
kinds of assemblies, has been made 
available to distributors of other 
SPS products throughout this coun- 
try and Canada. 


Pura ees 


$.0.8 
maT 


OTe ELL CL 


9008 ering Peds 


cleans and shines aluminum 


Research has shown, experience has proved that S.0.S. 
cleans scuff-marks, road dirt and grease off white-walls like 
magic. S.O.S. is harmless to rubber, and inexpensive. Sold 


at all grocery stores. Your customers will appreciate this tip! 


THE BASIC PRINCIPLES OF 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 


A LIFETIME OF EXPERIENCE 


iS YOURS FOR JUST A FEW DO 
BETTER BUY THESE SIX MANUALS TODAY! 


W. K. BRAASCH 


LLARS. 


THE Pou owne SIX MANUALS CONTAIN ALL oF Aa FIELD-TESTED SAL 
PRINCIPLES W' SFULLY | 


HICH WE HAVE USED $ 
oan onan ALESMEN. 
SALES GROW. WE'LL GUARANTEE GOOD 


Ne. 1—The Eight Automotive Success Fundamentals. 


No. 2—The Automotive Selling Process. 


Ne. 3—Eighty Ways to Find New Prospects. 
to Leadership. 


Ne. 
Ne. 5—The Technique of Used Car 
No. 


Salesmanship. 
6—Developing and Testing Your Sales Talk. 


SALES 
N TRAINING OVER = 


UCCES 
FOLLOW OUR onuan AND WATCH 


EACH 


$2.00 POSTPAID 


SAVE $2.00! 
Order All Six for $10.00 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 











High ways & Safety 96:0 


Experts Study Costs, 
Causes of Accidents 


By Gerhardt Neumann 
Staff Writer 

HAT causes accidents, how to 

prevent them and how much 
they cost the nation in terms of 
human life, suf- 
fering and money 
are subjects which 
probably will be 
in the limelight 
as long as the 
unknown quanti- 
ty in the rela- 
tionship between 
machine and hu- 
man factor re- 
mains unexplain- 
ed. 

In a speech last 
week before the Rotary convention 
in Toronto, Rhys M. Sale, president 
of Ford Motor Co. of Canada, voiced 
the opinion that the greatest single 
Menace on the highway is “the 
driver who does not look where he 
is going,” and “next in line is the 


MATIONAL SAFETY 
counci’s 


AUTOMOTIVE 
NEWS 
ee eS 


Horsepower Race a ‘Myth’ 
BN THIS connection, Sale describ- 

ed the talk of a “horsepower 
race” in the auto 
“myth.” 


It is true, he said, that manufac- | 
increasing the} 


turers have been 
horsepower of their engines for 
some years past, and it is “equally 
true that there will be further in- 
creases in the great majority of 
1955 models.” 

“The purpose has nothing to 
do with speed,” he explained. 
“Horsepower is being increased 
as a natural and inevitable part 
of the evolutioin of the motor 
car, for no other reason than to 
improve performance, enhance 
operating economy and to pro- 
vide the car owner with an ad- 
ditional safety factor.” 

He showed that between 1930 
and 1942 horsepower increased 53 
percent, and between 1942 and 
1954, another 19 percent. “Instead 
of a horsepower race,” he said, “the 
manufacturers are engaged in a 
performance race that will benefit 


all car buyers.” 
* +. 


Against Speed Curbs 
A™ move toward reducing cur- 
rent speed limits, Sale said, 
“would be a serious mistake,” add- 
ing that actual driving speeds are 
established by the flow of traffic, 
weather conditions, the condition 
of the highway and other factors. 

“A speed limit that is unrealis- 
tically low,” he said, “tempts vio- 
lations of the law and causes ac- 
cidents.” 

He suggested that the goal of 
safety requires “an intensive na- 
tionwide program of education of 
our rising generation in good driv- 
ing habits and safety awareness.” 

He also urged effective legisla- 
tion in all Canadian provinces to 
prevent the licensing of unfit driv- 
ers and unfit vehicles. 

* * * 


High Cost of Accidents 


bas cost of accidents was a topic 
discussed by J. Dewey Dorsett, 
general manager of the Assn. of 
Casualty & Surety Companies at 
the Maine Safety Conference in 
York Harbor, Me. 

Dorsett: said that in 1953 the cost 
of accidents of all types totaled 
$9,700,000,000—a sum which could 
have equipped 100 infantry divi- 
sions, or would have bought 1,300 
hospitals or 7,500 new schools. 

The accident average per per- 
son in the U. S. ran $60. Acci- 
dents are a direct loss to busi- 
ness, Dorsett said, and mean re- 
ductions in purchasing power 
through persons killed or in- 

jured. 

Dorsett said that insurance firms 
were spending well over $20 million 
a year to eliminate accidents in 
shops and factories, in addition to 
funds for the reduction of highway 
casualties. 

Property damage in vehicle acci- 
dents in 1953 and fire losses totaled 
$2,465,000,000, according to Dorsett. 

“Surely this self-sabotage,” Dor- 
sett said, “this incredible draining 
away of our human and physical 
resources is capable of correction.” 


industry as a} 





driver who does not know what to 
do when his car goes into a skid.” 

Sale said that the ratio of acci- 
dents involving mechanical fail- 
ures in the vehicle to all acci- 


dents is “surprisingly low when 
one considers that one in four 
cars on the road is of prewar 
vintage.” 

“All automobile manufacturers,” 
ale stated, “are deeply interested 
in the prevention of motor acci- 
dents. No phase of motor vehicle 
design, engineering and production 
comes in for more thought and at- 
tention than the safety factor. We 
cooperate in every attempt that is 
made by government or public bod- 
ies to get at the root of the acci- 
dent problem and to bring about 
remedial action.” 


America’s No. 1 Heater 


for CHEVROLET 


HERE’S THE STAND- 


CHEVROLET MODEL GM-35 
TWIN-AIR SUPREME For Finger- 
tip Climate Control. 


Dimensions: Width- 105%'’— 
Height 16'’—Depth 814". 


Weight: Packed in individual car- 
fons, 30 lbs. 


MODEL GM-53-5 TWIN-AIR 
DE LUXE For Unequalled Econo- 
my and Performance 


OU ME Nis ee eae 


CHEVROLET CARS. JUST COMPARE THESE FEATURES, 
SEE HOW THEY SPELL SALES FOR YOU: 


No drilling necessary—effortless installation 


Home-comfort warmth with or without fresh air 


Super-efficient defrosting and demisting—using full heater output 
New 10-section motor—more powerful and efficient than any 


other heater motor 


Handsome chrome control panel permits fingertip operation of heater 
All copper and brass 3-inch deep core—56 sq. in. of surface area 


for maximum heat 


Balanced blower provides volume of heater air equal to that 


supplied by 12"’ fan 


e Recirculates air to keep out exhaust fumes in traffic 


Buy The Best-— 


Buy For Less 


Buy Direct And Make More Profit 


Buy E.A. 


E.A. LABORATORIES, Inc., 


save ey 


Brooklyn 5, N.Y. UL 5-4121 





WITH THE STIFF WIRE 


OVAL DEADLOCK KEY RING 


SUPERIOR BECAUSE: 
1. EASIEST AND FASTEST TO APPLY 
2. POSITIVE LOCK AGAINST LOSS 


3. NON 


TANGLING 


METAL EYELET TAGS & DEADLOCKS 


Shipment Prepaid if 
Check Accompanies 


Order ... 
Otherwise C. O. D. 


GARD Printing Company ... 


GRAND ISLAND, N. Y. 








AUTOMOTIVE NEWS, SEPTEMBER 27, 1954 


A —— 


Some people drive a real bargain... 


Almost everybody drives a car these days, but 
some people make better customers than others. 

Take Holiday families, for instance. When it 
comes to automobiles, here is a big market... 
they own over 1,000,000 cars and scarcely a 
jalopy in the lot! With incomes three times the 
national average, they are always dandy pros- 
pects for the latest models. 

Moreover, they like to take their cars and go 
places (why else would they read Holiday?). In 


A cu 


one year, they drive a total of 15 billion miles 

..what a market-that means for parts and ser- 
vice! They buy 14% million replacement tires 
(three times the national average), 24% million 
spark plugs, one billion gallons of gas...well, 
you get the general idea. 

For selling cars and all that goes with them, 
you get more mileage out of Holiday. You meet 
your biggest, busiest customers in a motoring 
mood...and you can really drive a bargain! 


URTIS MAGAZINE 


a _- 


te 


on 


ORR ter me et 
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Current Prices on New Cars 





and suggested delivery 
. They do not cover 
state and 


BUICK — Special—4-dr. sed., 
2-dr. sed., $2,206.86; Riviera, $2,305.43; 
conv., $2,563.17; stat. wag., $3,163. Cen- 
tury—4-dr. sed., $2,520.17; Riviera, $2,- 
533.56; conv., $2,963; stat. wag., $3,470. 
Super——4-dr. sed., $2,711. 17; Riviera, $2,- 
625.56; conv., $2,963.59. Roadmaster—4-dr. 
sed., $3,269.36; Riviera, $3,373.05; conv., 
$3,520.56; Skylark conv., $4,483. (Dyna- 

flow standard on Roadmaster, optional at 
$198.50 on all other models.) 


CADILLAO — Series 62—4-dr. sed., $3,- 
932.70, cl cpe., $3,837.77; Coupe deVille, 
$4,261.01; conv., woe . Series 60 Spe- 
eial—4-dr. sed., $4,683. Series 75—8- 
pass. sed., $5,874. 78; — $6,090.17. El- 
dorade—con $5,738. ¢ (Hydra-Matie stand- 


ard on models. ) 
OMEVROLET — One-Fifty — 4-ar dr. sed., 


$1,690; 2-dr. sed., — utility sed., $1,- 
539; 7 $2,020. Two-Ten 
$ . sed, = - 
el. cpe., $1,782; 6-pass. stat. wag., 1 
Bel Alr—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—con., $3,523. 
oe aaaae standard on Corvette, optional 
at $178.35 on all other models.) 
CHRYSLER—Windsor Deluxe—4-dr. sed., 


(8-pass. ; el. cpe., $2,- 
Sao: Newport, $2,8 330. 75; conv., $3,- 
045.75; stat. wag., $3,321. New Yorker— 


Packard to Hold 
Field Training 


On Ultramatic 


DETROIT. — A new Packard 
service training program that will 
include the latest modifications on 
Ultramatic transmissions will get 
under way about Oct. 1. 

Simultaneously, Packard will re- 
activate its service award program 
for dealership mechanics, accord- 
ing to Harold Johnson, Packard as- 
sistant service manager. 

He said the training school would 
concentrate on the hydraulic as- 
pects of Packard’s automatic trans- 
mission, enabling mechanics to re- 
pair more units in the field. 

Field service personnel will be 
trained at special schools in New 
York, Detroit, Chicago and San 
Francisco. Upon completing the 60- 

course, these representatives 
will schedule two-day courses in 
their zones for dealer personnel. 

Used in the courses will be the 
hydraulic trainér, an activated dia- 
gram of an Ultramatic transmis- 
sion employing colored lights and 
switches to trace hydraulic pres- 
sures in the different phases of op- 
eration. 

Packard hopes to train two me- 
chanics and the service manager 
from each dealership. Each me- 
chanic attending the course must 
take an examination at the conclu- 
sion of the course. 

—Sam Sampson 


Bridgeport Meeting Date 
Changed to Oct. 20 


BRIDGEPORT, Conn.—The date | conv 


of the “Care Will Save Your Car” 
trade meeting here has been 
changed from Oct. 6 to Oct. 20 by 
the sponsoring Automotive Whole- 
salers Assn. of Bridgeport, Inc. 

Verner B. Hanson, general chair- 
man, said the change was made 
necessary because of conflicting 
events. 


* |owbrook Six and Coronet Six sedans 


4-dr. sed., $3,228.75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, §3,- 
707.25; conv., $3,938.25. Custom Imperial 
—4-dr. sed., $4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown Imperial — 8-pass. 
sed., $6,921.50; lim., $7,043.75 (PowerFlite 
standard on all eight-cylinder models, op- 
tional at $189 on Windsor Deluxe.) 


DeSOTO — Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., §$2,- 
364; stat. wag., $3,107.75; Fire Dome V-8 
— 4-dr. sed., $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; Sportsman. $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFlite optional at $189 on all models.) 


DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Ooronet Six—4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag.. $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; cpt. cpe., $2,503; conv., $2,682. 
(Fluid Drive optional at $20.40 on Mead- 
and 
club coupes. PowerFlite optional at $189 
on all models.) 


FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six — 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
liner, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,238.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models 
at $184.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six — 2-dr. sed., 
$1,566.18. : 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 
sed., $1,621; 2-dr. utility, $1,836.75. Super 
Jet — 4-dr. sed., $1,954; 2-dr. sed., §1,- 
932.75. Jet-Liner — 4-dr. sed., $2,056.60; 
2-dr. sed., $2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., §$2,- 
465.84; Hollywood, $2,704; conv., $3,004.20. 
Hornet Special — 4-dr. sed., $2,619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet — 
4-dr. sed., $2, 768.86; cl. cpe., $2,741.99; 
Hollywood, $2,987.75; conv., $3,287.70. 
(Hydra-Matic optional at $178.03 on all 
models in Jet category. Borg-Warner auto- 
matic transmission optional at $178.03 on 
all other models. ) 

KAISER — Special —4-dr. sed. $2,389; 
2-dr. sed., $2,334. Manhattan—4-dr. sed., 
$2,670; 2-dr. sed., $2,617. Darrin 161 — 
conv., $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 


LINCOLN—Lincoln—4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4-dr. sed., 
$3,726; hardtop, $3,884; conv., $4,045.50. 
(Hydra-Matic standard on all models.) 


MERCURY — Custom — 4-dr. sed. §2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey —4-dr. sed., $2,347.50; 
hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. (Mere- 
O-Matie optional at $189.77 on all models.) 
NASH — Metropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe — 2-dr, sed., 
$1,550. Rambler Super—4-dr. sed., $1,800; 
2-dr. sed., on” 705; hardtop, $1,805; Sub- 
urban, $1,805 Rambler — 4-dr. 
sed., "$1, 970; “hardtop, $1,955; conv., $1,- 
985; 2-dr. stat. wag., $1,955; 4-dr. stat. 
wag., $2,055. Statesman Super—4-dr. sed., 
$2,163; 2-dr. sed., $2,115. Statesman Cus- 
tom — 4-dr. sed., $2,337; hardtop, $2,428. 
Rabanenen Super—4- dr. sed., $2,422; 2- 
dr. sed., $2,370. Ambassador Custom — 
4-dr. sed., $2,605; hardtop, $2,740. Nash- 
Healey — LeMans hardtop, $5,128.05 (at 
coastal ports). HMydra-Matic optional at 
$178.85; not available on Nash-Healey, 
which is equipped with overdrive, or Metro- 
politans.) 

UOLDSMOBILE — Series 83 — 4-dr. sed., 
$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
dr. sed., $2,410.25; Holiday, $2,688.39; 
., $2,867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84. (Hydra- 
Matic optional at $178.35 on all models.) 

PACKARD—Clipper Special—2-dr. sed., 
$2,544. Clipper Deluxe—4-dr. sed., $2,695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 
Clipper Super — 4-dr. sed., $2,815; 2-dr. 
sed., $2,765; Panama hardtop, $3,125. 

— Cavalier 4-dr. sed., $3,344; 
Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3,827; conv., $3,935; Caribbean conv., 
$6,100; 8-pass. sed., $5,610; lim., $5,960. 


(Ultramatic standard ‘n Patrician, Pacific, 
convertible and Caribbean; optional at $199 
on other models.) 

PLYMUUTH—Plaza—4-dr. sed., $1,765. 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2,064; conv., $2,220; stat. wag., 
$2,207.25. Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (Hy-Drive optional at $145.80 on 
all models. PowerFlite at $189.) 


PONTIAO — Chieftain 6 Special — 4-dr. 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Chieftain 6 Deluxe — 4-dr. sed., $2,- 
130.53; 2-dr. sed., $2, — 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr. 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 
seat stat. wag., $2,439; 3-seat stat. wag., 
$2,494. Chieftain 8 Deluxe — 4-dr. sed., 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat stat. 
wag., $2,579. Star Chief 8 — Deluxe 4-dr. 
sed., $2,301; Custom 4-dr. sed., $2,394; 
conv., $2,630. Catalina — Chieftain 6 De- 
luxe, $2,316.30; Chieftain 6 Custom, §2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; Chief- 
tain 8 Custom, $2,458; Star Chief 8 Cus- 
tom, $2,557. (Hydra-Matic optional at 
$178.35 on ail models. ) 

STUDEBAKER — Champion Custom — 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Champion Deluxe — 4-dr. sed., _ a 
2-dr. sed., $1,875.18; 5-pass $1,- 
971.93; stat. wag., $2, 187,23. ys 
Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241. 29; stat. wag., §2, 295.33. Com- 
mander Deluxe — 4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., §$2,- 
232.88; stat. wag., $2,447.88. 
Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; oo wag., 
$2,555.98. Land Cruiser — 4-dr. sed., $2,- 
438.28; Regal 4-dr. sed., $2,533.28. (Auto- 
matic Drive optional at $216 on Cham-, 
pion, $226.50 on Commander and Land 
Cruiser. ) 


WILLYS—Lark—4-dr. sed., yt 2-dr. 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 
sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
023; 2-dr. sed., $1,947. Eagle — Hardtop, 
$2,167; Deluxe hardtop, $2,222; Custom 
hardtop, $2,411. Station Wagon—Deluxe 6- 
cyL, $1,973.09. (Hydra-Matic optional at 
$178.55 on all models except Larks.) 


Cadillac Opens U. C. Showroom in West— 


A spacious used-car showroom has been opened in Cadillac's San Francisco branch. 
According to M. S. Lester, general manager, the semi-open structure not only triples 
the used-car floor space, but also provides 20,880 square feet of customer parking 


on the open roof deck. 


Trailer Shipments 
Down 18 Percent 


During Month 


WASHINGTON. — Factory ship- 
ments of all types of truck trailers 
during July amounted to 4,178 units 
valued at $21.1 million, according 
to the Department of Commerce. 

This, said the department, repre- 
sented a decrease of 18 percent in 
number and 3 percent in value 
from June shipments. In June, 


5,094 units worth $21.7 million, were 
shipped from the factories. 

In July, however, production to- 
taled only 3,686 units. In June, 
production of 5,258 units surpassed 
the total shipped. July was the 
first month in 1954 that shipments 
were greater than production. 

July shipments broke down as 
follows: Vans, 2,353; tanks, 489; 
pole, pipe and logging, 104; plat- 
forms, 571; low-beds, 176; dumps, 
89; all others, 175, and chassis, 221. 


For the lowdown on dealer thinking, 
read John O, Munn’s column each week 
on Page 3. 





New Commercial Car Registrations, 


16 States for August, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R, L. Polk repre- 
sentatives in state capitals. 
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BBB Shops for Used Cars... 





‘Bait’ Advertising Laid | 


To Baltimore Lots 


BALTIMORE. — (UTPS)—After 
a shopping tour of used-car lots in 
Baltimore, the Better Business Bu- 
reau has charged that some used- 
car dealers are using “bait” adver- 
tising. 

Principal targets of BBB were 
operators who offer cars at “no 
downpayment” and then change 
their story when the customer 
arrives at the lot. 

The survey by the bureau’s staff 
showed that no salesman would 
allow a man to take a car without 
some commitment as to the amount 
of money he would put up. Usual- 
ly, BBB said, it was in the form 
of a small loan “from the office 
right next doer” on furniture or 
other articles. 


If the customer were unable to 
keep up payments, the car would 
be repossessed, but the buyer still 

* was required to pay off the down- 
payment loan, plus interest, it was 
said. 

Some dealers insist that a man 
can drive a car off their lot with- 
out taking “a dime” out of his 
pocket, but BBB charges that 
this is “bait” advertising, never- 
theless. 

A bureau shopper reported that 
a used-car dealer invited the pub- 
lic to come in and sign credit pa- 
pers “before opening a car door or 
turning on an ignition key.” When 
the shopper entered, the salesman 
refused to talk to him unless the 
customer first signed the papers. 

One company advertised 18 cars, 
BBB said, but a check proved that 
only two of the cars were available. 
Another man said he had “150 cars 
to choose from,” but his lot was 
found capable of holding only 50 


cars. 
Cars that were advertised at 


40 Fla. Dealers 
Furnish Cars 


To High Schools 


ORLANDO, Fla.—Forty dealers 
have furnished cars to high schools 
in Florida for use in their driver- 
training courses during the 1953-54 
school term, according to the Flor- 
ida Automobile Dealers Assn. 

The dealers are: 

Arcadia Motor Co., Arcadia; I. H. 
Ford Motor Co., Avon Park; Belle 
Glade Motors, Belle Glade; Cox 
Motor Co., Bradenton; Larry Dim- 
mitt and Thayer Motor Co., Clear- 
water; Halifax Motors, Daytona 
Beach; Bill Holler Motor Sales, 
Deland; Jack Crouch Buick Co., 
Fort Lauderdale; Hough Chevrolet 
Co., Fort Myers. 

Sunrise Motor Co., Fort Pierce; 
Gulfview Motor Co., Fort Walton 
Beach; Barkley Motors, Gaines- 
ville; Holbrook Buick, Hollywood; 
Bird Chevrolet Co., Homestead; 
Burwell Motor Co. and Riverside 
Chevrolet Co., Jacksonville; Don 
Allen Southland Chevrolet, All Mi- 
ami Motors, Laramore-Neese, Luby 
Chevrolet Co. and Trail Pontiac, 
Miami. 

Watkins Ford, New Smyrna 
Beach; Holler Chevrolet Co., Or- 
lando; Elliott Motors, Pahokee; 
Nelson Chevrolet Co., Panama City; 
Phipps Chevrolet Co., Plant City; 
Campbell Chevrolet, Punta Gorda; 
Grant Motor Co., Ross Chevrolet 
and Waldron Pontiac Service, St. 
Petersburg. 

Holler Motor Sales, Sanford; Alt- 
man Chevrolet Co., Sarasota; Hardy 
Brothers Motor Co., Starke; Demp- 
sey Chevrolet Co., Ferman Chev- 
rolet Co. and Penn Motor Co., Tam- 
pa; Roland Miller Chevrolet, Vero 
Beach; Joe Blank Motor Co. and 
Twin City Chevrolet Co., West 
Palm Beach. 


Bakelite Reduces Prices 


NEW YORK. — A reduction of 
two to 10 cents a pound in the 
price of Bakelite cast vinyl film 
Was announced last week by Bake- 
lite Co.,-a division of Union Car- 
bide & Carbon Corp. According to 
Cc. W. Blount, sales vice-president, 


new prices will be 92 cents to $1.10 


per pound. 


very low prices, it was charged, 
turned out to be ex-cabs, junkers 
or cars damaged in accidents. 

A bureau worker said these types 


of cars were used to get people in-| 


terested in buying on the dealer’s 
lot, but the cars were “nailed to 
the floor” when it came to selling 
them. 

One salesman told a shopper 
that it was best to ignore the 
classified advertisements because 
the cars advertised “are not 
worth much.” 

One buyer was led to believe the 
car he bought was a 1946 model. 
When it broke down, he found that 


road, the bureau said. . 


Studebaker Family Relaxes— 






Factory officials and dealers attending a meeting of the Studebaker Dealer Council 
the car was a 1942 model, that hej in Indianapolis take time out for relaxation and informal talks. Charles E. Stuart 
had paid triple what it was worth | (right), Indianapolis dealer; H. E. Churchill (left), Studebaker vice-president, and T. F. 
and that it was a hazard on the} Laughlin (center), Studebaker assistant general sales manager, get together after a 


private showing of the 1955 models. 





Oil-Auto Cooperation Hailed by Kettering 


ATLANTIC CITY, N. J.—Charles 
F. Kettering, research consultant 
for General Motors, has stated that 
Americans can depend on coopera- 
tion of the oil and auto industries 
“for the best rubber-tired transpor- 
tation anywhere at the lowest pos- 
sible cost.” 

Kettering spoke at the 52nd an- 
nual meeting of the National Pe- 
troleum Assn. Other speakers dis- 
cussed the nation’s business, the 
rapid development of Middle East 
oil production, and the real value 
of new multiple-viscosity motor 
oils. 

A. W. Scott, president of Wolf’s 
Head Oil Refining Co., Oil City, 
Pa., was reelected president. 
Kettering told the convention 
that the nation’s 55 million auto- 
mobiles represent the greatest pow- 
er plant in the world. 

Improvement in fuel and internal 
combustion engines has been steady 
through the years. 

“In fact,” he said, “if you take 
1930 as the dividing line, our cars 
are now lasting 2% times as long as 
they used to, and they are only 
using 60 percent as much fuel. Thus 
the car-mileage ratio today is much 
better, despite the increased costs 
of modern times.” 

Referring to the automotive in- 
dustry, Kettering said its design- 
ers were “trying to raise the com- 
pression ratios of internal com- 
bustion engines as fast as you 
fellows can raise the octanes.” 
“T’ve been asked at times why 
we are trying to do this, whether 
it really means anything,” he said. 
“The answer is very simple—with 
a 12-to-1 ratio, you can get twice 
as much mileage from the same 
amount of gasoline.” 

A panel of experts agreed basi- 
cally that multiple-viscosity motor 
oils are good, but at least one ex- 
pressed belief that he is not ready 
to concede that a “new era” in en- 
gine lubrication has been intro- 
duced. 

The cautious outlook was ad- 
vanced by Carl Georgi, technical 
director of the research laborato- 
ries of Quaker State Oil Refining 
Corp., Oil City, Pa. In direct reply 
to the question “How good are the 
new type motor oils?” Georgi said: 

“An answer might be that they 
can be good, but not so good that 
a ‘new era’ in engine lubrication 
has been introduced.” 

A paper prepared by L. Raymond 
and J. F. Socolofsky, Socony-Vac- 
uum Oil Co., took a more optimis- 
tic view. Their paper stated: 

“Benefits . . . are recognized by 
the customer in such ways as a 
quieter engine due to freeing-up of 
stuck or sluggish hydraulic valve 
lifters or to reduction or elimina- 
tion of knock and preignition 
noises, easier starting, better oil 
economy and better fuel economy.” 

The international currency situ- 
ation since the war and the rapid 
development of Middle East oil 
production have precipitated major 
shifts in the flow of oil throughout 
the world, NPA was told. 

Chester F. Smith, a director and 
vice-president of Standard Oil Co. 
(New Jersey), told the group that 
“the direction of oil flow has 


changed and I doubt that it will 
ever go back to the way it used to 
be.” 

He explained: “Since World 
War II, the Middle East has 
moved into the picture and now 
73 percent of Europe’s require- 
ments come from there. 

“Today the U. S. is no longer a 
major exporter of oil.” 

Smith also called attention to the 
fact that “Soviet-controlled oil is 
the latest factor of change in the 
worldwide oil flow picture.” 

Despite the gloominess of the 
international picture, the oil 
business in the U. S. is healthy, 
this country is expanding, energy 
needs are growing and oil is the 
best and most convenient source 
of energy yet developed, Smith 
said. And, he continued, U. S. oil 
men have nothing to fear where 
atomic and solar energy are con- 
cerned. 

“Personally I think it will be a 
very, very long time indeed before 
many automobiles and trucks will 
be powered by nuclear reactors or 

our northern homes are heated 
and provided with hot’ water by 
sunshine alone,” Smith said. 

Secretary of Commerce Sinclair 
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WY SHE BREAKS ALL)f YEH- BY 
» HER DATES? 


( HOw COME 


Weeks told the group that U. S. 
business is doing all right now, and 
is going to do better as time goes 
along. 

“I am personally extremely op- 
timistic about business,” he said. 
“Our ‘national income is around 
253 billion dollars, and the unem- 
ployment picture is moving along 
satisfactorily.” 


Weeks also said that “we’re 
getting away from the socialistic 
path on which we had been trav- 
eling.” 

Along with Scott, other reelected 
officers are: 


First vice-president, Fred G. Ban- 
nerot jr., Elk Refining Co., Charles- 
ton, W. Va.; second vice-president, 
Paul R. Beck, Pennsylvania Refin- 
ing Co., Butler, Pa.; recording sec- 
retary, E. M. Lyons, Philadelphia; 
treasurer, G. B. Hunter, Quaker 
State Oil Refining Corp., Oil City, 
Pa.; general counsel, Fayette B. 
Dow, Washington. 

NPA announced that its 1955 
spring meeting will be held in 
Cleveland, Apr. 13-15, and that its 
53rd annual meeting will be held 
in Atlantic City again, Sept. 14-16, 
1955. 


WHAT ARE YOU DOING ABOUT YOUR SALES? 


WITH HIM, SHE 
JUST LIKES TO 
GO RIDING. 


SPEEDY CAN 


HE BOUGHT A WONDERFUL 


YOUR NAME 


Ford Preposes 
Group to Study 
Health Needs 


CHICAGO. — Creation of a per- 
manent private national health 
commission to examine the grew- 
ing health needs 
of the nation and 
determine how 
best to meet them 
was proposed last 
week by Benson 
Ford, general 
manager of Lin- 
coln - Mercury, in 
an address to the 
American Hos- 
pital Assn. 

Pointing out 
that the many in- 
dustrial group insurance plans are 
setting a target for the whole pop- 
ulation to aim at, Ford said the 
demands on medical facilities are 
expanding at a revolutionary pace 
and that important decisions on 
health programs of industrial firms 
are being made without any realis- 
4 understanding of what they in- 
volve, 


Ford is president of the board of 
trustees of Henry Ford Hospital in 
Detroit. 


Citing the contributory plan as 
best for industry, he said that a 
sound health insurance program 
should provide reasonably equal 
benefits for all employes in all lo- 
cations, and, secondly, should have 
predictable limitations as to its 
cost and extent. 


In proposing a permanent private 
national health commission repre- 
senting all the major segments of 
the health profession, Ford empha- 
sized that he was not suggesting a 
oe to fight socialized med- 
icine. Major tasks of such a com- 
mission would be: 


To determine where to draw the 
line between what private medicine 
ought to do and what the govern- 
ment ought to do; to chart the 
pattern of demand and relate it on 
a nationwide basis to our existing 
health resources; to undertake a 
major study of the whole technol- 
ogy of health administration and 
establish standards for more effi- 
cient organization and utilization 
of health facilities and personnel, 
and to provide some urgently need- 
er guidance leading to a more ef- 
fective mustering of industry’s 
resources to meet these health 
problems. 





Benson Ford 
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Many progressive Auto Dealers are discovering the merits of consistent SPEEDY advertising. SPEEDY 
puts across your sales message in a clever, winning style that warms up prospective customers and 
puts them in a happy, buying frame of mind. 








As one SPEEDY user* puts it: ‘More and more people tell us they read and enjoy SPEFDY. Business 
has forged ahead since we started using SPEEDY.” 










*Name of Dealer on request. Mail in coupon for full details. 
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Picket Charged with Assault... 





Teamsters Press Drive 
For Detroit Salesmen 


By Joe Callahan 
Staff Writer 

were more signs last 
week that the AFL Salesmens 
Union has not abandoned its drive 
to organize Detroit's 
salesmen, despite the 
near -withdrawal of 
the National Labor 
Relations Board 

from the picture. 

Latest union move was a strike 
against Dean Sellers (Ford), which 
week resulted in the hospitali- 
of the company’s service 
manager and the jailing of a 
picket. 

The manager, John Kinghorn, 
was treated at Detroit’s Receiv- 
ing Hospital for lacerations of 
the mouth and five broken teeth. 
Mark Whitcraft, a and a 
salesman at another dealership, 


ge 


Kinghorn told police that the al- 
tercation occurred when he at- 
tempted to intercede in behalf of a 





Wheelchair Car— 
Charles C. Bovey, retired Minneapolis 


mechanic who had been stopped by 
the picket line, which had been es- 
tablished after two salesmen were 
fired by the firm. 

* * * 


ERMAN KIERDORF, a veteran 
Teamsters organizer brought to 
Detroit by James Hoffa, Teamsters’ 
national vice-president, said: 
“We've closed Sellers down pret- 


ty well now, and we're going to| CIO. 


keep from 10 to 30 pickets there 
until they not only rehire these 
two salesmen, but also until they 
grant recognition to the union. 
Furthermore, we expect to strike a 
number of other Detroit deaier- 
ships in the near future to gain 
recognition.” 

Kierdorf revealed that Local 
376 of the Auto Salesmens Union 
also has been operating exten- 
sively among mechanics in De- 
troit dealerships. 

“We have between 400 and 600 
shop workers in Detroit at pres- 
ent,” he said, “and they’re flocking 
in every day.” 

Denying reports that the Team- 
sters are employing professional 
pickets, Kierdorf declared: “Why 
should we? We have thousands 
available from our other unions.” 

Dealer Dean Sellers declined to 


comment on the dispute. 
* * * 


Merger Nearing 
ANWHILE, there were more 
audible rumblings last week 
from the West Coast (at the AFL 
convention)—and from the East 
Coast (at the Steelworkers conven- 
tion) of union realignments that 


; | may lie ahead. 


In Los Angeles, it was reported 
that a miove to merge the AFL and 
the CIO into one federation of 16 
million workers would get under 
way this week. 

AFL President George Meany, 
who reportedly was going to talk 
to CIO President Walter Reuther 
in Detroit after the convention, 


business executive; asked Joy Bros. Motor | said: 


Car Co. (Packard), St. Paul, for a car that 
would. allow the disabled driver to take 
his wheelchair with him. George Flad, 
managing partner in the firm, designed 
the car and chair according to Bovey’s 
specifications. Démonstrating the auto's 
operation is George W. Flad jr. (right), 
sales manager. 


‘5 


tae | 


“We should get to it as soon 
as possible after the convention, 
when the CIO officers can clear 
their calendars and get right into 
this question of bringing real 
unity to the American trade-un- 
ion movement.” 

A feeling that the merger was 
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“right around the corner” was 
heightened by an unprecedent let- 
ter of greeting from Reuther to the 
AFL convention. Reuther wrote: 

“On the foundation of this agree- 
ment (no-raiding pact), I hope that 
the representatives of our two or- 
ganizations may strengthen the 
bonds of fraternal friendship and 
set the foundation of future unity 
of the American trade union move- 
ment. 

* = * 


New Union Concept 


Bape << ver nemg impetus to the 
consolidation probably is com- 
ing from the Steelworkers conven- 
tion in Atlantic City, where Presi- 
dent David McDonald talked omi- 
nously last week about quitting the 


But, by week’s end, it wag evi- 
dent that McDonald’s feelings to- 
ward Reuther were not shared by 
a majority of the delegates, and 
chances that a split would develop 
between the CIO and the 1.2 mil- 
lion steelworkers were fast fading. 


At midweek, when the delegates 
first had their chance to applaud 
the name of Walter Reuther, who 
had wired a message of congratu- 
lations to McDonald and the union, 
the 2,000 delegates responded with 
the loudest and most sustained out- 
burst of the convention. 

In his opening address, McDon- 
ald said the Steelworkers have 
taken a position somewhere be- 
tween the Marxist-base unions 
(referring to the CIO) and the 
unions which simply have a 
bread-and-butter base (referring 
to the AFL). 

He said the Steelworkers had de- 
veloped a new concept of trade un- 
ionism under which employes, man- 
agement and stockholders would 
be given full consideration. 

“Management,” he said, “must 
not be forgotten because the great 
corporations of today, particularly 
in steel, are no longer owned by 
small family groups but by hun- 
dreds of thousands of stockhold- 
ers.” 

* = . 


AMC Sues Union 


ANOTHER labor front, 
American Motors Corp. last 
week filed a suit in Federal court 
for $888,135 against the Mechanics 
Education Society of America 
which has been on strike against 
AMC’s Kelvinator plant in Detroit 
since Aug. 2. 

AMC also asked that the union’s 
suit for $2,538,000 against the com- 
pany be dismissed. 

Both actions stem from the 
company’s plan to move part of 
its operations to Grand Rapids, 
Mich. 

AMC has contended that the 
MESA strike is illegal and that the 
union has no right to contest the 


|company’s determination of what 


products it will build and where it 
will build them. 

It also contends that the com- 
pany had given the union ample 
notice of the move, in letters sent 


|30 days in advance of the transfer 


and in discussions extending over 
two years. 
* * 


Ford Pension Change 


y As week, John S. Bugas, Ford 
Motor Co. industrial relations 
vice - president, announced that 
Ford will change its retirement 
plans so that its 9,000 retirees will 
receive the full benefit of the forth- 
coming increases in Social Securi- 
ty. The action had been requested 
by the UAW-CIO. 

Meanwhile, C I O President 
Reuther made another request of 
Labor Secretary James P. Mitch- 
ell last week that “accurate em- 
ployment figures” be made pub- 
lic. 


Reuther claimed that a falsely 
optimistic picture was being given 
by the Labor Department in its 
figures on the number of persons 
getting unemployment insurance. 
He charged the decline in the num- 
ber of workers receiving unem- 
ployment compensation was mainly 
caused by workers who had ex- 
hausted their benefits. 


Morey Will in Court 
MINNEAPOLIS. — A petition to 
prove the will of the late Clarence 
L. Morey, who owned Morey Chev- 


/ rolet Co., has been filed in Probate 
‘Court. The petition estimated real- 


estate assets at $100,000 and per- 
sonal property at $100,000, less debts 
of $5,000. Mr. Morey died Aug. 26. 


Mountain Joins Nash— 


Dale Mountain (right), president of 
Mountain Nash, Inc., Omaha, signs his 


Dodge- 
.| died Sept. 16. 





Obituaries 
Herman W. Luehring 


LEAVENWORTH, Kans.— Herman w. 


Luehring, 58, auto dealer here for 30 years, 
died Sept. 14 after an extended ilines 
7. ¢ *® 
Jesse Bunch 


ATCHISON, Kans.—Jesse Bunch, 55 a 
Plymouth dealer here since 144, 


*. 7. * 


Lalen C. Krisher 


PHILADELPHIA.—Lalen C. Krisher, 
presidnet and founder of Willard Chevrolet 
Co. here, died at the age of 63. Mr. Krish- 
ér established Willard Chevrolet in 1923. 


3 A year later he founded Gulf Motors Corp. 
He was director of both companies 


and 

was active in state and national automo- 

tive associations. He was twice a member 

of the General Motors Dealers’ Council. 
. s * 


Joseph Conway 
TORONTO.—Joseph Conway, 62, former 
regional sales manager for Chrysler Corp., 
died Sept. 13. He held the post from 1938 
until his retirement two years ago. 
* * * 


Arthur R. Schumann 


DETROIT. — Arthur R. Schumann, 48, 
sales manager of Standard Tube Co., died 
Sept. 18. 

“ * * 


Roy L. Hughes 
WILSON, N. C.—Roy L. Hughes, 46, 


Nash franchise while D. Ll. Kimber, Des | noage-Piymouth dealer here, died Sept. 11 


Moines zone manager, looks on. 


at his home. 





9-Member License Board 
Appointed in Louisiana 


NEW ORLEANS. — Gov. Robert 
Kennon named the nine-member 
Louisiana Motor Vehicle Commis- 
sion, created by the summer ses- 
sion of the 1954 Legislature. 

Each member of the commission 
is engaged in the new-car business. 

The commission will have 
charge of licensing all auto sales- 
men, manufacturers and distribu- 
tors and factory representatives 
of motor vehicles in the state. The 
act providing for the commission 
will become law on Jan. 1, 1955. 

The schedule of license fees is 
as follows: Each manufacturer, dis- 
tributor or wholesaler, factory 
branch or distributor branch, $100; 
each dealer, factory representative 
or distributor representatives, $15, 
and each salesman, $3. 


Section 1 of the bill states: “The 
Legislature finds and declares that 
the distribution and sales of motor 
vehicles in the State of Louisiana 
vitally affects the general economy 
of the State and the public wel- 
fare, and that in order to promote 
the public interest and the public 
welfare, and in the exercise of its 
police power, it is necessary to reg- 


|ulate and to license motor vehicle 


manufacturers, distributors, and 
dealers doing business in Louisi- 


‘Doomsday’ Blaze 


To Destroy 100 
Dayton Junkers 


DAYTON, O. — More than 100 
junkers will be burned in a giant 
bonfire here Sunday (Oct. 3) in 
“Doomsday for Death Traps,” 
sponsored by the Miami Valley 
Used Car Dealers Assn. 

Herald Welcome, chairman of 
the campaign, said the association 
will begin the drive by collecting 
unsafe cars from dealers in the 
area. The group will also tow in 
any old cars donated by drivers 
this week. 


Every member of the association 
has been asked to supply at least 
one junker for the big blaze. 

Profits from the sale of the 
scrap remaining after the bonfire 
will be turned over to the Dayton 
Chamber of Commerce for use in 
a safety campaign. 


Ionia to Build ’55 Bodies 
For Mercury Wagons 


IONIA, Mich. — Ionia Manu- 
facturing Co. a division of 
Mitchell-Bentley Corp., has re- 
ceived a contract to make 1955 
Mercury station- wagon bodies, 
according to Don R. Mitchell, 
president. 

Mitchell said that shipment of 
assembled bodies would be made 
to Mercury plants in Metuchen, 
N. J.; Wayne, Mich.; St. Louis, 
and Los Angeles. 





ana, in order to prevent frauds, 
impositions, and other abuses upon 
its citizens.” 

The commission will appoint a 
qualified person to serve as ex- 
ecutive secretary at an annual 
salary not to exceed $7,500. 

Members are J. Alfred Begnaud, 
Lafayette, chairman, term runs 
same as governor’s; William J. 
Willkomm, New Orleans, until June 
30, 1955; Pierre Chive jr., New Or- 
leans, until June 30, 1955; A. Dupre 
Vaeth, Houma, until June 30, 1957; 
Claude Holmes, Shreveport, until 
June 30, 1957; V. H. Rivers, Mon- 
roe, until June 30, 1959; Ralph 
Moran, Baton Rouge, until June 30, 
1959; E. H. Taussig, Lake Charles, 
until June 30, 1961 and L. P. Roy, 
Marksville, until June 30, 1961. 


Calendar 


(Continued from Page 4) 


General 


Oct. 31-Nov. | — 10th Annual Convention 
Texas Independent Automobile Dealers 
Association, Hilton Hotel, Fort Worth. 


Nov. 14-16 — National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 15-17— American Finance Confer 
ence, Commodore Hotel, New York City. 

Dec. 5-7—Motor and Equipment Whole- 
salers Association Convention, Conrad 
Hilton Hotel, Chicago. 

Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 

Dec. 8-10 — Automotive Service Industries 


Show, Navy Pier, Chicago. 
Jan. 16-13—American Road Builders’ As- 
sociation, Annual Meeting, Roosevelt 


Hotel, New Orleans. 


Savannah (Ga.) Dealers 
Elect Bowyer President 
SAVANNAH, Ga.—H. L. Bowyer 
jr. has been elected president of 
the Savannah Auto Dealers Assn. 
Other new officers are: Curtis 
Lewis, vice-president; Charles Orr, 
secretary-treasurer; and Henry 
Tuten, A. K. Dearing, James Bar- 
nett and Henry Eskedor, directors. 


Precision Die-Cast 


Triple chrome plated for tastin 
beauty. Original designs. Sketc 
submitted for your approval. Quan- 
tities as low as 100 may be or- 
dered. Choice of exclusive adhesive | 
backing, or standard fasteners. 


Free sample and prices on request. a4 
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” TO 1. During the past 8 years, . 


36 top automotive wholesalers have 
asked upwards of 100,000 dealers this 
key question: “Which magazine would 
you choose for the advertising of the 
lines you handle?” Better than 50,000 
picked The Saturday Evening Post.* Why? 
Because dealers have the best proof 


there is—sales proof—that Post adver- 





tised lines are the 








fastest-selling lines. 
The Post gets to the 


heart of America. 


A CURTIS MAGAZINE 
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Ethyl Sees Gains 


In Tractor Power 


MILWAUKEE.—Gains in power 
and fuel economy, essentially the 
same as those anticipated for car 
engines, are foreseen for farm trac- 
tor engines, according to H. T. 
Mueller and R. E. Gish, of Ethyl 
Corp. research laboratories in De- 
troit. 

Speaking at the National Trac- 
tor Meeting of the Society of Au- 
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tomotive Engineers, the Ethyl rep- 
resentatives said that a tractor 
engine incorporating many of the 
present car engine featufes was 
practical and provided similar gains 
in power, economy and fuel anti- 
knock quality utilization. 


They also supported earlier find- 
ings that tractor engines with com- 
pression ratios as high as 12:1 
offered no special operational prob- 
lems. Ease of starting, flexibility 
and smoothness were proven by 
field tests, they said. 


PLANE FACTS 


manufacturers qughtt 
to know 


AMERICAN 


has the greatest cargo 
capacity of any airline 


Capacity is one measure of a carrier's ability to de- 
liver the goods. That’s why it’s important for you to 
know American has the greatest cargo capacity in 
the airfreight industry. With this extra space and 
more scheduled flights to more key areas, American 
is better able to expedite continuous cargo move- 
ment and provide dependable on-time deliveries 


than any other Airline! 
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spendable income. 463,400 in the 8 
Western New York counties average 
$5,287 for a total of nearly 2% billion. 

To reach the cream of them most 
economically use the Morning Courier- 
Express. To reach nearly all of them, 
use the Sunday Courier-Express . . . 
the State’s largest newspaper outside 


of Manhattan. 
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Ball Joints Gain Favor... 


Spotlight on Suspensions 


(Continued from Page 21) 

tion, or improper service assem- 
bly in the field. 

The conventional kingpin is 
eliminated, and the ball joint be- 
comes a “sub-assembly” operation 
that makes it unnecessary to as- 
semble or handle the loose parts 
on a “final” assembly line. 

+ * 


Uniform Steering Sought 


ICHARD LISKOW, Ford chassis 

engineer, cites a desire for im- 
proved ride and handling qualities 
as key reasons for the switch to 
ball-joint suspen- 
sion. He says the 
engineers who 
made the decision 
felt they had 
gone about as far 
as they could go 
with the kingpin 
design. 

Customer ad- 
vantages named 
by Liskow and 
Fond suspension 
engineer, Clark 
Tea, include improved directional 
stability — which means truer 
straight “down-the-road” steering 
with less wander in gusty winds, 
easier low-speed steering, and surer 
handling in high-speed curves. 

An important gain said to have 
been sought by Ford executives 
who approved the change was more 
uniform steering action from one 
car to the next “as they come off 
the assembly line.” Greater con- 
sistency of front-suspension per- 
formance qualities was desired to 
prevent each car having “too much 
of a personality of its own” in vary- 
ing from the desired standard. 

With the ball-joint built into 
an only slightly modified con- 
ventional short-and-long arm 

(S. L. A.) independent suspension, 
“binds” are less likely to occur. 
Manufacturing tolerances on 
other front suspension parts are 
less critical than with the king- 

pin-spindle design. 

Other advantages listed by Tea 
include design simplicity, fewer 
lubrication points and ease of serv- 
icing or replacement of front sus- 
pension members. 

Three years ago, when it became 
known that Lincoln was slated to 
have the ball joint in 1952 produc- 
tion—and again last year when 
Ford and Mercury were announced 
—there were many scoffers who 
said that such a design was “too 
expensive” ... and not “rugged” 
enough to stand up in service. 

The general line taken by most 
critics was that, although the de- 
sign admittedly offered some theo- 
retical benefits, sealing problems 
and other practical difficulties 
would prevent realization of such 
advantages on mass-production 

* * * 


Clark Tea 


cars. 
Service Engineers Happy 
Noe: according to Lincoln serv- 
ice engineers, the three-year 
record of ball-joint installations 
thoroughly squelches such criti- 
cisms. They state that “service 
claims against the front-end have 
just about been wiped out.” Dura- 
bility and all-around ruggedness 
have proved to be excellent. And 
retention of front-end alignment 
setting is said to be outstanding. 
Clark Tea refutes the general 
assumption that Ford’s ball-joint 
is a“carbon-copy” of the original 
Lincoln design. He says that early 
test programs in 1951 showed 
that basic weight (and weight 
distribution) differences between 
Lincoln and Ford cars made it 
necessary to design a new unit. 
Suspension joint friction and 
surface finish design problems were 
aggravated by differences between 
the two cars. Other problems were 
brought about by the extremes of 
field operation to be expected for 
Ford cars in the hands of owners. 
Emphasis was placed on sealing 
development projects—which were 
initiated in anticipation of Ford 
owner abuse, and possible neglect, 
of lubrication and other rudimen- 
tary servicing measures. The seal 
project was so successful that some 
of the ideas subsequently were 
carried back into the Lincoln line. 
* * n 


Ford Experiments 


i“ FORD experimental work, con- 
siderable effort was directed to- 


ward evolving a design that would 
provide satisfactorily lw steering 
friction, with steering resistance 
uniform throughout the entire 
turning arc. The outcome was a 
special friction control and a take- 
up spring that contribute desired 
handling characteristics. 

Ford suspension engineers ex- 
pected the 1954 models to be su- 
perior to their predecessors in hold- 
ing the original factory settings for 
front-wheel alignment. And, at the 
Ford Technical Service Laboratory, 
Richard Williams, technical stand- 
ards manager, asserts that experi- 
ence to date has surpassed even 
the optimistic hopes of the de- 
signers. 

To put it mildly, the Ford serv- 
ice organization is “very happy” 
with the ball joint. Its satisfac- 
tion is readily understood in view 
of the fact that front suspension 
warranty and policy claims in 
1954 are running only about 15 
percent of the comparable figure 
for 1953 models. 

Williams says that the front-end 
alignment settings have been hold- 
ing so well that the trend is to 
drop this check from the regular 
1,000-mile inspection procedure — 
since it has been found that adjust- 
ments are unnecessary at that time. 

7” * * 


Other Designs 


—— engineers for any 
of the dozen makes of cars 
that will have front suspension 
designs other than the ball - joint 
type next year probably would ex- 
plain their situation with regard to 
this design in one of three ways. 

1. “We didn’t need it’; 2. “We 
felt that the addition of the ball 
joint to our present basic design 
did not contribute enough advan- 
tages to justify the change”, or 3. 
“We were not convinced that func- 


Ford Ball Joint— 


The 1954 Ford uses a ball-joint design 
that features an integral spindle and spin- 
dle support in a revised version of the 
familiar S.L.A. independent suspension. 

os -4.* 


tional difficulties (particularly seal- 
ing problems) of the suspension 
ball joint had been solved at the 
time we laid down the basic designs 
for our suspension system.” 

Design, engineering, manufac- 
turing and sales considerations 
for each car are peculiar to that 
make. A major decision such as 
this is made only after study of 
the many complex inter-related 
factors applicable to the particu- 
lar company making the analysis. 

It is well known that the con- 
ventional S. L. A. suspension re- 
quires considerable redesign if the 
full benefits of the ball joint are te 
be gained. This factor, incidentally, 
is the answer to those people who 
inquire about the availability of 
“conversion kits” for installation of 
ball joints on their cars. 

* * of 


One Phase of Design 


Attz® extensive experimentation 
with various ball joint modifi- 
cations of their existing suspen- 
sions, many engineers decided that, 
for their particular car, the ball 
joint was not worthwhile .. . unless 
it were to be considered merely as 
one phase of a design program 
leading to a completely new sus- 
pension. 

This type of thinking is shared 
by a number of suspension de- 
signers. Indications are that vari- 
ous uses of the ball-joint prin- 
ciples will be made in entirely 
new suspensions as they appear 
in production during the next 
five years. 

Where a plant has satisfactory 


manufacturing quality control of 
front suspension parts in a soundiy 
engineered unit, chassis design en- 
gineers generally have been satis- 
fied with the evolutionary state of 
the kingpin-spindle principle as in- 
corporated in existing designs. 


A typical man in such a position 
will assert that his group examined 
the ball joint thoroughly and de- 
cided that it didn’t “add enough” 
to their product to warrant a 
change. 

* * 


Sales Reasons 


7 engineer advanced a plaus- 
ible theory embodying addi- 
tional reasons Ford may have had 
for going to the ball joint when it 
did. Skipping over reference to the 
ball-joint as a cure for alleged 
manufacturing difficulties, he sees 
this decision against the background 
of “change” and reorganization at 
Ford Motor Co. 

According to this theory, the 
ball joint looked like an ideal op- 
portunity to adopt an advanced 
engineering idea “first.” This 
would appeal to a company that 
wanted to enhance its reputation 
for “leadership” and engineering 
innovations. 

Whether or not they agree that 
sales considerations were a strong 
factor in the ball-joint decision 
(which must have been made about 
four years ago at Ford), few people 
will deny that Ford has done a 
masterful advertising job in ex- 
ploiting this engineering develop- 
ment to add sales-appeal to its 
products. 

In the minds of many engineers 
and production men, the term ball 
joint has been synonymous with 
“high cost.” The relative expense 
of ball joints in comparison with 
other suspension ideas undoubtedly 
has been a deterrent to their use. 

* 7” . 


Rumor on Cost 


prokD has not released any official 
statement about the cost of its 
1954 front suspension. But a man 
in a position to know once told 
this writer that Ford was “putting 
$20 more” into its suspension this 
year. 

In any case, most engineers 
now recognize the ball joint as 
a practical design. Manufacturing, 
sealing, lubrication and other 
essential design problems have 
been worked out. The best proof 
of this is that spherical joints 
presently are being utilized at the 
inception of many suspension de- 
sign pro; 

Maurice Kennedy, assistant chief 
engineer at Thompson Products 
Inc., says that the present status 
is a phase of redesign with heavy 
emphasis on cost reduction without 
sacrificing fundamental advantages. 
The trend is to lower costs through 
design and production refinements 
that retain the desired attributes 
of the ball joint. 

An example of such development 
work is experimental activity by 
Thompson (and others) to convert 
the socket body from a forging 
to a stamping. Cost savings will be 
made by attaching this stamping to 
a stamped control arm. 

x - * 


Ball Joint of Future 


make that is rumored to 
incorporate a version of the 
ball joint in a minimum-weight 
design on 1955 models is said to 
be making use of a spherical shape 
considerably modified in design de- 
tails. A novel approach to lubrica- 
tion and sealing considerations also 
brought about a number of inter- 
esting developments. 

Reports are that extensive work 
on socket lining materials has pro- 
duced a non-metallic lining that 
actually gains improved surface 
condition with use. The lubricant 
works into the material, and the 
action “polishes” mating surfaces. 
Nylon liners were tried experi- 
mentally, but informed sources say 
they were rejected as being “too 
heat sensitive.” ; 

If successful, this project would 
have enabled the company to de- 
velop udvertising programs bui!t 
around the reputation and popu- 
larity of the nylon name. 

As matters stan 
are that the “spherical” joint will 


(See SUSPENSION, Page 49, Col. 1) 
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(Continued from Page 21) 


this respect have caused some em-| body engineers and stylists to de- 
barrassment to manufacturers now| sign shapes with no thought of 


using a gold “flash” on zinc die 
cast hardware. 

We've also heard that develop- 
ment engineers are doing some 
highly promising experimental 
work with vitreous enamels. If all 
goes well, the day may not be far 
off when colorful vitreous enamel 
coatings on aluminum die castings 
will open another door for the in- 
terior trim stylist, ranging the 
spectrum to select any color he 
chooses in tones ranging from soft, 


subdued effects to intense hues. 
* +. * 


Another Tip on New 


Interior Trim Trends 


Lda salacoal for one major manufac- 
turer to lead the way in intro- 
ducing colorful vinyl plastisols for 
a variety of car interior fittings 
and trim items in 1955 models. 
We've seen samples of the effects 
achieved with arm rests. The base 
that supports the arm rest and at- 
taches to the inside of the car door 
is made of a colorful rigid plastisol 
molding. The arm rest itself is a 
resilient plastisol molded to shape 
and built around a metal stamping. 
The covering is another form of 
the same material, with a simu- 
lated leatherette surface effect. 
Aside from style advantages of 
freedom to select any desired con- 
trasting or harmonizing colors, 
these new techniques enable the 


Suspension 


(Continued from Page 48) 


not be slated to carry the burden 
in sales campaigns. Instead, the 
manufacturer is expected to go 
directly to the customer in terms 
he can understand. The big sales 
pitch will concentrate on things 
every driver can appreciate. 
Someone has come up with a 
clever name coined to describe 
and popularize improved handling 
qualities. 


The GM Firebird gas turbine car 
carries an interesting clue generally 
overlooked by those seeking ideas 
on possibilities for use of ball joints 
in future suspension designs. This 
experimental vehicle has a front 
suspension of the double wishbone 
type, with a torsion bar spring and 
ball joint steering axis. 

Another possibility for use of 
ball joints is in connection with 
front-wheel drive. In such designs, 
the ball-and-socket idea may be 
used for steering and power-drive, 
because of the stub driving axles. 


Now that the ball joint is proved 
to be a dependable element of sus- 
pension design, it is very useful 
when a designer “starts with a 
clean sheet of paper” to develop a 
new suspension for a new vehicle. 

The engineer gains a wide lati- 
tude of freedom to do things that 
were impractical with previous de- 
sign limitations on load-carrying 
members subject to pivoting. An 
example of such developments is 
the tipping of the upper arm for 
anti-brake dive. The ball-joint sim- 
plifies the problem of minimizing 
front-end dip when car brakes are 
applied. 


—Joun T. BeNnepict 





Firebird Torsion Bar— 


In the GM Firebird gas turbine car, 
wishbones, wheel spind's, and steering 
axis ball joints form the front suspension 
linkage. The torsion bar spring is inserted 
into a splined hole near the center of 
the wishbone arm. The other end of the 
torsion spring is splined to a trunnion in 
@ cross member below the frame side rails. 


former limitations that they must 
“specify only contours that can be 
trimmed.” 


* + * 
Human Nature, 
Engineer Style 

OU no doubt have observed in 

many people the common trait 

of separating the stupid from the 
wise by the simple process of sep- 
arating those who agree with them 
from those who don’t. The tend- 
ency of this familiar human nature 
characteristic to color individual 
opinions in contrasting fashion 
was brought home to me by two 
closely spaced visits to the same 
company. 

The first incident was when 
proving-ground supervisors scof- 
fed good-humoredly at the capa- 
bilities of a publication (not Au- 
tomotive News) for doing a com- 
prehensive job of testing and 
comparing automobiles. Joking 
reference was made to the maga- 
zine’s staff of “two men and a 
girl’—in comparison with the au- 
to manufacturer’s extensive prov- 
ing ground facilities, complete 
instrumentation and hundreds of 
personnel assigned to such work. 
Even with all these means at 
their disposal, the engineers as- 
serted that it is difficult to come 
up with objective proof to rate 
one car over another. 

Now, in following through and 
analyzing the test engineers’ dis- 
paraging of the “presumptious” au- 
tomotive writers, it is worth noting 
that the publication in question 





often has rated one of this com- 
pany’s competitors as offering a 
“better all-around buy.” 

The second experience occurred 
about three weeks later. Several 
engineers in the same company 
proudly told me that “we usually 
don’t pay much attention to such 
ratings,” but had I seen the latest 
issue of a magazine which had 
compared similar utility models of 
various manufacturers? It seems 
that, in this comparison, their com- 
pany’s product had come out with 
a clear-cut “superior” rating for its 
handling qualities. 

People you praise consider you 
@ genius for recognizing such 
fine quality. But those you criti- 
cize often regard you as less than 
brilliant, and question your intel- 
ligence or motives, or both. 

In this case, however, the obvi- 
ous conclusion from such small- 
scale incidents offers nothing but a 
false road to popularity. In any 
line of human endeavor, those who 
follow the illusory path of a yes- 
man, who try to please everybody 
every time, succeed only in losing 
the respect of the very people they 
try to please. . 

* + * 


Ford Engineer 


Man with Answers 


Wore around the Ford engi- 
neering staff is that chief serv- 
ice engineer William Wilkie often 
comes through with obscure infor- 
mation on past Ford products 
when all else fails. 
_ Through the years, Wilkie has 
accumulated an invaluable person- 
al file of data. The material is said 
to be particularly useful for the 
period prior to about 1949—when 
Ford Motor Co. was not very “rec- 
ord-minded” and paper work of any 
kind was regarded with suspicion. 
Wilkie’s files for the time when 
Ford’s own official records were 
scanty sometimes are able to ren- 


der an assist to technical data di- 
rector Ralph Houghton. One such 
incident dealt with a search for 
specifications on oil capacities of 
past Ford engines. In this case, 
Wilkie was the man with the 
answers. 

Maybe the rest of us should 
study this technique for making 
effective use of the engineer’s 
“pack-rat” tendency to hoard 
things. There seem to be situa- 
tions in which one may make him- 
self indispensable by this process. 

* * + 


Hydraulic Valve Tappet 


With Novel Control 


LENN RANDOL writes that he 
has patented a completely new 
type of hydraulic valve tappet with 
inertia-controlled check-valve. De- 
sign is such that the check-valve 
remains closed to supplement the 
spring in the valve opening cycle. 
Positive opening of the check- 
valve occurs when the engine valve 
is closed—to insure proper auto- 
matic adjusting action of the tap- 
pet assembly. 

Randol says that the principle 
of check-valve control assures 
the tappet unit of positive cycli- 
cal operation of open and closed 
conditions, to provide tappet ad- 
justments. Another important ad- 
vantage cited by the inventor is 
that normal camming ramps may 
be used. This avoids the sharp 
impact required in current hy- 
draulic lifters, which depend on 
such impact to close the ball 
check-valve. 

In considering the effect of his 
new design on current valve and 
tappet wear problems, Randol as- 
serts that it definitely reduces 
gumming tendencies and attendant 
loss of adjusting characteristics. 

Although we've seen the com- 
plete patent document and at- 
tempted to wade through the legal 


49 
jargon; we look forward to seeing 
Glenn soon for a simple explana 
tion of what he has and how 
works. Coming from a man, w 
for more than 20 years has been 
one of the advanced thinkers in 
preselected gear mechanisms, au- 
tomatic transmissions, etc., the 
new tappet mechanism is sure to 
gain widespread attention among 
engine designers. 


* * . 


New Clutch Device 


cas. BOCHORY, European 
inventor of various vacuum- 
operated semi-automatic clucth de- 
vices, recently visited Automotive 
News to show us his latest develop- 
ment. This is a fully automatic 
centrifugally operated clutch, com- 
bined with a solenoid operated me- 
chanism for disengaging while 
gears are shifted. 


The device makes a clutch pedal 
unnecessary. And, if desired, it is 
readily adaptable to use with pumps 
and governors, or other suitable 
automatic shifting devices. 


The inventor claims many ad- 
vantages over fluid couplings and 
torque converters. He cites such 
torque converter handicaps as 
loss of efficiency due to slippage, 
friction-heat loss and relatively 
high cost of manufacture. 

Advantages claimed by Bochory 
for his new invention include posi- 
tive, mechanical engagement that 
avoids loss of power; availability of 
engine braking on down-grades; 
and ability to start the engine by 
pushing the car at low speeds. In 
addition, Bochory points to design 
simplicity as promising low manu- 
facturing cost. 

Another wide potential field of 
application for the unit is in design 
of such machinery as metal-work- 
ing presses and lathes. It would 
appear to rate consideration for 
many clutch applications now us- 
ing couplings and converters. 


Ss 








Batteries. Spark plugs. Piston rings. Lubricants. Fuel 
pumps. Carburetors. Tires. Any automotive parts or acces- 
sories. The sweet sound of their names rings out like old 
home week to a MECHANIX ILLUSTRATED reader. He’s the 
kind of a guy who’s never happier than when he’s head and 


shoulders under the hood, 


babying his buggy. More than 


90% of MI’s readers own cars.( Only 1 other publication of 
the 51 regularly surveyed by Starch has a higher automo- 
bile ownership percentage than MECHANIX ILLUSTRATED.) 


A million of these fellows read MECHANIX ILLUSTRATED 
every month. “Read” is really too tame a term. They prac- 


the “do-it-yourself” guys 


buy-it-themselves, too 







tically memorize the book. They eat cars, sleep cars, work 
on cars. They feel every turn as our Tom McCahill tests 
the new models. They mentally file away Fred Russell’s 


CAR CARE tips. 


They also haunt their favorite automotive parts shops and 
garages looking for good buys to make their buggies run 
better. If you think you have a product that can beat the 
pants off any other, just tell them about it. They’ll listen. 
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By Charles G. Sampas 
Staff Correspondent 

LOWELL, Mass.— The public’s 
fear of hurricane-damaged cars is 
endangering the entire used-car 
sales situation in New England. 

News stories throughout the 
six-state area have alerted buy- 
ers to hurricane-damaged cars 
which may be “foisted” upon 


Film on Inspection 


To Be Premiered 
At Pa. Convention 


HARRISBURG, Pa.— (UTPS) — 
The Pennsylvania Automotive Assn. 


convention, to be held Oct. 8-9 in t 


Atlantic City, N. J., will be high- 
lighted by the world premiere of a 
sound film in color telling the story 
of the Pennsylvania motor vehicle 
inspection system. 

The 30-minute film was produced 
by Thompson Products, Inc., with 
the help of PAA, Pennsylvania 
State Police and other State offi- 
cials. 


It is planned to show the film 
later in other states to organiza- 
tions interested in traffic safety for 
the purpose of encouraging them 
to request laws for systems of in- 
spection similar to that used in 
Pennsylvania. 

The convention will be opened by 
W. N. McCune, Kittanning, PAA 
president. The entire opening ses- 
sion will be given to an address on 
“Controlled Selling,” by Vincent T. 
Baker, sales manager of W. K. 
Hurd Pontiac Co., Pueblo, Colo. 

Other speakers will be Russ 
Riley any A. T. Colwell, of Thomp- 
son Products; Frederick J. Bell, 
NADA executive vice - president; 
Walter T. Belson, public relations 
director for American Trucking 
Assns., and Sylvia F. Porter, finan- 
cial editor of the New York Post. 

J. G. Hayden, Philadelphia, is 
chairman of the convention. Other 
Members of the convention com- 
mittee are: Richard MacMeekin, 
Philadelphia; Hartley R. Graham, 


Pittsburgh; M. B. Janes, Philddel-|| 4 


phia; Charles Snyder, Pittsburgh, 
and John B. White, Philadelphia. 

Members of other committees in- 
clude: 

Nominating: J. Frank Leathers, 
Brookville, chairman; William R. 
Harris, Albion, and J. Edward En- 
any, Uniontown. Publicity: Ellis S. 
Sutliff, Harrisburg, chairman. Re- 
as J. E. Wolfington, Philadel- 
phia, chairman. Resolutions: Frank 
H. Clemson, State College, chair- 
man; Jay H. Freas, Punxsutawney, 
and Herman F.. Stegkamper, Green- 
ville. 


Michigan Opens 
Insurance Probe 


LANSING. — Jobn B. Martin, 
Michigan’s auditor general, has re- 
vealed that an investigation to de- 
termine why Joseph A. Navarre, 
State insurance commissioner, “ap- 
parently permitted unlimited and 
wide-open sale of policies of cer- 
tain unauthorized insurance com- 
panies which are not licensed in 
Michigan” is under way by the 
auditor general’s department. 

A special audit of the insurance 
department’s records has particu- 
larly concerned three companies 
which have been selling fire and 
automobile insurance policies in 
Michigan since 1951, according to 
Martin. 

The companies involved, said 
Martin, are the Guaranty Fire and 
Marine Insurance Co. of South 
Carolina, the United Mutual Auto- 
mobile Insurance Co. of Missouri, 
and the General American Casual- 
ty Co. of San Antonio, Tex. He 
said the three companies are not 
licensed in Michigan or subject to 
Michigan regulations as to capital, 
surplus, reserves, rates and exam- 
inations. 


$50,000 Montana Fire 
HAMILTON, Mont. — Loss has 


which destroyed 
ogee to Pete Staton, owner. 
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. Fear of Damaged Cars Slows Sales in New England . . ‘ 
Hurricane Hits U. C. Market 


them, without explanation of 
their being in salt water. These 
stories have made the public ex- 
tremely’ cautious on which used 
cars to buy—and that may peril 
used-car sales for the next few 
weeks, at least. 

In Rhode Island and in Connec- 
ticut, auto dealers rushed to the 
press with news stories saying that 
“flooded cars” have gone out of 
the state. However, they added that 
these cars have been sold to deal- 
ers in other states in New England 
—as well as New Jersey, Pennsyl- 
vania and Florida: 

Some estimates have been made 
as to the number of cars water- 
logged—and the number runs up 
,000. It could be more—and it 
could be much less. 

Insuranee companies of New 
England have said that about 90 
percent of the flooded cars are 
winding up in the above-mentioned 
states. 

More than $10 million worth of 
cars are said to be involved—but 
again this is a rough estimate. 

One Providence new-car dealer 
said: “The damn things will never 
be right. What a lot of out-of- 
town people don’t realize is the 
difference between salt water and 
fresh water.” 

The price of these flooded auto- 
mobiles were low at the start— 
about 10 percent of value. But the 
prices skyrocketed and now autos 
listed at $2,000 are selling at $700. 

Insurance executives say that the 
salvage jobs necessary on sub- 
merged cars cost from $650 to 
$1,000. 

They add that the salt water and 
the backwash of sewer and oil do 


Dealer Nute Gets 
Top Lions Post 


CHICAGO. — Monroe L. Nute, 
owner of Nute Motor Co. (Chrys- 
ler- Plymouth), Kennett Square, 
Pa. is the new 
president of the 
International 
Assn. of Lions 
Clubs. 

He previously 
served as third, 
second and first 
vice - president 
and as a director 
from 1947 to 1949. 

A dealer since 
, 1931, Nute is a 

M. L. Nute member of the 
board of the Pennsylvania Auto- 
mobile Dealers Assn. Boy Scout 
and aid-to-the-blind activities are 
among his civic interests. 

This year, Nute and his wife 
Rose will visit Lions clubs all over 
the world, covering more than 
150,000 miles in more than 40 
countries. 


extensive damage—and the dam- 
age is never quite repaired. One 
purchaser found crusts of rust un- 
der seat springs of a car that had 
been close to the salt water—but 
not in it. 

A study of settlements made 
from Maine to Rhode Island 
shows that insurance firms have 
written off as “total loss” any 
cars where the salt water got 
above engines and ate into the 
upholstery. 

Massachusetts dealers report that 
customers have been _ sensitive 
about the cars they purchased the 
past two weeks. They want guar- 
antees that they have not been 
“flooded” or damaged in any way 
during the hurricane. How long 
this “hurricane-consciousness” in 
the purchase of used cars will con- 
tinue is an unknown factor. 


One dealer said that he will sign 
a bond guaranteeing that the cars 
he sells “didn’t even look” at Hur- 
ricanes Carol and Edna. 

The Connecticut Automotive 
Trades Assn. has advised its mem- 
bers that if any are dealing in 
submerged cars, they should mark 
the invoice “flood-damaged car” 
for their own protection. 


CATA also cautioned dealers to 
be on the alert in buying used cars 
for weeks to come. 


Hudson Appoints 
Sumpter, Cuts 
Sales Areas to 3 


DETROIT.—Appointment of Lew 
Sumpter as western divisional 
sales manager for Hudson has 

Deen announcee 
by C. A. J. Had- 
ley, Hudson sales 
manager. 
Sumpter will 
succeed W. E. 
Young, who has 
retired. The ap- 
pointment will 
become effective 
Friday (Oct. 1). 
Other changes 
in the Hudson 

Lew Sumpter sales setup also 
were announced by Hadley. The 
company’s four divisions will be 
reduced to three, with the south 
central being incorporated into the 
eastern, central and western di- 
visions. 

Pittsburgh, Cleveland and Cin- 
cinnati zones have been added to 
the eastern division, and St. Louis, 
Kansas City, Memphis and Dallas 
zones now form part of the central 
division. 

Continuing in their current posi- 
tions are C. H. Calhoun, eastern 
divisional sales manager, and Wal- 
ter Ernst, central divisional sales 
manager. 


These Men Are Guiding NADA's Destinies— 

Executive committee of the national dealer body consists of (front row, from left) W. lL. Mallon; E. A. Sahli, treasurer Frank | present its 1955 automobile shov. 
sg hcws estimated at $50,000 in the} Yarnall, first vice-president; Charles C. Freed, president; Frank Collord, secretary; Robert $. Armacost, past president, and| Feb. 24-27 at the Sioux City Mu- 
Dean Chaffin. Back row: Alton M. Costley, Allon Mims, Frederick M. Sutter, Harold Moye, H. Mead Norton, Floyd Randolph | nicipal Auditorium, C. J. Murray 


and George 8B. Wallace. 


McKay Receives Safety-Drive Frame— 
A special gold-plated license plate frame is presented to Secretary of the Interior 
Douglas McKay (center) by M. R. Darlington jr. (left), managing director of the Inter- 


Industry Highway Safety Committee, and J. 


W. Bethea, staff director of the President's 


Action Committee for Traffic Safety. Plate symbolizes groups’ current safety drive. 


NADA’s Contract Fight 


Association Is Pressing for Eight Revisions 
In Dealer Sales Agreements 


WASHINGTON.—NADA report- 
ed last week to its members that, 
despite the continuing fight on 
bootlegging, the association is not 
slowing down its efforts to improve 
dealer contracts. 

Revisions are being sought, 
NADA said, which would: 


1. Permit the dealer to select 
his own carrier and method of 
delivery of new vehicles from the 
factory. 

2. Require the manufacturer to 
confer with existing dealers in a 
territory prior to appointing a new 
dealer. 

3. Require manufacturers to par- 
ticipate financially in cleanups. 

4. Require the manufacturer to 
assume responsibility on a dealer’s 
lease if the manufacturer cancels 
his franchise. 

5. Make the term of the fran- 
chise continuous and subject to 


ATA Chief’s Truck Line 
Closes in Pay Dispute 


BIRMINGHAM, Ala.—Jack 
Cole Co., large southeastern truck 
fine, has halted operations and 
“may go out of business,” accord- 
ing to John B. Cole jr., president. 

Cole said the firm was in fi- 
nancial difficulties because the 
AFL Teamsters Union had re- 
fused to agree to elimination of 
nonproductive pay for drivers for 
time during breakdowns or lay- 
overs. Cole estimates it amounts 
to 20 or 25 percent of the total 
payroll. 

Cole is president of the Amer- 
ican Trucking Assns. 


cancellation by the manufacturer 
only for cause. 

6. List all the reasons for 
which a dealer may be cancelled 
by the manufacturer. 

7. Permit the heirs to operate a 
dealership for a reasonable time in 
the event of death of the dealer, 
until it can be sold or liquidated in 
an orderly fashion with a minimum 
of loss to the heirs. 

8. In the event of cancellation, 
require the manufacturer to repur- 
chase at fair prices all parts, ac- 
cessories, special tools, product 
signs and service equipment of the 
dealer purchased from or on the 
recommendation of the manufac- 
turer. 


Profitable Selling 
To Be Theme of 
Tennessee Parley 


MEMPHIS. — “Profits Through 
Better Selling” will be the theme of 
the 15th annual Tennessee Auto- 
motive Assn. convention scheduled 
here for Oct. 17-19 at the Peabody 
Hotel, officials announced last 
week. 


Among the subjects to be dis- 
cussed by delegates will be a deal- 
er-manufacturer licensing law for 
Tennessee. Other measures up for 
discussion will include: 


An installment sales contract 
regulation; a compulsory motor ve- 
hicle inspection law; a raise of the 
sales tax to 3 percent; amendments 
to the title and registration law; 
repeal of the anti-closed shop law; 
&@ minimum wage law; increased 
unemployment and workmen’s 
compensation benefits, and reten- 
tion of insurance commissions for 
dealers. 

Most of the latter measures, offi- 
cials said, will probably be intro- 
duced in the 1955 Legislature by 
interests other than the automo- 
tive trade. 
| Among the speakers at the con- 
vention will be Frederick J. Bell, 
executive vice-president of NADA; 
J. B. Wagstaff, DeSoto sales vice- 
president, who will speak on “1955 
Automotive Prospects;” and Fred- 
erick M. Sutter, chairman of 
| — 8s industry relations commit- 


ain include Walter M. Kip- 
linger, NADA’s director of public 
relations, who will discuss “The 
Automobile Retailing Institute;” 
Warren A. King, automotive mer- 
chandising manager for Life maga- 
zine, who will present a film on 
“The Changing Automobile Mar- 
ket,” and Gov. Frank G. Clement. 


Sioux City Show 
Set for Feb. 24-27 


SIOUX CITY, Ia. — The Sioux 
City Automobile Dealers Assn. wil 


president, announced last week. 
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Cites Dangers of Forcing . . . 
Quinn Sees an End 


To Profitless Selling 


(Continued from Page 2) 


being made in the cleanup, Quinn 
asserted. He added that the only 
thing that could throw a wrench 
into the cleanup would be if deal- 
ers, after getting “a taste of 
blood,” held out too long for the 
long dollar. 

Chrysler division will start 1955 
production at 800 a day. This is at 
an annual rate of 200,000 a year— 
a figure higher than Chrysler ex- 
pects to maintain. 

Chrysler is thinking in terms of 
about 2% percent of a 5,500,000-car- 
sales year for 1955. That means 
140,000 cars. 

+ Ld * 
A daily basis, it means about 
650 a day, involving less eco- 
nomical production on a two-shift 
basis than the 800 a day. 

“But,” said Quinn, “we will pro- 
duce to dealer order, and if that 
means less economical production, 
it is the price we have to pay to 
win back our share of the market.” 

First schedules will call for 60 
percent Windsors, 36 percent New 
Yorkers and 3 to 4 percent Impe- 
rials. This will change as dealer or- 
ders change, Quinn said. 

Quinn said that Chrysler sgles 
this year were hurt by lack of the 
V-8 engine in the Windsor line, a 
situation which will be remedied in 
1955. 

Of the 434 Chrysler dealers 


Industry Safety Group 


Headed by vanderZee 


WASHINGTON. — A. vander- 
Zee, vice-president of Chrysler 
Corp., has been elected chairman 
of the Inter-Industry Highway 
Safety Committee. He succeeds 
W. F. Hufstader, vice-president 
of General Motors, who served as 
chairman for the past two years. 

Charles C. Freed, president of 
NADA, was elected vice-chair- 
man of the committee. 

Other members of the National 
Committee are: W. F. Hufstader, 
vice-president, General Motors; 
C. K. Whittaker, vice-president 
in charge of sales, Studebaker; 
Walker A. Williams, vice-presi- 
dent, sales and advertising, Ford 
Motor; Robert t, imme- 
diate past president, NADA; 
Walter B. Cooper, chairman, 
Public Relations Committee, 
NADA. 

Also Frederick M. Sutter, re- 
gional vice-president, NADA; J. 
A. Hoban, vice-president, Re- 

t Goodrich; L. A. 
McQueen, vice-president in 
charge of sales, General Tire; 
H. D. Tompkins, vice-president, 
Firestone; R. S. Wilson, vice- 
president, Goodyear, and Tom P. 
McDermott, president, National 
Assn. of Independent Tire Deal- 
ers, Inc. 








who dropped out this year, 195 
were replaced, leaving the divi- 
sion with 239 fewer dealers. 
Quinn said that Chrysler does 
not want to replace some, in or- 
der to leave room for others to 
grow. 

Meantime, the division has under 
way an expansion of its field force. 
In addition, as an approach to bet- 
ter factory-dealer relations, Quinn 
has hired two men experienced in 
the retail end as part of his own 
staff. 

These men have been instructed 
to talk with factory people to get 
their ideas and then go into the 
field to talk with dealers and sales- 
men. They will discuss all phases 
of the business and then write 
their reports. 

* * * 
peo the pros and cons brought 
out in these discussions may 
come ideas helpful to both factory 
and dealers. 

However, Quinn said that dealer 
relations were at an all-time high 
at present. 

“And they didn’t get that way 
from telling dealers ‘or else,’” 
Quinn said. 

The “or else” talk goes back to 
the TV session with dealers. Quinn 
said that discussion of winning 
back the lost market involved num- 
bers of cars interpreted in terms 
of the individual dealer. 

But that doesn’t mean a dealer 
will get canceled for not ordering 
cars, Quinn concluded. 

oe ~ * 


HE Eastern division sales man- 
ager, Harris, will administer 
Chrysler’s sales program in the At- 
lanta, Boston, Charlotte, New York, 
Philadelphia and Washington re- 
gions. Harris has been an assistant 
sales manager of Chrysler division. 

The Central sales division, un- 
der Foraker, will be responsible 
for sales in the Chicago, Cimncin- 
nati, Detroit, Milwaukee, Minne- 
apolis, Pittsburgh, St. Louis and 
Syracuse regions. Foraker, who 
has been Chrysler organization 
manager since November, 1953, 
has been with Chrysler Corpora- 
tion since 1934 when he joined 
Dodge division’s distribution de- 
partment. 

The Midwestern division, under 
Curtan, will handle sales in the 
Dallas, Houston, Kansas City, 
Memphis, New Orleans, Oklahoma 
City and Omaha regions. Curtan, 
who has been headquartered in 
Detroit as sales manager, joined 
Chrysler in January, 1946. 

The Far Western sales division 
will consist of the Los Angeles, 
San Francisco and Portland re- 
gions. Neely, who has been assist- 
ant sales manager, joined Chrysler 
Corp. in 1940 with Plymouth. 





Missouri Dealers Open New Headquarters— 
Gov. Phil M. Donnelly (second from right) cuts the ribbon at the opening ceremony 





for the new home office of the Missouri Automobile Dealers Assn. in Jefferson City. 
At his right is Lt.-Gov. James T. Blair, and at his left, A. H. Roeper, association 
president. Witnessing the ceremony are (from left) Dave E. Castles, organization 
chairman; J. M. Alton, the association's first president; George M. Berry, treasurer; Don 
E. Fitzgerald and Paul G. Johnson, past presidents; Walter Toberman, secretary of 
state, and Don F. Riley, pas? president. 





< 


Michigan Dealers in Safety 


“Man and the Motor Car,” published by the Michigan Inter-Highway Safety Com- 
mittee in its fifth edition. At left is Walter Eaton, executive secretary of the com- 
mittee, and at right, Gilbert L. Haley, executive vice-president of the dealer group. 
The book is available to students enrolled in driving courses in high schools. It is 
estimated that 21,443 students were trained last year in Michigan. 





Plea for Ethies in Sales 


Price Tags on All Cars Advocated by Hoffman 
At Minnesota Dealer Parley 


(Continued from Page 3) 


while the prospect is “hot” to buy. 
Then it is necessary to study the 
prospect and determine his ability 
to buy, Baker emphasized. 

Demonstrations always should be 
made with the prospect, rather 
than letting the prospect take the 
car alone, he stated. And the dem- 
onstration always should be on a 
tested course, he said. 

The appraisal should be based 
on a definite plan and determined 
by both the new and used-car 
managers, Baker pointed out. A 
complete story should be given by 
them to the salesman, not just a 
figure, he said. 

Stressing the importance of a 


Old Timers to Hail 
Vanderbilt Cup’s 
20th Anniversary 


NEW YORK.— Commemoration 
of the 50th anniversary of the first 
Vanderbilt Cup auto race on Long 
Island will be a feature Oct. 7 of 
the 15th anniversary dinner of the 
Automobile Old Timers at the Ho- 
tel Astor. 

On behalf of his family, Harold 
S. Vanderbilt will receive a scroll 
from AOT, it was announced by 
Clifford M. Bishop, president of the 
organization, and John L. Collyer, 
chairman of the dinner committee. 

The Vanderbilt Cup will be on 
exhibition, having been lent for the 
occasion by the Smithsonian Insti- 
tution, Washington. 

George Heath who won the first 
competition in a Panhard, covered 
a distance of 284.4 miles in five 
hours 26 minutes 45 seconds at an 
average speed of 52.2 miles per 
hour. 

Distinguished-service citations 
will be awarded to Bishop, presi- 
dent of Bishop, McCormick & Bish- 
op; Robert F. Black, president of 
White Motor Co.; Arthur O. Dietz, 
chairman of Commercial Invest- 
ment Trust; Pyke Johnson, past 
president of the Automotive Safety 
Foundation, and John A. C. War- 
ner, general manager of the Society 


,| of Automotive Engineers. 


. e 
Hitt Reassigned 
By Trailmobile 

CINCINNATI.—James R. Hitt, of 
Detroit, formerly manager of the 
north-central sales division of Trail- 
mobile, Inc., has been appointed 
midwest industrial sales manager, 
it was announced last week by W. 
A. Burns, president. 

Hitt will make his headquarters 
at 79 E. Adams St., Chicago. 

Dale M. Vredenburg returns to 
Trailmobile, with which he was 
associated from 1943 to 1952, as 
branch and division sales manager 
in Detroit. The Detroit branch 
hereafter will operate as part of the 
midwest sales division. 





















































Kenneth Hathaway (second from left), president of the Michigan Automobile Dealers 
Assn., presents a gold-plated license frame to Gov. G. Mennen Williams (center), 


which carries the message, “Drive Safely." The governor also looks over a copy of 


GM Test Ground, 
World’s Oldest, 
Marks 30th Year 


DETROIT.—Test drivers and en- 
gineers at the General Motors 
Proving Ground near Milford, 
Mich., are marking 30 years of op- 
eration this month as, according to 
GM, the oldest, largest and best- 
equipped automotive proving 
ground in the world. ot 

“The proving ground has no ex- 
act birthday,” explained Charles A. 
Chayne, engineering vice-president. 
“Operations began gradually in 
September, 1924, so we observe this 
month as the birth month. 

“In these 30 years, 9,573 cars, 
trucks and buses have been driven 
a total of 151,674,787 test miles— 
the equivalent of more than 6,000 
trips around the world at the equa- 
tor. 

“During the first full year of op- 
eration, 1,563,000 test miles were 
driven at the ground. The total this 
year will exceed 11 million miles. 
Currently, up to 40,000 test miles 
are being driven daily.” 

The proving ground began opera- 
tions with 1,125 acres, one building 
with 12,000 square feet of floor 
area, and seven miles of test roads. 
Today it is 3,863 acres, has 25 build- 
ings with 408,500 square feet, and 
42.8 miles of test roads. 

Including the Desert Proving 
Ground near Mesa, Ariz., and the 
Pike’s Peak Engineering Test 
Headquarters at Manitou Springs, 
Colo., GM’s total proving ground 
acreage is 6,144. When buildings 
and roads under construction at 
the Milford ground are completed, 
GM will have a total of 50.5 miles 
of test roads and 509,000 square 
feet of floor space. 

At first, the Milford ground had 
but one employe. He was the con- 
struction boss, since retired. As of 
about Sept. 1, 1924, the ground had 
some 12 employes. 

Today, the proving ground staff 
at Milford numbers some 500, while 
the car, truck and parts divisions 
which make tests there employ 

Wozniak’s bill would feature is-| about 400. Thus, the total person- 
suance of special vehicle license| nel at the ground is approximately 
plates to permit members of the/| 900. 


family of a _license-suspended| yw H. Barnes is director of the 

driver to use the car, but would| qj proving grounds. 

expose the suspended driver to sicetinnsnctciemmneliiitiiiealbtsted 
North Dakota 


quick identification on the high- 
way if he persisted in driving be- 
(Continued from Page 3) 
ton, was elected president of the 


fore reinstatement. 
Frederick J. Bell, NADA execu- 

association. He had been vice-pres- 

ident last year. 


tive vice-president, addressed the 
convention on the subject, “Is Gov- 

M. K. Dallas, of Hettinger, suc- 
ceeds Hunstad. 


ernment Regulation the Answer to 
Today’s Chaos?” 
G. M. Hustad, of Hustad-Kelly 

Co., Fargo, was elected a director. 
Three other directors were reelect- 
ed. They are F. R. Fredrickson, of 
Devils Lake; Paul Ingwalson, of 
Crosby, and Charles J. Whittey, of 
Bismarck. 

Holdover directors are F. E. 
Kielty, of Grand Forks; G. H. 
Frosaker, of Minot; Gilbert Sax- 
owsky, of Dickinson; R. M. 
Stoudt, of Jamestown, and Lee 
Agnew, of Wahpeton. 

William C. Davis, of Bismarck, 
is the North Dakota director of 
NADA, also a holdover. George 
Dixon, manager, appointed by the 
board. 


used-car reconditioning program, 
Baker said that 90 percent of 
the dealer’s allotment should be 
spent on appearance recondi- 
tioning. 

“There is no point in spending 
a lot of money on the cars me- 
chanically if they run to the satis- 
faction of the sales manager and 
pass safety inspection,” he declared. 

Impounding of license plates of 
drunk drivers and other serious 
traffic violators was urged by Woz- 
niak, who said such a bill would 
be introduced by him in the 1955 
Legislature. 





Philadelphia BBB 
Defines Used Cars 


PHILADELPHIA. — Philadel- 
phia’s Better Business Bureau 
has defined a used car as “any 
car that has actually been used, 
regardless of how far, by whom, 
or what title it carries.” 

The local BBB has declared 
that it is permissible for a non- 
franchised dealer to advertise 
“normal new-car dealer war- 
ranty (or guarantee) but to steer 
clear from claiming that it is 
offering a “new-car guarantee” 
or “factory guarantee.” 





New Officers Elected in North Dakota— 


From left are John H. Ward, Bismarck, retiring president of the Automobile Dealers 
Assn. of North Dakota; Clifford H. Hunstad, president; G. M. Hustad, Fargo, director; 
M. K. Dallas, Hettinger, vice-president; F. R. Frederickson, Devils Lake, Charles J. 
Whittey, Bismarck, and Paul Ingwalson, Crosby, reelected directors, and George 
Dixon, manager. Convention heard a plea to stop “gimmick” sales. 





brook 4-dr., $550. '49 Deluxe 4-dr., $380. 
*48 Special 4-dr., $250. 

PONTIAC—’54 Catalina (8) 2-dr., $2,125°. 
"63 Chieftain 4-dr., $1,400*. ‘52 Chief- 

tain 4-dr., $890. '51 Chieftain 4-dr., $780. 

STUDEBAKER—’53 Champion coupe, $1,- 
100; Starliner, $1,050, $1,000. '52 %-ton 
pickup, $260. ‘51 Champion (6) 4-dr., 

; Starliner coupe, $580. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auctions. Sale every 
. Prices are for sale of Sept. 14.) 


stronger on all clean cars. Sold 51 cars 
out of 66 offerings.) 

BUICK—’54 Super 2-dr., Riviera, $1,840*. 
"653 Super 4-dr., Riviera, $1,175*; Special 
4-dr., $1,095. ‘51 Super 4-dr., Riviera, 
$865°, $855*; Special 2-dr., § 
"30 Super 4-dr., $565*, $525* 
cial 4-dr., 

CHEVROLET—’54 (210) 2-dr., $1,410, '53 
Bel Air sport coupe, $1,300°. 52 SL De- 
luxe 2-dr., $835; SL Special 2-dr., $670. 
‘61 SL Special 2-dr., $605. '50 SL Deluxe 
2-dr., $480, $450°. ‘49 FL Deluxe 2-dr., 


$340. 

CHRYSLER—’51 Imperial 4-dr., $975*. 

DeSOTO—-'48 Custom 4-dr., 25. 

DODGE—’53 Meadowbrook ‘club coupe, $1,- 
080. °52 Meadowbrook 4-dr., $590. ‘49 
Corouet 2-dr., $365. 

FORD—’53 Crest Victoria, $1,300. '52 Cus- 
tom (6) 2-dr., $880; (6) pickup, $590. ’51 
Custom (8) 2-dr., $680, $645*; 4-dr., 
$670, $335. '50 Custom (8) 2-dr., $445, 
$395; Deluxe (6) 4-dr., $385. '49 Custom 
(8) club coupe, $210. 

KAISER—’51 Deluxe club coupe, $525. 

MEROURY—’54 Sun Valley coupe, $2,315*. 
'5S 4-dr., $1,450°. '51 4-dr., $745°; club 


coupe, $680. 
NASH "52 cee 2-dr., $875; Ram- 
OBILE—’54 (98) 4-dr., $2,750°. 
PLYMOUTH—’51 Cambridge 4-dr., $610. 
(8) 4-dr., $525*, $510*. 


bler suburban, $635 

OLDSM "53 
Super (88) 4-dr., $1,650*. '50 (88) 2-dr., 
$560*. °48 (98) 4-dr., $175. 

PONTIAO—’52 Chieftain (8) 2-dr., $1,105". 
"S51 Deluxe (8) 4-dr., $800*. '50 Deluxe 
STUDEBAKER—’ 51 Champion club coupe, 
$470°. 


DENVER 


(Denver Auto Auction. Sale every Friday. 
Prices are for sale of Sept. 17.) 


units, good 
ont of 143 offerings.) 
WOIOK—’52 Super Riviera 2-dr., $1,090°. 
"Sl Super Riviera 2-dr., $785*. 
“ae, (62) coupe deVille, $4,- 
(ps); 4-dr., $4,875* (ps); conv., 
#4700! (ps). °53 (62) 4-dr., $2,805* 


). 

’54 Corvette conv., $2,450*; 
pg Handyman, $2,050*; Deiray, $1,- 
760°, $1,660, $1,645; Bel Air Sport coupe, 
$2,000°; 4-dr., $1, 860°, $1,725, $1,700, 
,685; 2-dr., 2 at $1,700, '$1,665, 2 at 
,660; (150) Handyman, $1,835; %-ton 
, $1,325. °53 (210) conv., $1,275; 
(150) 2-dr., $1,010. '52 %-ton pickup, 
$625. '51 FL Deluxe 2-dr., $785; SL De- 

luxe 4-dr., $650°. 
CHHRYSLER—'47 NY sedan, $250°*. 
= Coronet (8) station 
PORD—'54 Crest (8) Country sedan, $2,- 


wagon, 
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480* (ps), §$2,425*; Victoria, 
conv., $2,175*, $1,945*; Main (8) Ranch 
net $2,150*, $1,970; Custom (8) 4- 
$1,900*, $1,845*; 2-dr., $1,860*, $1.- 
728°: ye ton pickup, 2 at $i, 245. 53. Cus- 
tom (8) 2-dr., $1,295*. ‘52 Crest (8) 
Victoria, $1,345°; Main (8) Ranch Wag- 
on, $1,285*. °51 %-ton pickup, $520. 
LINCOLN—’51 4-dr., $820°. 
MERCURY—’54 Monterey Sport coupe, $2,- 
550°; 4-dr., $2,175* (ps); Custom 4-dr., 
$2,270*. 
NASH—’52 Rambler sedan, $720*. 
OLDSMOBILE — '54 (98) Starfire conv., 
$3,150* (ps); 4-dr., $3,150* (ps); (88) 
Super 4-dr., $2,950* (ps), §2,800° (ps); 
Holiday, $2,725*; 4-dr., $2,600 
PLYMOUTH—’50 Deluxe 4-dr. $150. 
PONTIAC—'53 Chieftain (8) station wag- 
on, $1,485* (ps). '52 Chieftain (6) 2-dr., 
$955. ‘51 Silver Streak (8) 4-dr., $705. 
‘49 Silver Streak (8) 2-dr., $390. ‘47 
Torpedo (8) 4-dr., $120. 
STUDEBAKER—’50 Champion 2-dr., $435. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
Sept. 17.) 

(Market good. Sold 176 cars out of 
271 offerings.) 


BUICK—’54 RM 4-dr., $2,675* (ps); Su- 
per Riviera 2-dr., $2,545* (ps); 4-dr., 
$2,450* (ps); Century 4-dr., $2,325*. '53 
Super station wagon, $1,765; 4-dr., $1,- 
555*; RM 4-dr., $1,600* (ps). °52 Su- 
per 4-dr., $1,230*. '51 Super 2-dr., $980*. 

CADILLAC—’54 (62) coupe deVille, §$4,- 
540° (ps); 2-dr., $4,160* (ps). ’53 (62) 
coupe deVille, $3,050* (ps); 4-dr., $2,- 
975* (ps), $2,900* (ps). "51 (62) 4-dr., 
$1,740". 

CHEVROLET—’54 Corvette conv., $1,950*; 
Bel Air 2-dr., $1,550; (210) 2-dr., $1,- 
400; (150) 2-dr., $1,250. 53 (210) Han- 
dyman, $1,400; 2-dr., $1,110; (150) 2- 
dr., $800. '52 SL Deluxe 4-dr., $990*. '51 
SL Deluxe 2-dr., $720*; 4-dr., $650; SL 
Special 4-dr., $660; 2-dr., $575. °50 SL 
Deluxe 4-dr., $660*. 

CHRYSLER—’54 NY club coupe, 
(ps); Windsor 2-dr., $1,980* 
Windsor 4-dr., $1,400*, $1,420*, 
"52 Saratoga club coupe, $1,095*. 
Windsor 4-dr., $980*; NY Newport, $700*. 

O—'54 Fire Dome (8) 4-dr., $1,- 
900*, $1,870*, $1,700*. 52 Custom 4-dr., 
$925*; Deluxe 4-dr., $830. 

DODGE—'54 Coronet 4- dr., $1,820*. '53 
Meadowbrook 4-dr., $1,040*. ‘52 Mea- 
dowbrook 4-dr., $715, $670. '51 Coronet 
club coupe, "50 Coronet 2-dr. 
$630°. 


FORD—'54 Custom (8) 2-dr., $1,830, $1,- 
750; 4-dr., $1,460; Crest (8) 4-dr., $1,- 
625; Main (6) 2-dr., $1,325. '53 Main (8) 
Ranch Wagon, $1,540; Crest (8) Victo- 
- $1,425*; Main (6) 2-dr., $1,030; 4- 

$900; Custom (6) 4-dr., $1,285. °52 
Scan (8) 4-dr., $860. 
HUDSON—’46 Super (6) 4-dr., $200. 

MERCURY—’53 Monterey 2- dr., $1,665*; 
Custom 4-dr., $1,410*. '52 Monterey 4- 
dr., $1,115*. °'51 club coupe, $795*; 2- 
dr., $725*. ‘50 4-dr., $600. °49 Sport 
coupe, $360. 

NASH ’54 Metropolitan hard top, $900. 
"51 Rambler station wagon, $580, $530; 
Ambassador 2-dr., oe 4-dr., $400. ’50 
Statesman 2-dr., $225 

OLDSMOBILE—'54 (88) Holiday, $2,700* 
(ps), $2,550* (ps); 4-dr., $2,380° (ps). 
"53 (98) 4-dr., $1, 650°. "52 (88) conv., 


$2,185*; 


$2,475° 


ADVERTISEMENT 


Auto Sales Exee. 


Are you a DISTRICT or REGIONAL CAR SALES MANAGER for an 
AUTOMOBILE MANUFACTURER or have you a RECORD of PAST 


EXPERIENCE as such? 


Our client needs such a man for this high level sales position. This 
opening is with a division of one of the Big Three whose line prom- 
ises to be the HOTTEST of the 1955 models. All replies will be held 


strictly confidential. Not even our 


client will know you have applied 


until you have proven yourself the best qualified. Automotive News, 


Box AN 506, Detroit 26, Michigan. 


“cue UNIT 


D way 


$1,420°; 


g1.4a0- 4-dr., $1,130°. ‘51 (98) 4-dr., 
PACKARI 


"50 (98) 4-dr., $530*. 
—'5O 4-dr., $490, $420. "49 4- 
$1,- 


dr., $350. 

PLYMOUTH—’54 Belvedere suburban, 
700*; Savoy 4-dr., $1,370. '53 Cambridge 
2-dr., $970. '52 Cranbrook 4-dr., $830. 
‘51 Cranbrook 4-dr., $705; Cambridge 
club coupe, $610. ‘50 Special Deluxe 4- 
dr., $615; 2-dr., $585. 

(8) 4-dr., $1,- 


PONTIAC—'54 Chieftain 
900*. ’53 Chieftain (8) Catalina, $1,700°; 
-dr., $1,205. '51 Silver Streak (8) Cata- 
lina, $980*, $800°. '50 Silver Streak (8) 


4- =. $650*. °49 Silver Streak (8) 2-dr., 


$550 
STUDEBAKER—'52 Champion 4-dr., $550. 
‘51 Commander coupe, $575*. Champion 


4-dr., $450. 
$560. ‘51 station wag- 


WILLYs—’52 2-dr., 
on, $580. '49 station wagon, $470. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 15.) 


was @ little softer this 

week, but prices were good on clean 

We had beautiful weather with a 

lot of good autos and buyers. Sold 65 
percent of cars offered.) 


BUICK—’54 Super Riviera 4-dr., $2,715*, 
$2,655*. ’53 Super Riviera 4-dr., $1,630*. 
‘52 Super conv., $1,270*. ’51 Special 2- 
r., $995*. 

CADILLAC—’54 (62) conv., $4,735* (ps). 
‘52 (62) 4-dr., $2,500* (ps). °49 (61) 
club coupe, $910*. 

CHEVROLET—’'53 Custom (8) 2-dr., $1,- 
510; %-ton pickup, $945. °52 SL Special 
2-dr., $760. 51 FL Deluxe 2-dr., $855*; 
SL Deluxe 4-dr., $830*, $650; 2-dr., 
$775*, $705*. ’50 SL Deluxe 2-dr., $765; 
FL Deluxe 4-dr., $760; 2-dr., $645, $630. 
’49 SL Deluxe conv., $575, $540; FL De- 
luxe 4-dr., $555. ‘47 FL 2-dr., $215. °41 
1%-ton truck, $185. 

DeSOTO—'52 Fire Dome (8) 4-dr., 
’50 Custom club coupe, $625. 
club coupe, $165. 

DODGE—'49 %-ton pickup, $475; 

2-dr., $1,295; 


pickup, $330. 

FORD — '53 Custom (8) 
Main (6) 4-dr., $945. '52 Custom (8) 
conv., $1,220*; club sedan, $1,495*; Crest 
(8) conv., $1,140*; 4-dr., $1, 035°. 51 
Custom (8) Victoria, $950°; 4-dr., $805, 
$705. ’°50 Custom (8) conv., $650*; club 
coupe, $590*; 2-dr., $590*. ‘49 Custom 
(8) 2-dr., $535*; conv., $400, $350*. °48 
Custom (8) conv., $215. °47 Custom (8) 
conv., $205. 

HUDSON—’49 Super 4-dr., $245. 
modore club coupe, $200% ~ 
MERCURY—’51 conv., $885°; 
dan, $855. °49 club coupe, 

"48 sedan, $255. 
NASH—’50 (600) 2-dr., $350. 
OLDSMOBILE—’51 (98) Holiday, $1,220°*; 

4-dr., $1,040. °47 (76) 4-dr., $145. 


$1,160*. 
46 Custom 


%-ton 


"48 Com- 


Sport se- 
$450, $435°. 


PLYMOUTH—’53 Cranbrook club coupe, | 


$1,130*; Cambridge 2-dr., $1,025*. °52 
Cranbrook 4-dr., $850, $780; club coupe, 
$830, $655. '49 Deluxe conv., $435. ‘48 

Deluxe 2-dr., $145. 
PONTIAC—'53 Chieftain (8) 4-dr., $1,- 
555*. °51 Silver Streak (8) station wag- 
Catalina, $1,145*. '47 Tor- 


on, $1,095*; 
pedo (6) 2-dr., $180. 
BAKER Champion 2- dr., 
$790*. °'49 Jeepster, 


STUDE 51 
$500°. 
WILLYS—'52 2-dr., 

5*. 
MISCELLANEOUS—'31 Reo (8) Sport se- 
dan, $175. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Sept. 16.) 


(Market remains firm on clean autos. 
Sold 66 cars out of 118 offerings). 


CADILLAC—’52 (62) 4-dr., $2,175* (ps). 
’48 (62) club coupe, $585*. 


CHEVROLET—’54 (210) Handyman, 
$2,050*; Delray coupe, $1,700; Bel Air 
4-dr., $1,975*. °53 (210) Handyman, 
$1,365; 4-dr., 2 at $1,250, 2 at $1,200. 
‘52 §L Deluxe 2-dr., $865*. °51 FL 
Deluxe 2-dr., $730*; SL Special 2-dr., 
$645. °50 FL Deluxe 2-dr., $505; SL 
Deluxe 4-dr., $475. '49 FL Deluxe 4-dr., 
$470; 2-dr., $375. '46 FL coupe, $110. 

DeSOTO—’49 Deluxe Carryall, $430. 

DODGE — ’°53 Meadowbrook 4-dr., $845. 
*51 Meadowbrook 4-dr., $605. '50 Mead- 
owbrook sedan, $450*; 4-dr., $405*. °46 
Custom 4-dr., $180. 

FORD — '54 Crest (8) Country sedan, 
$2,250; Victoria, $2,025; 4-dr., $1,975*; 
Main (8) Ranch Wagon, $1,925, $1,825; 
% ton pickup, $1,150. ‘53 Main (8) 
Ranch Wagon, $1,550; Custom (8) 4-dr., 
$1,300; 2-dr., $1,300; Main (6) 2-dr., 
$995. °52 Main (8) 2-dr., $890; Custom 
(8) 2-dr., $805. °51 Custom (8) 2-dr., 
$835; Victoria, $760*. °50 Custom (8) 
2-dr., $550, $490; Deluxe (8) 2-dr., 
$595; Custom (6) 2-dr., $455. °49 Cus- 
tom (8) 2-dr., $450; 4-dr., $380; Deluxe 
Sree $370. "46 Super Deluxe 2-dr., 


KAISER—’51 4-dr., $385. 

MERCURY — ’'52' Custom 4-dr., 
2-dr., $950. 

OLDSMOBILE—’51 (98) 4-dr., $1,095*. 

PLYMOUTH—’54 Belvedere 2-dr., $1,645*. 
‘53 Cambridge club coupe, $950, $925; 
club sedan, . °*51 Cranbrook Bel- 
vedere, $660; Cambridge 4-dr., $375. ’50 
Deluxe Suburban, $570. '48 Special De- 
luxe 2-dr., $135. 

PONTIAC—’51 Chieftain (6) 2-dr., $540. 
‘50 Silver Streak (6) 2-dr., $450, $305. 
"48 Torpedo (8) 4-dr., $250; Torpedo (6) 
coupe, $125. 

STUDEBAKER—’50 Champion 4-dr., $350. 

— International % ton pickup, 


$1,065; 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 14.) 


(270 cars sold out of 448 offerings.) 


BUICK—’'54 RM Riviera, $2,730* (ps); $2,- 
705 (ps); Super $2,590. ’53 Super 2-dr., 
$1,875, $1,725, $1,710; RM conv., $1,705; 
Special 2-dr., $1,625; Super 4-dr., $1,- 
575. ’52 Super 4-dr., $1,195; Special 2- 
dr., $1,050. 

CADILLAC—’54 (62) coupe, $4,200* (ps), 
$4,130* (ps), $4,040* (ps). °53 (62) 
—, Nad oy os ate 145° (ps); (60) 4-dr., 
— $3,050°, $2,960*, $2,865°, $2,- 

45°; (62) conv., $3,100° (ps); 4-dr., 
$2, 950° (ps), $2,865°, $2,860°, $2,855°*. 
"52 (62) coupe, $2,175. 

CHEVROLET—'53 Bel Air coupe, $1,500* 
(ps), $1,375*; (150) station wagon, $1,- 
355; (210) 4-dr., $1,180*, $1,145*, $920; 
2-dr., $1,165*, $960; (150) 2-dr., 

’52 Bel Air coupe, $1,195, $1,125, 2 
Deluxe conv., $885°. 


$1,015; SL 
Deluxe 4-dr., $675°, $670°, $595°, $535"; 


"50 club 


+ $305. 
ounyacen— 54 Windsor 4-dr., $1,990. °53 
52 Windsor 
$630*. '49 NY 4-dr., 
$1,340"; Coronet 
$850¢, ; Diplomat, $815*; 
coupe, $1,485. °53 Custom (8) ‘ranch 
$900*, $820. '51 Victoria, $785*; Crest 
HUDSON—’53 Super 4-dr., $675. °51 Com- 
$230. 
KAISER—’53 Manhattan 4-dr., $1,025°. 
coupe, $1,845*; Cosmopolitan coupe, §1,- 
RY — '54 station wagon, 
(ps); 
$800°, $665; 
dr., $660*, $610. '50 4-dr., $515, $380. 
Rambler station wagon, $100, $845; 
OLDSMOBILE — ’54 (98) 4 - dr., 
$2,400* (ps); 2-dr., $2,300*. °53 (98) 
PACKARD—’53 Clipper 4-dr., $1,600*. 
475; Plaza $1,100. ‘53 Belvedere, $1,- 
4-dr., $695. '51 Cambridge 4-dr., $460.. 
conv., $1,405*; 4-dr., $1,325*. ‘52 Cata- 
STUDEBAKER — '53 Commander club 
$545. °'49 Champion 2-dr., $110. 
HORSEHEADS, N. Y. 
(Very good on clean merchandise, late 
‘53 Super Riviera, $1,710; Special, $1,- 
sedan, $850, $830; Super, $815*. 
CADILLAC—’54 (62) coupe, $3,600* 
CHEVROLET—’54 (150) sedan, $1,325. '53 
$850; station wagon, $1,045. '51 SL De- 
Air, $650; Special, $590. °49 SL Deluxe 
CHRYSLER — '49 Windsor club coupe, 
DODGE—’54 Coronet club coupe, $1,870*. 
dan, $650; Meadowbrook, $475. °48 se- 
Deluxe (8) sedan, $395. '49 Deluxe (6) 
KAISER—’51 sedan, $275. 
coupe, $590. °49 sedan, $345. 
$1,000. 
OLDSMOBILE—’52 (98) Holiday, $1,200; 
’49 (98) sedan, $375*. °'48 (76) Saates 
PLYMOUTH—’53 Cranbrook sedan, $1,- 
luxe sedan, $385. '49 Special sedan, $445, 


NY 4-dr., $1,650*, $1,500°. 
DODGE—’53 Diplomat, 
Meadowbrook 4-dr., 
4-dr., $620*, $600*; Wayfarer 2-dr., 
wagon, $1,435; 4-dr., $1,230, $1,165*; 2- 
(8) country squire, §715*, $625°; Cus- 
modore (8) 4-dr., $505*; Hornet $430; 
LINCOLN—’54 Capri coupe, $2,895* (ps). 
620°, $1,570*. 
$2,435* 
4-dr., $2,020*%, $2,005°*. 

4-de., $240, $115. 

conv., $835. ’52 Statesman 2-dr., $835; 

(ps), $2,865* (ps); Holiday $2,850* (ps); 
Holiday, $2,085* (ps), $1,975* (ps), $1,- 

(250) 4-dr., $1,100*; (200) 4-dr., $895*. 
295; Cranbrook 4-dr., $1,065, $880; '52 
PONTIAC—’54 Catalina, $2,200* (ps); Star 

lina, $1,305*; Chieftain 4- -dr., $990*; 2- 
coupe, $1,410*; 4-dr., $1,055*; Cham- 
WILLYS—’53 station wagon, $1,200; Jeep, 

(Horseheads Auto Auction. Sale every 
models stronger.) 

275. '52 Super Riviera sedan, $1,235°, 
cial Deluxe sedan, $540, $490*. 

"53 (62) coupe, $2,900, sedan, $2.670° 

(210) sedan, $1,090, $1,085. ‘52 SL De- 

luxe sedan, $710; club coupe, $800, $700. 
sedan, $435; club coupe, $390; conv., 
$550*. °46 Windsor club coupe, $110. 

*52 %-ton pickup, $610. °51 Meadow- 

dan, $145. 

sedan, $270; Deluxe (8) $190. 
LINCOLN—’50 club coupe, $560*. 
NASH—’54 Rambler club coupe, 

(88) sedan, $1,150*. '51 (98) sedan, 
$270. 46 (76) sedan, $140. 

100*, $980. °52 Cranbrook sedan, $795. 
$440, $390. 48 Special sedan, $195. -- 


- "650 BSL Deluxe 2-dr., $385; 
$1,100*, NY 4-dr. , 1 ONY conv. 
2-dr., "52 

Coronet 
FORD—’54 Custom (8) conv., $1, 705; club 
dr., $1,215, $1,165. ’62 Custom (8) 4-dr., 
tom (8) conv., $640*; club coupe, $610*. 
Commodore (6) 4-ar., $420°, 
‘53 Capri 2-dr., $1,650* (ps). "52 Capri 
MERCU 
"52 os 
coupe, $1,215*. ‘51 2- dr., 
NASH—’53 Statesman club coupe, $1,340*, 
Rambler station wagon, $820°*. 
$2,885° 
(88) Holiday, $2,550* (ps), $2,350; 4-dr., 
805* (ps). '51 (88) 4-dr., $960*; $845. 
PLYMOUTH—’54 Savoy 4-dr., $1,550, $1,- 
Suburban, 2 at $1,000, $890; Cambridge 
Chief 4-dr., $1,995*. ‘53 Chieftain (8) 
dr., $845. 
pion 4-dr., $635. ‘51 Champion 4-dr., 
$820. '52 2-dr.. $505. 
Monday. Prices are for sale of Sept. 13.) 
BUICK—’54 Special sedan, $2,075, $1,800. 
$1,200; RM $1,120*. ’51 Special Deluxe 
per sedan, $450*, $365, $350*, 
(ps). °48 (62) sedan, $515*. 
luxe sedan, $1,010, $950, $925, $860, 
"50 SL Deluxe sedan, $650, $510*; Bel 
$395. °48 FL sedan, $285; FM, $260. 
DeSOTO—’50 Custom sedan, $525. 
brook sedan, $645, $590. ’50 Coronet se- 
FORD—’53 Custom (8) sedan, $1,550°. ‘50 
HUDSON—’50 Pacemaker sedan, $375. 
MERCURY—’52 Monterey, $1,215. 
’53 Statesman sedan, $1,125. 
$900; (88), $775. '50 (98) sedan, 
PACKARD—’52 (200) sedan, $830*. 
51 Concord sedan, $460, $435. °50 De- 
PONTIAC—'53 Chieftain (8), $1,375*. 


Chieftain (8), $1,085*. ’°51 Chieftain (8), 
$910. °50 Catalina (8), $950*; SL $665, 
$660, $585. °49 (8) sedan, $530. °47 se- 
dan, $150. 

STUDEBAKER—’52 Landcrusier sedan, 
$675*. °51 Champion club coupe, $475*; 
sedan, $365. '50 Champion club coupe, 


$250. 
WILLYS—’51 station wagon, $650*. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
oe Prices are for sale of September 
15. 


tivity 
cars out of 103 offerings.) 
BUICK—’53 Super, Riviera, $1,775*; 
cial sedan, $1,495. 
$1,250°. °50 RM Riviera, $740*. °49 RM 
Riviera, $575*; Super sedan, $400. °48 


Super conv., $255. 

CADILLAC —’53 (62) coupe de Ville, 
$3,150* (ps); (60) Special sedan, $2,750* 
(ps), $2,700* (ps). °'51 (62) sedan, 
$1,800"; (61) sedan, $1,850*. °50 (61) 
sedan, $1,600*. °49 (60) Special sedan, 
$875*. °48 (62) conv., $600*. '47 (62) se- 
dan, $375. 

'—'54 (210) station wagon, 
$1,650. "53 (210) sedan, $1,225*, $1,070. 
"52 SL luxe Bel Air, $1,175*; sedan, 

=. , $830, $580. °51 SL Deluxe 

, $790, $775. 50 SL Deluxe sedan, 
$050. ” $570. 49 SL Deluxe sedan, $475, 
$415. '48 FM sedan, $285. °47 FM sedan, 
$180. °46 SL sedan, $140. . 

CHRYSLER — '51 Windsor sedan, $790*. 
49 NY sedan, $460. 

DeSOTO—’51 Custom sedan, $610*. 

DODGE—’51 Coronet sedan, $680, $640, 2 
at $610. °49 Coronet sedan, $510. ‘48 
Custom sedan, $250. 

FORD — '52 Custom (8) sedan, $975°, 
$930; Main (8) sedan, $760, $685. "51 
Custom (8) sedan, $750, $675. '49 Cus- 


(Continued on Page 53, Col. 4) 


Spe- 
52 Super Riviera, 


Now! A Christmas Card 
Your Customers 
Will Use! 


" 


jn 


" 


f 


MILE-0- DIAL 


Tells Gas Mileage at a Glance! 


Takes the Place of a Greeting Card 


—is ——, costs only Pennies! 
It’s a Christmas Card -and an advertising 
"give-away" all in one! Every driver of a car, 
motorcycle or truck wants to know his gas 
mileage .. . and here is the business build- 
ing give-away item that tells them exactly. 
America’s hottest advertising premium—now 
in Christmas card form. 
Handy 4-inch square rotating dial ket cal- 
culator, printed on durable soil resistant stock 
in red and green, with YOUR IMPRINT or 
advertisement in the center instantly and ac- 
curately calculates gas mileage. Back of card 
has space for recording gas purchases, miles 
traveled, etc. Will be saved and used regu- 
larly . . . and remind the driver each time 
he uses it that YOU gave him MILE-O-DIAL. 
And best of all, it's a Christmas card, too— 
supplied complete with mailin envelope and 
COSTS ONLY PENNIES. Send for Mile-O-Dial 
sample now! Enclose 25c to cover cost of 
mailing and handling. 
KENWAY PRODUCTS, Dept. 10410 
759 N. Milwaukee St., Milwaukee 2, Wis. 


ORLANDO vs. ST. PETERSBURG 


(St. Petersburgh, Florida, that is) 
oe. 
pa “a 
Fifth Fourth 
Sixth Fourth 
Sixth 
Eighth 
Fifth 
Ninth 
Eighth 
Tenth 
Eleventh 
Eleventh 
Eleventh 
$3,974 


Population 

Gross Bank Deposits 

Per Capita Bank Deposits 
Per Family Bank Deposits 
Post Office Receipts 

Per Capita Post Office Receipts 
Retail & Gen. Mdse. Sales 
Per Capita Wise Sales 

Per Capita Automotive Sales 
Per Capita Food Sales 

Per Capita Apparel Sales 


Fourth 
Fourth 
First 
Third 
Third 
Second 
Sixth 
Fifth 
$5,522 


Orlando is the 4th Fia. Market! 
*U. 8. Dept. of Commerce 


ORLANDO SENTINEL-STAR 


ORLANDO, FLORIDA 
Nat. Rep. Burke, Kuipers & Mahoney 


AUTO 
TURNTABLES 


Manutactered by 
Macton Machinery Co. 


DYKE waar 
Stamford 2, 
Conn. 


Pa ENGINEERED (| 


oF se LS 


With Two 
Steering Wheels 


Sraceses MOTORS 


119 SNOW ST. PROVIDENCE, R. !. 


100 Feet of 48-12" «x 18° Pennants 
All-Weather Durefiim Only $6.00 
Meney refunded if not sotisfied. 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Chic, depi. 


5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 
NAME PLATES 


ASK FOR DETAILS 


§ EMAC tance seve me: = a 
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Only Four Years Higher on New Cars... 
9-Month Sales Pass All of °52 





(Continued from Page 1) 


of three quarters to other full 


years. 
On the basis of current esti- 
mates, 1954 is running 4.46 per- 
cent behind the 1953 pace, and 
12.10 percent slower than the 
1950 sales rate. 
If these ratios hold, 


the b i f the year. i: ’ os «dé 
Faia the osenunt sales ratio|ers since the prewar days of 1941. ($260); “61 an = “a a "sia e _ 
against the final tally of 1950 and|A spokesman for the factory said 49, $153 $: 52); , to : 
($119), and °48 to °47, $57 ($62). John Bean Conducts Service Classes— 
* * * 


1953 puts 1954 sales somewhere be- 


tween 5,483,000 and 5,561,000. 
é + 7” 


 . the eventual total 
will fall nearer the lower or 







it would 
mean that 1954 will wind up the 
full year with far more new cars 
sold than had been predicted at 












tember, as compared with August. 
One maker said its retail sales 
were greater in the first 10 days 
of this month than in any other 
initial 10-day period during the 


year. 
= * * 


Axotam maker is giving its 
dealers a boost in the cleanup 
by staging a sales contest for deal- 
ers, sales managers and salesmen. 
This is the first such contest this 
manufacturer has staged for retail- 


it is producing “unusually good re- 
sults.” 

With cars moving out steadily 
in this cleanup period, a consid- 


went up $1, to $182, while 50s 
held unchanged at $514. 

All other models declined, as fol- 
lows: '54s, down $24, to $1,858; ’53s, 
down $9, to $1,251; ’52s, down $5, to 
$946; '48s, down $4, to $239; ’51s, 
down $2, to $690, and ’49s, down $1, 
to $361. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
thesis): '54 to ’53, $607 ($622); ’53 
to ’52, $305 ($309); ’52 to ’51, $256 


August U. C. Sales Climb 
4.2 Pct., Survey Shows 









More than 50 territory representatives 


















we 






met in Lansing for a week's training in 


service and sales at John Bean. According to Harry Schaefer, automotive department 
manager, the emphasis was placed on new products. The service training was under 
the direction of Ron Butts, service engineer, and Mike Parish and Jess Elam, experi- 














e! erable number of dealers have DETROIT.— The used-car mar- . ° : 2 
® the higher projected figure will de- reported elation over the discov- | ket continued str oan dating Ate oe von Sales and advertising discussions were conducted by Wiley Axford, 
ard pend in large part on customer re- automotive sales manager, and Eldon Robbins, advertising manager. 
es! ception of new models ery that they are making better | ust, and scattered reports of 
sing ‘Shee 6 strong deeoemn of deals. September sales are generally = 
car, With slimmed-down stocks, and|couraging, according to R. W. 
iz: we cane in deaaen aia with buyers eagerly beating bushes| Workman, president of the Na- U se d-( A ti p . 
tly. lin hauls will provide a for bargains that they feel certain | tional Used Car Dealers Assn. ar uc l on r / ces 
now styling over P ; ‘nh must be lurking there, dealers feel} Workman said that the associa- 
cal- — ~ —_—aa m Me | confident in saying “No” when they | tion’s monthly survey of its mem- 
ock a feel the deal hasn’t enough in it. | bers showed sales yp 4.2 percent (Continued from Page 52) 
or A strong and orderly cleanup is/ 1.04 cars appear to be tapering|im August over July. Inventories s 
s carrying the sales pace surpris-| oof in _ thei 7 - on Sept. 1, he said, were down 2.2] tom (8) sedan, $290; Deluxe (6) sedan, | Plymouths and all clean ‘51 and ’52 models 
‘i ingly high right now, although | 2 er selling over their Head | percent from the previous month’s| __ $290. selling good. Sold 99 cars out of 140 of. 
ites th h b vidence f a|forseveral months. September sales HUDSON — '52 Hornet sedan, $850. ’49 | ferings. 
+ ere have been evidences o are reported down from August, | °OU"t- Super (6) sedan, $160. ‘48 Super (8) * * @ 
AL slight letdown during the third/ . 14 prices have begun to break. SE Ne SUOERGND ONE OUST eT en maces wo PHILADELPHIA 
and *Gnofficial reports noted a small A ’ Saw iemane—tehe “down 14.3 aaoee a1 sedan i S70", "00 sedan, every Tuesday and. Thursda (Sept, 9-14), 
; 7 i * dan, $260. y . 9-14). 
ne upswing in the early part of Sep- CCORDING to AUvTOMOTIVE| percent; inventories up 18.2 per- NASH.—'s3 Rambler station wagon, $1,150. | Prices level and action very good. Sold 
Se News’ index, the average price | cent. crn Rambler conv., $390. - wien Teo 
0 of used cars sold at wholesale auc-| Mmwest—Sales up 1.4 percent; 3 — '51 (88) Super sedan, 
. *| $940*. '49 (76) sedan, $290. '48 (66 APOLIS 
Nis. N ash Launches tion last week declined $6 to $755.| inventories down 2.4 percent. sedan, $260. '47 (76). sedan, $115. eae Minneapolis Auto Auction. Sale every 


5) 


Drive Comparing 
Rival Makes 


DETROIT. — Nash 
available to its dealers an “X-ray” 
booklet which analyzes features of 


is making 





At that level, however, the average 
price was still higher than it was 
three weeks ago. 

By individual models, only ’47s 
and ’50s escaped the downward 
trend. The average price for ’47s 


SoutH—Sdales down 2.8 percent; 
inventories down 5.9 percent. 

SoutHwest— Sales up 19.6 per- 
cent; inventories down 3.1 percent. 

West—Sales up 16.3 percent; in- 
ventories down 10.5 percent. 

















PLYMOUTH — ’51 Cranbrook Belvedere, 
$680. °49 Special Deluxe conv., $520. 


’46 Deluxe sedan, $185, $150 


Wednesday (Sept. 15). Good activity on 
light cars with prices holding steady after 
dropping two weeks ago. Sold 81 out of 


PONTIAC—'54 Star Chief (8) Catalina, | }14 


$2,240* (ps). °'52 Chieftain (8) sedan, 

. '51 Silver Streak (8) Catalina, 
$1,070*; sedan, $775*; Silver Streak (6) 
sedan, $625. 

STUDEBAKER — '51 Champion sedan, 
$475. °50 Champion sedan, $400. 

WILLYS—’50 Jeepster, $545. 

MISCELLANEOUS—’52 MG conv. $720. 


N. LITTLE ROCK, ARK. 
Arkansas Auto Auction. Sale every Tues- 
day (Sept. 14). Market steady with a good 
demand for clean cars. Sold 56 out of 99. 
* * . 


16 American-made cars. k C Ch DYER, IND. 

Rintitied “What's the ‘Truth Ask Contract Changes a9 Dyer Auto Auotion. Bale’ every Pray 
About Car Values Today?” the 20- — Auctions in Brief — — Sold 150 cars out of 224 of- 
page booklet compares Nash fea- Wisconsin Dealers Also Urge Enforcement WINDSOR, VA. . 2» 5 


ture by feature with competitive 
makes. It will be distributed by 
dealers to their prospects and cus- 





Of State’s Anti-Coercion Clause 
(Continued from Page 2) 











Windsor Auto Auction. Sale every Thurs- 


day (Sept. 16). We had an excellent vari- 


ety of units this week and prices continue 
to remain stable. Sold 77 percent of cars 


offered. 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (Sept. 16). Market strong on 
clean and sharp units with rough offerings 
bringing junk prices. Sold 129 out of 172 





: tomers. Harris, Milwaukee; August E. Hin-,; much being due to false entries,” 2 offerings. 
th Complete with pictures and = gess, Calumet; Frank King, Mil-| he said. “You can easily fool your- car AKRON a 
tistical charts, the sales promotion | waukee, nd Richard C. Quinlevan, | self with statistics. Used cars have ron Auto Auction. Sale every Thurs- 
piece opens with the claim: “Five | Milwaukee. only one value—what you allowed | {ay "SParuet ‘steady’ Sold 112 put of 175 GM to Expand 
minutes with this booklet can save| Schmidt told the parley that| for them. All other figures are false | cars entered. z 
} you hundreds of dollars when you|dealers may have to change the| entries.” * ¢ ®& Vauxhall at Cost 
ree buy your next car.” type —— Se em ae “—m at NEW YORK CITY O f 101 400 
mer rela-| convention ve always Skyline A ion. . 
ee he See eee Genk ee ee been indicative of the trends = day “(Sept 14). “n good consignment plus $ 9 ,000 


Nite 


comparisons on safety, air condi- 
tioning, comfort, engine perform- 
ance, styling, room and visibility, 
and many other topics. 

In a campaign promoting the 
booklet, Nash dealers soon will dis- 
play 46 by 66 inch poster herald- 
ing: “Get the Facts, Free Booklet, 
Come In.” 

Other. display materials include 
demonstrator mystic signs, car-top 
signs, window pane suggestions, a 
“Get the Facts” badge for sales- 


He urged WATA members to at- 
tend the annual dealers’ manage- 
ment school at the University of 
Wisconsin, saying, “We do not re- 
alize what good weapons we have.” 

Schmidt also said the association 
is about to introduce a new book 
on evaluation of used cars. 

Ray Chamberlain, NADA’s show 
manager, said, “We may not be 
free of bootlegging for some time, 
but they may not make much 
money when we get through with 


their businesses,” said L. L. Ries- 
elbach, WATA’s attorney. Al- 
though the profit level obviously 
is reduced, the percentage of in- 
quiries about conditional sales 
contracts, downpayments and the 
recovery of money was lower. 
“An increasing interest was evi- 
denced in factory relations and par- 
ticularly the effect of the Wiscon- 
sin statutes which provide a basis 


for the denial, suspension or revo-| ; 


cation of the state license of a} 


manufacturer of motor vehicles | : 









a large crowd of buyers made for a very 
active sale. Prices on 1954 and 1953 models 
were down slightly. Less than average 


units had few takers. Sold 72 out of 107. 
* * * 


MERIDIAN, MISS. 


clean units with Fords, Chevrolets and 


Tinnin Auto Auction. Sale every Thurs- 
day (Sept. 16). Prices are still high on all 


LONDON. —An expansion pro- 
gram for Vauxhall Motors, Ltd., 
costing $101,400,000 over the next 
five years, was announced last week 
by Harlow H. Curtice, president of 
General Motors. 

Curtice, who is on a tour of GM’s 
British and European installations, 
made this announcement following 
a luncheon attended by executives 
of GM’s British units. 

“The Vauxhall expansion,” Cur- 
tice said, “constitutes evidence of 
GM’s confidence in the future of 


men, four mat service advertise-| them” 

ments, and radio and television| pdward Payton, Cleveland dealer | Who has induced or coerced an au- the British automotive industry 
“spot” announcements for local| management consultant, said deal-|tomobile dealer, or attempted to generally, and of Vauxhall specifi- 
use. ers’ balance sheets are not accu-|40 80, to accept delivery of any cally. We foresee a growing demand 


Nash’s national advertising in 
October will feature the slogan: 
“Get the Facts, Your Dealer Has a 
Copy Waiting for You.” 





rate. 

“You must know your fixed ex- 
pense, since most bankruptcies are 
traceable to poor cost systems, 





Ford's X-100 Arrives in Cleveland— 





Four Cleveland dealerships have displayed Ford Motor Co.'s experimental car,| ag 


X-100, drawing more than 10,000 persons to their showrooms. From left are Stanley 
Meisel, of Meisel Motors; N. E. Crews, Lincoln-Mercury regional sales manager; 
William Bauer, of Lakewood Motor Co.; Harry G. Maides, L-M district sales manager; 
Robert Stratton, of Stratton Motors, and S. J. Brenza, of Ohio Motors. 


motor vehicle, parts or accessories 
or other commodity which shall not 
have been ordered by the dealer. 
“Other inquiries related to the pro- 
hibition of the state statutes 
against unfair factory cancellation. 
Many dealers are apparently vitally 
interested in the law and the 
method of its enforcement.” 


White Sues IH 
Over Tilt-Cab 


Patent Rights 


CLEVELAND.—White Motor Co. 
has filed suit against International 
Harvester Co. for patent infringe- 
ments relating to forward-tilting 
truck cabs. 

White said it owns or controls 
five patents with respect to the for- 
ward-tilt of a COE (cab over en- 
gine) truck. All five are involved 
in the suit which asks “equitable 
relief” by way of an injunction and 
damages. 

White claims it developed and 
introduced the cab several years 


0. 
The suit is similar to one now 
awaiting trial against Diamond T 
motor Car Co., filed by White in 


May, 1953. 


Labor's Statue— 


“The Builder,” an 11-foot statue sculp- 
tured by Oskar Stonorov (left) and cast in 
bronze in Pistoia, Italy, has been unveiled 
by the UAW-CIO at its Solidarity House 
in Detroit. Attending the unveiling were 
Louis Miriani (second from left), president 
of the City’s Common Council; Walter 
Reuther (center), president of both the 
ClO and UAW, and Antonio Carloni, 
Italian consul in Detroit. According to 
Reuther, the statue was “commissioned by 
the UAW to give symbolic expression of 
our faith that when people join hands 
and work together in brotherhood, they 
can achieve greater tomorrows.” 





in world export markets for cars 
and trucks.” 

The program, Curtice said, “calls 
for the construction of the most 


‘ modern press shop and related fa- 


cilities, as well as providing Vaux- 


||; hall with the latest developments in 


machine tools and equipment.” 

According to Curtice, Vauxhall is 
exporting 57 percent of its output 
of nearly 130,000 cars and Bedford 
trucks. The completion of the pro- 
gram will enable Vauxhall to double 
its exports through GM’s export 
organization. 


Big Kans. Chevrolet Deal 
Sold to Day and Arnhold 
RUSSELL, Kans. — Drube Chev- 


‘rolet Co., one of the largest Chev- 


rolet dealerships in western Kan- 
sas, has been sold by E. T. Drube 
to R. C. Day and Alex Arnhold. 

Drube, who purchased the. busi- 
ness in 1945, has been ill and plans 
to take a long rest. ’ 

The firm name has been changed 
to Day-Arnhold Chevrolet Co. Day 
operated an Eckridge (Kans.) 
Chevrolet dealership from 1933 to 
1948, and Arnhold handled Dodge- 
Plymouth in Hays, Kans., from 
1938 to 1941. 
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Reductions Range from $37 to $287... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week 
Ended 
Sept. 25, 
1954 


AMERICAN MOTORS = 2,260 


1,291 
30,971 24 


Same 
Week, 
1953* 


3,169 
1,788 
1,381 
8,857 
1,101 
670 
5,181 
1,905 
40,152 


Jan, 1 Jan, 1 


Sept., To 
1954, Sept. 26, 
1953* 


To Date 
7,684 173,190 
2,839 63,067 
4,845 110,123 
945,825 
124,593 
. 99,051 
230,684 
491,497 261,481 
108,904 1,116,305 1,311,277 
93,090 853,219 1,078,956 
1,956 35,178 29,207 
13,858 227,908 203,114 
101,048 2,244,452 2,131,764 
30,399 406,682 406,719 
8,688 81,838 92,117 
$1,782 1,161,623 1,053,763 
27,024 267,106 325,216 
3,155 327,203 253,949 
56,826 15,035 
19,692 5,803 
37,134 9,232 
226,900 78,311 
73,431 


Week 
Ended 


Sept. 18, 
1954* 


2,274 
838 
1,436 


3,995 


9,951 
2,582 


1,419 


441 1,270 


57,710 223,360 1,763,498 4,069,166 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


Week 
Ended 
Sept. 25, 


1,338 


Total Trucks, U.S. .. 
Total Cars, Trucks, 


17,110 


Cars and Trucks, 
U.S. and Canada .. 


Same 
Week, 
1953* 1954* 


6,222 
142 67 
80 136 
995 
63 1,672 


69,850 141,108 


Week 
Ended 
Sept. 18, 


Jan. 1 Jan, 1 
Sept., To To 
1954, Sept. 26, Sept 25, 
To Date 1953* 1954* 


15,758 289,780 248,982 
221 6,479 2,533 
2,172 2,355 
77,632 66,018 
2,049 
226,573 
58,616 
72,530 
4,896 
6,104 
9,344 
7,721 


2,284 


229,688 
91,593 
94,905 

8,786 
12,061 
30,827 
10,810 


275,813 5,695,000 4,829,337 


8,469 368,221 297,005 


74,007 284,282 6,063,221 5,126,342 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 


Car Production Is Lowest 
Since °52 Steel Strike 


(Continued from Page 1) 


switch to new-model production, 
will go down in December. 

Nash last week announced an in- 
crease in production of 100 Ramb- 
lers a day, beginning Oct. 11. 

. « os 


main reason for last week’s 
output dip was the inventory- 
taking operations at five of the 
seven Buick - Oldsmobile - Pontiac 
plants. 

Studebaker, now producing 
1955 models, doubled its schedule 
last week, turning out 1,860 cars, 
against 978 in the week earlier. 

Truck production rose last week 
as Chevrolet boosted its schedules, 
from 2,284 in the previous week to 
5,400 units. Chevrolet will not be- 
gin making 1955 trucks until early 
next year. 

Also on the truck scene, White 


Auto Stocks 


Sept. 
= 15 
Am. Mtrs. 10% 10% 14% 
Chrysler 64% 64 66% 
GM 85% 83% 86 
Kaiser 2 2% 2% 
Packard 2% 2% 4% 
Stude. 17% 17% 28 
Average 30.54 29.66 
Compiled from —— of trading on the 
Y. changes. 


High, 


American and N. Stock Ex: 


spent three days taking inventory 
last week, while GMC did likewise 
in the preceding week. 

+” - * 


S° FAR this year U. S. makers 
have turned out 4,069,166 cars 
and 760,171 trucks, declines of 14.6 
percent and 18.4 percent, respec- 
tively, from the comparable 1953 
period. 

Canadian production of cars 
and trucks, which totals 297,005 
this year, is 19.3 percent below 
last year. 

Two Canadian makers will re- 
sume operations today—GM, which 
has been down for three weeks, 
= Studebaker, closed since July 

Ford of Canada output has been 
threatened by a strike vote, which 
was approved overwhelmingly. 
Workers are seeking a 15-cent-an- 
hour package raise. No date for a 


walkout has been set, however. 
+ 


NOtzs: All Ford division plants 
were silent last Saturday, al- 
though one plant worked in the 
previous week . . . Chevrolet’s $30 
million forge and foundry in Tona- 
wanda, N. Y., is slated for comple- 
tion this year. It was started in 
1951. The expansion created some 
1,100 new jobs this year and an- 
other 1,600 are expected to be add- 
ed when peak production occurs in 
1955. 


Studebaker Cuts Prices on ’55s 


(Continued from Page 1) 
economies of operation to be en- 
joyed by Stude- 
baker - Packard,” 
he said, “a com- 
plete alignment is 
being effected for 
the entire 1955 
Studebaker line, 
despite the fact 
that these models 
will be better de- 
signed and engi- 
neered and higher 
powered than 
C. K. Whittaker any ever to come 
off the company’s production lines.” 
Studebaker was the only maker 
to post sizeable across-the-board 
increases on 1954 models. 
* * + 


ITTAKER added that the V-8 

Commander series would be 

competitive with other V-8s in the 
low-price field. 


The meeting here was one in the 
first round of dealer previews be- 
ing conducted by Studebaker. Other 
meetings held last week were in 
Atlanta, Kansas City and Chicago, 
plus a giant employe rally in South 
Bend. 

A meeting is scheduled in At- 
lantic City today (Sept. 27), to 
be followed by one in Minneapo- 
lis Thursday and Cincinnati Fri- 
day. In the Far West, meetings 
will be held in Salt Lake City; 
San Francisco; Portland, Ore., 
and Los Angeles. 

Accompanying Whittaker for 
major meetings is H. S. Vance, 
president; Paul G. Hoffman, chair- 
man; James J. Nance, who will be 
president of Studebaker-Packard; 
Courtney Johnson, commercial ve- 

hicle manager, and P. R. Davis, 
general sales manager. 


N BOSTON, Whittaker said: “We 

know we're in a top position to 

take full advantage of the oppor- 
tunities that lie ahead.” 


Whittaker said that retail sales 
of cars and trucks during the 
first 10 days of September were 
the highest of any 10-day period 
since Oct. 31, 1953. The previous 
high was for the first 10 days of 
April. The September first 10-day 
Period exceeded the similar pe- 
riod in August by 73.8 percent, 
according to Whittaker. 

He also revealed that dealer 
stocks of new cars and trucks are 
“at an alltime low” and that the 
dealer organization is in an excel- 
lent position to accelerate their 
sales activity with the introduction 
of 1955 models. 


* * x 


N ATLANTA, these officials radi- 
ated such confidence and fervor 
that dealers came away from the 
meeting believing the Studebaker- 


question as to whether Studebaker 
dealers would be allowed to sell 
Packards. In small areas where 
Packard could not exist alone, 
Studebaker dealers will also sell 
Packards. In large urban areas 
combined operations will not be 
permitted. 


Packard alliance is the “greatest | ~ 


thing that ever happened in the 
automobile industry.” 


As one dealer put it: “We’ve 
now got the best brains, money 
and know-how behind us. If we 
can’t make money in ’55, we’d 
better quit.” 

Specific points on which Stude- 
baker dealers are basing their con- 
fidence in the future are: 

1. Lower prices. 

2. Stepped-up horsepower, which 
reportedly will give more horse- 
power per pound than any other 
make. 

3. Changed front styling on all 
models, improved interiors and 
two-toned colors. 

4. The first ’55 showing of any 
make (Oct. 8 or 15). 

The meeting also cleared up the 


Wheelbarrow Day— 

Gov. Goodwin J. Knight (left) has is- 
sued a proclamation naming Sept. 12 as 
“Wheelbarrow Racing Day" in California 
in honor of the annual John M. Stude- 
baker Wheelbarrow Races at the El Do- 
rado County Fair. He is shown presenting 
the proclamation to L. J. Anderson, chair- 
man of the fair board. The races com- 
memorate the years from 1853 to 1858 
during which Studebaker built wheelbar- 
rows for gold-rush miners. 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged ia ali branches of the automotive industry from Maine 


to California. RATES: 


TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 


10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. 
of Automotive News. 
day received. Display ads: 
OF PUBLICATION DATE. 


Add One Dollar ($1) per 
Oy it ee ee a ieee 
$11.20 per column inch, per insertion. 


insertion for 
are forwarded to the advertiser, 


use of a box number, in care 


unopened, the same 


CLOSING: SIX DAYS IN ADVANCE 


WANT AD DEPT.. AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


Kindly Acknowledge 


Advertis 
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HELP WANTED 


AUTO SALES MANAGER. Experienced 
used car manager, capable of training 
and expanding sales force; make ap- 
praisals and assist in closing deals. This 
is an unusual opportunity for the right 
man to increase his earnings and secure 
his future with a rapidly expanding com- 
pany in Washington, D. C. Write full 
particulars. Box 4156, c/o Automotive 
News, Detroit 26. 

TRUCK MANAGER. Must be top man in 
his field for New England’s largest Chev- 
rolet dealership. Write age, qualifications 
and when available to E. I. Ofgant, 460 
Blue Hill Ave., Roxbury, Mass. 


WANTED—AGGRESSIVE, thoroughly ex- 
perienced new car sales manager who can 
develop energetic sales force capable of 
profitably increasing our new car vol- 
ume. We are an old established Dodge- 
Plymouth dealership offering unlimited 
opportunity to the right man. Service 
Motor Co., Box 368, Jackson, Miss. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


HELP WANTED 


ATTENTION FINANCE MEN—Progressive 
Indiana bank needs qualified man, age 
35 to 45, to assume full management of 
large finance department, handling vol- 
ume of dealer business and direct loans. 
Must have several years’ finance com- 
pany training in operations, sales, credits 
and collections, preferably including 
branch management and regional or 
home office supervisory experience. Very 
attractive compensation plan. Give com- 
plete employment history and educational 
background. All replies confidential. Box 
4167, c/o Automotive News, Detroit 26. 


\iciaiptaign eth daniinaatetparenteaniamnicanineieasiabanpahaghedailianiaiblais 

LARGE DEALER WITH leading make 
car, expanding with new 1,500 car fran- 
chise in the east, needs new car man- 
ager, used car manager, office manager, 
service manager. Wonderful opportunity 
to grow with established and responsible 
dealer. Our men know of this ad. Give 
full details in first letter. Replies held in 
strict confidence. Interviews arranged at 
our expense. Box 4176, c/o Automotive 
News, Detroit 26. 


HELP WANTED 


FORD PARTS MANAGER WANTED. 
Metropolitan Boston area, right deal for 
the right man. State qualifications and 
experience. All replies strictly confiden- 
tial. Write Box 4123, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 


BS IRs 


SERVICE MANAGER—Fifteen years’ ex- 
perience. Best references, experience in 
customer relations, handling employees, 
estimating and insurance procedures. De- 
sires position in Chicago or vicinity. Box 
4169, c/o Automotive News, Detroit 26. 


HELP WANTED 


GENERAL MANAGER 
FOR NEW CAR DEALERSHIP 
WE ARE WILLING TO PAY 


$15,000 TO $30,000 
TO THE MAN WHO . . 


has top-level, 


hard-working administrative and sales promotion experience. 


Must be qualified to take charge of and operate a large dealership, one of 
the "Big Three," profitably and successfully in TODAY'S MARKET. Must be 
an exceptional individual who can develop new business, hire, train and direct 
sales personnel, supervise New Car, Used Car, Service & Parts Departments. 
Must have a know-how to help close deals, have present proof of record of 
accomplishment, should not be over 40 years of age and have the finest of 
character, with the very best of references. This is a rare opportunity for an 
Automobile General Manager of unsurpassed ability for the most modern 
Showroom, Service and Parts Departments in Newark, N. J. Write full resume 
so as to determine if an interview would be mutually profitable, otherwise no 


consideration will be given. 


Box 4174, c/o Automotive News, Detroit 26. 
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POSITION WANTED DEALERSHIPS AVAILABLE CARS FOR SALE SHOP EQUIPMENT FOR SALE MISCELLANEOUS 
SALES MAN man—ca in ROTO STAND; practically new; makes| FOR SALE—ONE NUMBER 4 ideal red 
’ aggressive, ry at hard ae ne ag ne ay A i complete circle; run by small motor. flash boiler and furnace with 150 pound 


sires contact with dealership with good 
future potential. Can take complete 
charge new and used car departments. 
Can organize and develop hard hitting 
sales force. Exceptional background. Ex- 
ecutive experience in volume operation 
dating prewar years. Presently employed 
as sales manager three hundred new 
car GM dealership. Suburban Philadel- 
phia. Same firm since 1949. Single, can 
relocate easily. Write Box 4109, c/o Au- 
tomotive News, Detroit 26. 


PARTS MANAGER Chevrolet, G.M. 
Eight years volume dealer experience. 
If you can use a young, aggressive, high- 
ly recommended manager who thoroughly 
understands all phases of the parts busi- 
ness, please write Box 4171, c/o Auto- 
motive News, Detroit 26, to arrange for 
personal interview. 


SALES-GENERAL MANAGER interested 
in position with one of ‘‘Big 3’’ dealers. 
Twenty years’ experience includes oper- 
ating my own dealership. Would be in- 
terested in opportunity to buy-in after 
trial period. Excellent references. Box 
4172, c/o Automotive News, Detroit 26. 








ESPECIALLY NASH DEALER 


Let a fully qualified former Nash dealer, now 
employed as manager large Nash deal, run 
your deal on a percentage of profit, with 
chance to buy deal out of earnings. Best of 
references, factory approval, money maker, 
good health and appearance. 


Box 4173, c/o Automotive News, Detroit 26. 
LL 


POSITION AS NEW OR USED car man- 
ager. Presently employed as used car 
manager for very large volume dealer. 
Doing all appraising and wholesaling. 
Married, 32 years of age, non-drinker, 
hours no object. Can furnish best ot 
references. Box 4155, c/o Automotive 


SS 

ASSISTANT MANAGER or business man- 
ager. Age 34. Nine years’ with Oldsmo- 
bile, Cadillac, GMC truck dealer. Top ex- 
perience with sales, accounting, business 
management, parts department, collec- 
tions, etc. Top references. Box 4168, c/o 
Automotive News, Detroit 26. 


chanel ecenieeeeeeneneneonme ceateneeseeneeeceemne 

MANAGER OR NEW CAR sales manager 
and assistant to dealer. Experience: Flag- 
ler Chevrolet; Miami—7 years. Southland 
Chevrolet; Miami—5 years. Prewar and 
post-war experience. Prefer southeast. 
Chester Edwards, 618 McRorie, Lake- 
land, Fla. (Tel. 67-741 or 64-911.) 


<n estan iiegsinaeneietanareneameeeteantnateltnimneastemaen 

PARTS MANAGER. Young man with nine 
years experience as parts manager in 
large General Motors dealership, desir- 
ous of similar position in midwest, pref- 
erably Colorado. Also, well acquainted 
with GM bookkeeping system. Refer- 
ences. Write Box 4157, c/o Automotive 
News, Detroit 26. 


ge leeds 

MAN FRIDAY AVAILABLE October 15th. 
Pre and post-war retail. Outstanding 
record as developer of finances, methods 
and men. Solid business management 
background. Sales and service promo- 
tion. Sales training, advertising, etc. 
Compensation on accomplishment basis. 
Will relocate. Interview arranged. Ref- 
erences exchanged. Box 4158, c/o Auto- 
motive News, Detroit 26. 


eerie dieeinneeenseteendaemmmeeeees 

FORMER GENERAL MANAGER of vol- 
ume dealer and auto investment corpo- 
ration desires association with progres- 
sive company. Excellent background of 
fifteen years in management, sales, fi- 
nance and service. Young, capable, prov- 
en. Will take over dealership on straight 
percentage. Free to reorganize, consult or 
improve any operation, any location. Will 
consider all others. Box 4159, c/o Auto- 
motive News, Detroit 26. 


<p ae neeepnnceeeserreshemnenennaieaseeemes 
MANAGER. FORMER successful small 
town dealer with recent supervisory ex- 
perience with volume chain operator is 
interested in deal that offers opportunity 
of buying in after proving ability. Top 
references. South or southwest preferred. 
= 4160, c/o Automotive News, Detroit 


SERVICE MANAGER. Top grade. Com- 
plete control, owner relations, service, 
parts, personnel, organization builder, 
service meetings. Master mechanic. House 
car sales. Volume operator. Any size 
deal or agency. Dealer, factory, self ex- 
perience. Box 4161, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP NOW HANDLING Cadillac- 
Olds, 100 car in midwest. Modern build- 
ing and equipment. First time offered. 
Have very high absorption with practi- 
cally no competition in price class. Have 
large sales area for both. Must have fac- 
tory approval. Is ideal for one man op- 
eration. Selling due to ill health. All re- 
plies strictly confidential. Box 4170, c/o 
Automotive News, Detroit 26. 


DEALEKSHIP HANDLING FORD — 100 
unit potential. Rich Pacific northwest 
farm town. Will net approximately $25,- 
000 1954. This has always been a money 
maker. Takes $31,800 cash to handle. 
Factory approval necessary. Box 4147, 
c/o Automotive News, Detroit 26. 


FOR SALE—NEW car dealership handling 
one of “Big Two.’’ Location best in 
town, 15,000 population. Building new in 
1947. Well equipped. Located southeast 
Pennsylvania. Box 4163, c/o Automotive 
News, Detroit 26. 


AGENCY HANDLING DeSoto-Plymouth in 
Bergen County, N. J. with or without 
valuable real estate. Exceptional used 
car location. Box 4164, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Willys. Major 

city in eastern Wisconsin. Population 
over 70,000. Trading area over 200,000. 
Gross sales over $150,000. Not necessary 
to take over used cars. $10,000 will han- 
dle. Reply to Box 4165, c/o Automotive 
News, Detroit 26. 





EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 





ing, and uranium mining area. Town of 
5,000 with trade area of additional 15,- 
000 population. Selling 175 to 200 units 
per year with profit potential of $12,000 
to’ $20,000 per year after salary with- 
drawals. Can be bought on inventory 
basis for approximately $40,000. Fac- 
tory approval required. Box 4146, c/o 
Automotive News, Detroit 26. 





garage. Will sell or lease. Factory ap- 
proval can be obtained. See or call John 
DePumpo, Waverly, N. Y. Phone 1. 
DEALERSHIP WANTED 

CHEVROLET—SINGLE OR DUAL, 100 to 
250 units. Prefer Kansas. Qualified, with 
capital to buy now. Box 4162, c/o Auto- 
motive News, Detroit 26. 


BUSINESS OPPORTUNITIES 














gives static balance, dynamic weight lo- 
cation and centrifugal force equalization 


count to jobbers. Liberal commission. 
Write for complete details to R. Larson, 
Champion Mfg. Co., 414 W. 7th St., 


Sioux City, Iowa. Dealer inquiries in- 
vited. 
FOR SALE ... 7.7 ACRES IN Peters- 


burg, Virginia. 805.7 feet on Route No. 
301 and 900 feet south of intersection of 
Route No. 460. Short end depth, 386 
feet. Long end depth, 553 feet. Suita- 
ble for tourist court, shopping center or 
apartment building. Write E. A. Jerni- 
gan, c/o Jernigan Motor Co., 1419 - 25th 
St., Newport News, Va. 


NEW LINES WANTED 


SALES ENGINEERING 


REPRESENTATION 
Available in Detroit 

An established office with sales force 
fully acquainted with the automotive and 
allied industries and calling on “Big 3." 
Would take on one more established line 
—straight commission basis. Write 4175, 
c/o Automotive News, Detroit 26. 
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DEALER SERVICES 





INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 


@ Buy Right @ Sell Right 
Parts—Accessories—Equipment 
© © A disinterested certified physical 
Inventory will save you money 
DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 








GM DEALERS 

STOP A.F.A. LOSSES 
Our booklet explains a simple, time saving 
method of accurately handling A.F.A.'s. 


$5.00 postpaid 
A.F.A., BOX 113, NEWTOWN, OHIO 





WEST VIRGINIA. Experienced profes- 
sional bonded adjusters. Re 


ginia. J. M. Carter, 
ment Service, 501 United Carbon Bidg., 
Charleston, W. Va. Tel. 2-0042. 

PARTS FOR SALE 


FOR SALE—STUDEBAKER parts inven- 
tory. Clean inventory covering only five 
years as dealership. Will submit inven- 
tory list on request. Klyce Motors, 850 
8S. Patterson Blvd., Dayton 2, Ohio. 


PARTS WANTED 


ARE YOU A NASH DEALER? We are 
interested in buying your parts. What 
have you to offer. Write: Landay Nash, 
Baltimore 30, Md. 


CARS FOR SALE 

















SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 


229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 


NEW YORK CITY’S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
ALL CHECKS GUARANTEED 


THURSDAY, SEPT. 30, 12:30 P.M. 
THEREAFTER 
EVERY TUESDAY, 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 












50 DeSOTO, CHRYSLER and CADILLAC 


ATTENTION DEALERS ! ! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1950-1951 
Plymouths — Fords — Chevrolets 


1 to 500 
MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 SHERWOOD 7-1700 


DEALERS 
Want Some Money Makers 
1952 


PLYMOUTHS 
USED FOR HIRE 


LOWEST PRICES YET 


Centrally located. We arrange 
transportation. 


BENSON AUTO SALES 


9503 Detroit Ave. Cleveland 2, Ohio 
Atlantic 1-3337 





GRAND RAPIDS AUCTIONS, INC. 


On M2I—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "'Bill'' Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


AUTO AUCTION 


TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
{For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


CARS WANTED 





eight passengers. 1950 to 1954 sharp cars 
and priced right. McClintock - Cadillac, 
Phone 4-0513, Lansing, Mich. 





WANTED — FOREIGN CARS. Highest 
prices id. Imperial Motors, 3001 Cren- 
shaw Bivd., Los Angeles. RE 0293. 


TRUCKS FOR SALE 


FOR SALE: 1951 F8 Holmes twin boom 
wrecker. 20 ton Braden winch with clutch 
and hand brake. Independent power take 
off. Excellent 10:00x20 tires on Bendix- 
Westinghouse straight air. Hand control 
locks all wheels. Jack Heil body and 
mounting. Less than a year old. All con- 
trols mounted at rear corner. Quadruple 
spot lights. Equipped with circle beacon 
lights and red flashers. Buell air horns. 
Snatch blocks, anchors, hooks, all neces- 
sary small tools. Replacement cost. $10,- 
000. Must sell. Make offer. Box 4166, c/o 
Automotive News, Detroit 26. 











WRECKER FOR SALE 

1953 Ford F 600 COE, 3,000 miles, 5 speed 
transmission, 2 speed axle, power brakes, de- 
luxe cab. Wrecker is Gar Wood U. S. 5G 
single boom crane, six ton capacity, operates 
through 180 degree radius, new power divid- 
ers, new winches—40,00) and 20, capacity. 
Sell complete $3,950 or wrecker equipment 
separate—$2,000. Carroll Motor Sales, Inc., 
740 Dresden Ave., East Liverpool, Ohio. 
Phone 6/00. 





1949 FORD F-7 with W45 Holmes heavy 
duty twin boom wrecker, 9:00x20 tires. 
Bill Fishel, Vandeventer Auto Sales, 717 
8S. Vandeventer, St. Louis 10, Mo. Phone 
Franklin 1-1750. 


FOR SALE: MECHANICAL system trans- 
port trailer and Dodge tractor—$1,500. 
Roy Bridges Co., 728 South 21st St., 
Birmingham, Ala. 


FOR SALE 1952 Ford F-8 wrecker 
straight air brakes, new motor, new tires 
1000x20 10 ply. Holmes crane, model 650. 
Haywood Motors, Inc., Brocton, N. Y. 


FOR SALE—1947 Ford, 8 cylinder, 2 ton 
wrecker, 13,000 miles. No spin axle. Gar- 
wood winch with telescope hoist. Hay- 
wood Motors, Inc., Brocton, N. Y. 


SHOP EQUIPMENT FOR SALE 


EQUIPMENT FOR SALE—Executone com- 
municating and tower system, 3—24 sta- 
tion masters, 2—-8 station masters, 10— 
1 station boxes. Complete with junction 
boxes, wire and control tower system. 
Used three years. Cost over $4,000. Sell 
for $2,500. Paging system. Seven speak- 
ers and two microphones. Powered by 
Stromberg-Carlson 275 watt amplifier. 
Ship complete with wire. Cost $750. Sell 
for $250. Grover Pneumatic tube system. 
Four 2-way stations. Complete with 500 
feet tubing, bends and exhaust blower. 
Cost $800. Sell for $300. Alemite lubri- 
cating system. Two complete overhead 
reel systems, consisting of eight reels 
each: 2 air, 2 water, 2 H.P. lube, 4 oil 
dispensing, 4 lube dispensing. Five air 
operated barrel pumps: 2 lube dispens- 
ing, 2 oil dispensing, 1 H.P. lube. Com- 
plete with tubing and fittings. Cost over 
$3,000. Sell for $1,000. Klyce Motors, 850 
8. Patterson Bivd., Dayton 2, Ohio. 


FOR SALE: SACRIFICING 13 Lyons parts 
bins and one wheel rack, good shape. 
Southern Motor Co., 1620 Austin, Hous- 
ton, Texas. 
















































Ideal for displaying new or used cars. 
1932 Cadillac club coupe with rumble 
seat and wire wheels. Runs good. Ex- 
cellent condition inside and out. 1924 
Lincoln 7 passenger touring sedan—con- 
dition fine. Childers & Venters, Inc., 
Pikeville, Ky. Phone 1460. 


ANTIQUE CARS FOR SALE 


1915 FORD TOURING car, good tires, top 
needs repair, has company advertising 
each side. Make offer. Mid-Continent 
Petroleum Corporation, c/o C. E. Jack- 
son, Tulsa, Oklahoma. 








FOR SALE —1918 Ford runabout, new 
paint, 3 new tires, runs good. Price $285. 
Boch Sales & Service, Inc., 859 Provi- 
dence Highway, Norwood, Mass. 





MISCELLANEOUS 


. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW ® GUIDE 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 


Write Today For 
Illustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 











Big Money 


write— 


Franchises now available 


Applicants must be men capable of earning $30,000 to 
$40,000 per year. Lifetime masonry, looks, wears and 
protects like genuine brick and ledgerock. Protected ter- 
ritories. For full particulars about this lucrative business 


LIFE-BRIK and STONE CO. 


capacity stoker. Also 20 steam registers 
and pipe. Priced to sell. Cochran Motor 
Sales, Inc., 14 W. Ohio Ave., Mt. Ver- 
non, Ohio. 

WANTED — SOUNDVIEW, DuKane or 
other standard 35MM film projector to 
show strip training film. Must be in good 
condition and have manual and auto- 
matic film tripping and amplify record- 
ings at 33 1/3 or 78 RPM. P. O, Box 
4305, Jacksonville, Fla 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 
-. +» also Safety Chains 


BE SAFE — BUY 


Automatic BraKing 


COMPLETE with $ 61 45 


Guide Cables and 
BRAKE HOOK-UP .......... 

Meets ALL 1.C.C. Requirements 
& 


WITH BRAKE HOOK-UP 


ONLY. . .°51% gus 


Meets 1.C.C, Strength Requirements 


—SPECIAL— 
Protecto Covers (Tailor Made) 
$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 
CASE with Wheels & Handles 91399 
(Add 55¢ for Padiock with 2 Keys) 


QUICK-TOW 
to-Bumper Tow 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar. 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 





new Masonry Process 









8821 Fenkell Street 
Detroit 38, Michigan 





mm a a  —— — — — —  E ..- 


New Subscription Order 


Send Automotive News to Address Below 


for One Year $8 [] 


for which check is attached [_] or send bill [] 


or Two Years $14 [[] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Scaled Power KromeX 
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HEAT-RESISTING, SCUFF-RESISTING, WEAR-RESISTING 
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SIDE RAILS ON 
MD-50 STEEL OIL RINGS 
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SEALED POWER CORPORATION ° MUSKEGON, MICHIGAN 


Sole manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, Flex-S Flexible Oil Ring, and GI-60 Groove Inserts. 
Leading producer of Automatic Transmission Rings, Power Steering Rings, and Non-Spin Oil Rings. 
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